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First Mortgage (Serial) 6% 


NATIONS NEEDS 


HALSEY, STUART & CO., through the 
outright purchase of the bond issues of es- 
tablished Governments, Municipalities and 
Corporations, hason the one hand contribu- 
ted largely toward our civic and industrial 
progress and on the other, through the dis- 
tribution of these securities, fostered the 
spirit of conservative investment by provid- 
ing iAvestors with safe, productive channels 
of employment for their surplus funds. 


The issues herewith illustrated represent a 
partial list of offerings originated during the 
present year, either by Halsey, Stuart & Co. 
alone, or jointly with associates. Their quali- 
ty and variety are indicative of the superior 
investment service which we are extending 
toan ever increasing number of bond buyers. 


If you are not receiving our offerings 
may we add your name to our lst? 


HALSEY, STUART &CO. 


Incorporated—Successors to N. W. Halsey §& Co., Chicago 


CHICAGO NEW YORK PHILADELPHIA 


BOSTON 
DETROIT ST. LOUIS MINNEAPOLIS 


MILWAUKEE 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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The Magazine of Better Banking 


Vol. XXXVII Table of Contents 


ADVERTISING YOUR BANK 

PRACTICAL AIDS THAT WILL Hap. THE : Fann 
SELECTING THE DRESS FOR YOUR PRINTED MESSAGE 
How A CENTRAL FILE HELPS TO Pay DIVIDENDS 
WuHyY BANKERS USE OUTDOOR DISPLAYS . 
GETTING THE Most OuT OF YOUR ADVERTISING FUND 
YOUR MESSAGE IN THE STREET CARS 

A “PILL Box” ALWAYS READY TO RESIST THE Bauer 
FASTEST GROWING BANKS ARE STEADY ADVERTISERS 
HAVE WOMEN MADE Goop AS BANK WORKERS? 
HANDLING TRANSIT ITEMS UNDER NEW SYSTEM . 
$5,000 PROFIT ON AUTO LOANS FROM A TRUST FUND 
GETTING BANK WAGES ON THE RIGHT BASIS 
BANKING METHODS ‘ 

How THE CLEARING HOUSE Works 

ABNORMAL PROFITS NEARING AN END . 

MONEY MARKET Is “PANIC PROOF” 

STIMULATING THE DORMANT ACCOUNT ._. 

10% oF Our Propucts Must Go ABROAD 

WHAT THE INVESTMENT BANKER IS DOING 

HOW THE FARM SUPPORTS MODERN ADVERTISING 
BUILDINGS AND IMPROVEMENTS 

IN THE BANKING WORLD . 


ESTABLISHED 1883—Entered as second class matter in 
the Post Office at Chicago, Ill., under the Act of Congress of 


No. 7 
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H. M. Cottrell 24 
Everett Currier 25 

. E. H. Kittredge 27 

H. E. Erickson 28 
W. R. Snodgrass 29 
O. N. Frankfort 30 
soi ders gt Ne gt i 
John G. Lonsdale 32 
Mayme Hammack 33 
Robert H. Cissel 34 

Warren M. Avery 37 
W. F. Gephart 38 

ee +4 ee 

Chester J. Davis 52 


D. M’ Eachern 
Edward N. Hurley 
Charles E. Otis 
Edwin T. Meredith 


TERMS: To United States, Alaska, Hawaii, the Philippines, 
Porto Rico, Cuba, and Mexico, $5 a year; single copies 50c. 


March 8, 1879. Copyrig hted 1920, by Rand McNally & Co., No extra charge for postage to Canada. Postage to other 
B. G@. B oyle, Gen’l Mgr.; Jos. M. Regan, Editor; CO. M. foreign countries 50c per year additional.” 
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Harvesting for Humanity 


The world’s granary lies in the Middle West. Every year 


on the far-reaching fields of this fruitful land is harvested a 
large share of the world’s food. Corn, wheat and other 
grains flow into Chicago on their way to pour strength and 
vitality into the veins of nations. © Upon the results of the 
labor of the grain-growers of the Mid-Western Empire, 
and upon the aid of the agricultural machinery manufac- 
tured here, both our own people and peoples in many 
distant lands depend largely for their daily bread. 


Chicago, the natural market for the world’s great grain 
reserve, is also an important financial center. From Chicago 
institutions, conspicuous among them the Continental & 
Commercial Banks, springs a great part of the financial energy 
necessary to grow and transport the vital crops of this section. . 


The CONTINENTAL and 
COMMERCIAL 


BANKS 


CHICAGO 


INVESTED CAPITAL MORE THAN 50 MILLION DOLLARS 
RESOURCES MORE THAN 500 MILLION DOLLARS 


Beene eer reer TT 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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The National Bank of Commerce in Saint Louis 


Capital, Surplus and Profits over $14,500,000.00 


Dependableness 


—a big word 
—a big idea 


Dependableness comes first among the characteristics which 
make banking service pleasing and valuable. 


It is important for you to know that your Saint Louis cor- 
respondent has the requisite resources and facilities to serve you 
well; but it is even more important for you to know that you 
can depend — absolutely — upon this correspondent to do for 
you the right thing at the right time. 


The National Bank of Commerce in Saint Louis offers you 
ample resources and facilities — plus the dependableness that 
comes of a record of continuous, constructive service since 1856. 
It is this dependableness that causes our correspondents to 
think first of the Commerce when they desire any accommo- 
dation of an out-of-the-ordinary nature. 


Ask the banker who banks here 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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How Chicago Escaped Being a Village— 


RanD M£NALLY 
Official 
AUTO TRAILS 
MAPS 
1920 Edition 35c each 


OR the automobile trip 

which you are planning, 
the new Rand MCNALLy 
Official Auto Trails Maps just 
published should be your 
—. They solve the prob- 
em of which way to go and 
always keep you on the 
right road. 


RanD MCNALLY Offical 
Auto Trails Maps are pub- 
lished in eleven convenient 
sections covering the entire 
country from Nebraska east 
to the Atlantic Ocean and 
from Kentucky north to 
Canada. 


ILLIONS of tons of ice 

surging southward in an 
irresistible flow! Trees uprooted; 
mountains leveled; valleys 
formed; the sites of future cities 
fixed! 

But for The Great Ice Age, 
Chicago might have been a 
village— Minneapolis and Fall 
River never founded—TIllinois 
a region of stony hills instead of 
level prairie. 


Until a few years ago there 
was no large scale map of North 
America showing the continen- 
tal ice sheet during The Great 
Ice Age. 


Then came the demand for 
such a map—and Rano ME Naty 
made it! Made it with the same 
expert care with which it has 
made over 6000 other maps. 


Perhaps it has never occurred 
to you that anyone would want 
a map of North America Dur- 
ing The Great Ice Age. But 
someone does. The very unusual- 
ness of such a map emphasizes 
the bigness of RAND MENALLY. 


Every conceivable kind: of 
map for every conceivable pur- 
pose is made here at Map Head- 
quarters:—political maps, Bibli- 
cal maps, climatic maps, physical 
maps, ‘historical maps, classical 
maps, language maps, atlases, 
globes and map-tack systems. 


Whenever you need a map, 
for whatever purpose, think of 
RAND MCNALLY. Never before, 
in the fifty years that we have 
been in business, has the need of 
accurate maps been of more 
vital importance than right now. 


News stands, book stores and drug stores 
have the map you want or will get it for you. 


Mew 7 He adquarters 


536 S. CLARK STREET, CHICAGO 


42 E. 22ND STREET, NEw YORK 
g 


Buy Rano ME©Natty Official Auto Trails Maps from your Dealer 


Readere will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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CLASSIFIED ADVERTISEMENTS 


| _ Advertisements will be accepted under this heading at FIVE CENTS per word, 
‘ signatures, address, name and heading to be counted. Send cash with your order. Answers 
addressed care of the BANKERS’ MonTHLy will be forwarded promptly. 





ADVERTISING SERVICE FOR SALE RARE COINS 






















Sn TS 
—— ee 
FOR SALE—Burroughs Electric 11 column Thousands Paid For Old Coins, Save All Be 








Fifty new bank or trust company ads monthly 





























for twelve dollars a year. Better Adz, Buffalo, adding-subtracting bank bookkeeping machine. fore 1898 and send for 1920 premium bool 
N. Y. 3—12 ti | Nearly new, used but little. Address for par- | ten cents, with large copper cent fifteen cents, 
ticulars and price. Plew, 323 La Salle, Chicago. it may mean your fortune. E. M. Harr, Nora 
BANKS FOR SALE 7*3ti | Springs, Iowa. ” 6*3ti 
cat aaa et ——_ ee 

SS —————————————————— FOR SALE—Set of second-hand oak bank 

All sections of the West; $10,000 to $200,000 fixtures, first-class condition, reasonably modern, SCHOOLS 

capital. A. J. Smith Inv. Co., 5 Boston Bildg., ready for immediate delivery. Full description —SSS—————————————=—=—=—=—=_=_=_=—=—=—_—_—_—_—_—— 























Denver, Colo. 4*6ti sent on request. Address. Osceola National Bank, 


Gesasla:. Ta, 7*1ti The Binghamton Training School. An ideal 


private home-school for nervous, backward and 










































COLLECTIONS FOR SALE—Safe Deposit Boxes a quantity mental defectives. , No age limit. Physical Cul- 
————————————————————————————————— | of various size boxes in standard units contain- — ae Tene = all branches. Open 
Bellingham, Washington, Centralia, Washing- | 12g 30, 48, 60 and 78 boxes each. Different fin- | 4,, = ie rescll g i © aN ~~ st 
ton, Pacific Mercantile Agency. 6* 6ti ishes. Guard Key Yale Locks. Attractive price. isicmhaant “a “ae ae Bo t, New York, 
SS Immediate shipment. Address: Safe Deposit ghamton, 52 Fairview Ave., Supt. 6*3t 
Racine, Wis. Expert Collection Service. Git- | Boxes care BANKERS MONTHLY. *73ti MISS HARRIS’ FLORIDA SCHOOL 


tings & Moyle. *6-3ti pa Seep nnerebetereinnenaie 
& y FOR SALE—Burroughs large capacity vis- 







































Titley, Logan, Utah, Bonded, Honest. Effi- ible adding machine, in fine repair, shows no 
cient. Vigorous. Prompt. 6*6ti wear, less than half price. Home State Bank, Grammar and college preparatory de 
needa Manhattan, Montana. *73ti Outdoor classes, ocean bathing, golf, Seven 
Eugene, Oregon, L. M. Travis collection winter. Home text-books used for tourist pupils. 
agency. 6*12ti FREE BOOK ON BANKING 2008—Brickell Avenue, Miami, Fla. 9-12t, 



















Kansas—Middlewest Mercantile Agency, Wi 
6*12ti 


chita. 








SITUATION WANTED 


Tells how you can prepare to take the 
cashier’s place by studying at home in spare 











Montana—Karbel Mercantile: Agency, Helena, 
















































cama time. Write for your copy. American School Lawyer of good charact s i il. 

6*6ti of Banking, Edgar G. Alcorn, President, 107 ity, having womed cer eee = = 

New York—Fidelity Mercantile Agency, 375 McLene Bldg., Columbus, Ohio. 6-12t* mercial peectice and also experience os a banker, 
Fulton St., Jamaica. Collections and reports. esires change of location and employment by a 
6*3t INADMISSIBLE ASSETS leading bank, in the capacity of attorney and its 












note maturities. Address “John Doe.” c-o Tre 
BANKERS MONTHLY. 7*2ti 











Start A Lucrative Business Of Your Own. 
We teach you how to establish and operate a 
successful collection business, and refer items 
to you. No capital necessary. Practically no 
competition. Walter Sanford, Nashville, Tenn., 





This is one of the most difficult sections in 
the revenue law, and regulations. We have 
prepared an interesting letter covering the sub- Waxed Carbon Pa 
t ; r 
ject. Send for it. Tax Audit Company, 406 Will not smut, dry out or wrinkle; ae wearing and 




















reports $34,523.43 gross earnings last year. World Building, New York City. 6-*3t manifolding qualities; will not soil the hands or stationery; 
Jos. P. Cullen, Washington, D. C., sends in a makes clean, legible copies. Sold direct at factory prices; all se aa 
JOS. . ’ p ’ + Us < t colors in light, medium and standard weights. Send $1.50 for 
sworn statement showing gross earnings 0 INCORPORATIONS sample box of 50 sheets, legal size. State color and weight 





$8,039.07 for March, 1919. O: H. Overholser, 
Dayton, Ohio, says: “I averaged over $360 net 
commissions monthly last year, and January of 
this year shows $581.51 net. Such earnings 
bought my home and farm.’ Start now in 
spare time. You can succeed where 4,300 others 
have. Write today. Ask for ‘Pointers’ and 
new plan. American Collection Service, 786 
State Street, Detroit, Mich. 6-3ti 


desired. Money back if not pleased. 
eS eee Waxed Typewriter Ribbons 
Incorporate Your Business; Avoid Partner- | Ate superior and distinctive; wear longer, will not fill the 
ships; protect private property from business | $3P*,°%,dty out. You save by buying direct. | Price, 3 for 


es > a $2.00; 12 for $7, prepaid. Guaranteed to please or money 
ventures; information free. Philip Lawrence, | back. Send $1.00 stamps for full length sample ribbon and 


former Assistant Secretary State, Huron, South booklet—"Better Typewriter Results.” State name and 
Dakota. 6*12t model number of your typewriter. Address, 


Dept. 25. THE RIBBON WORKS, Galveston, Texas 






















Delaware Best, -Quickest, Cheapest, most 
liberal. Nothing need be paid in. No adver- 
tising, affidavits, “blue sky laws,” or state stamp 
tax on stock or transfers; do business and hold 
meetings anywhere. Investors prefer them. 
Free forms. Colonial Charter Company, Wil- 
























ENVELOPES i i 66 99 WITHOUT BEING 
Price 91.90 P H 0 N E OVERHEARD 


Wonderful Sanitary whispering 



























7 . . , i . S teleph thpi enables you 
“ Bank Env elopes for every purpose . direct mington, Delaware. 6*6ti re Walk: feocter witli’ Sali aun 
foes: Sectesy te yeu.. We mele, Mars 60, | eee Sand. Seni acet eaveeainees 
registered, safety and filing envelopes. All OPPORTUNITIES Every advantage of a booth tele- 





commercial sizes Coins and pay envelopes. 
Write us for samples and prices. Redheffer 
Envelope Co., Kansas City, Mo. Dept. B. *7-4ti 


EQUIPMENT 


phone-Sent postpaid for only $1.00 
Money back if not more than pleased. 


THE COLYTT LABORATORIES 
563 W. Washington St., Dept D 
Chicago, Illinois 





BOND DEPT. MANAGER 


Do you need a competent officer to organize 
or manage your bond department? 

The advertiser, a successful executive with 
a thorough knowledge of the investment busi- 
ness, will consider desirable connection in an 
official capacity with a strong, progressive in- 
stitution. 

Experience covers management of New York, 
Chicago and other offices, sales organization and 
direction, originations, buying, retail, wholesale 
and syndicate distribtior rvblicity, advertising 
and a wide range of activities in the handling 
of practically all classes of investment securities. 

Broad knowledge of markets. Address 715 
c-O BANKERS MONTHLY. 
































Agents Want 




























Addressographs, Multigraphs, Folders, Multi; 
colors, sealers, mailometers, duplicators. Pruitt 
Company, 112-X North La Salle, Chicago. *6-3ti 
















The Bankers’ Monthly 
6-19-1916. _- 
RAND MeNALLY & CO., Publishers, Chseago: 

Send the undersigned THE BANKERS’ MONTHLY commencing 
with the... next. __ issue, for which 1 agree to pay $00 per 
year on receipt of bill for same. 

_...Batk of Bud ra _ Eudora Ark 
We got $10.00 worth of good out of the _ 
Sample copyjust receives —_—- 
































We have something new in ink., put up in 
concentrated form, sold by mail under our 
special selling plan; it’s a repeater. Sit in your 
office or home, make $50 to $75 per week on 
$250 investment. We have contracts with U. 
S. Government for this ink, also banks, rail- 
roads and public institutions. Jasmine In- 
stant-O Ink Factory, Norfolk, Va. 6*3ti 


























PRINTIN' 
a Scores of other bankers have told us tha 
a ee a a ee THE BANKERS’ MONTHLY has suggested pists 
We specialize in bank printing. Let us and ideas that are worth many times the sub- 
estimate on your work. Hawthorne Press, | geription price of $5.00. These bankers, in 
Yonkers, N. Y. 6-3ti | many. instances, have caused annual subscriP 
| tions to Tae BAnxeRns’ MonTuLY to be sent t0 
American bank bond letterheads 1000—$2.75; their associates, thus attesting their app 
5000—$12.50. Work guaranteed, prompt de- | of the value of the publication as & practical 
livery, samples free. Hawthorne, Press Yonk- | and enterprising medium. 


ers, N. Y. 6-3ti 

LLL If you want to keep abreast of the progress 
BANKERS’ LETTERHEADS BEAUTIFULLY and the activities of the banking profession, 7 

LITHOGRAPHED! 1000 large and 2000 %- will find. Taz BANKER’s MONTHLY & source of 

size $12.85. Customers from Maine to Cali- definite help and inspiration. 

fornia. Kaydee Lithographing Co., 762 Teu- 


FOR SALE 

















FOR SALE—Used bank safes, vaults, deposit 
boxes and bank fixtures, cheap. Allen & Allen, 
121 E. 2nd St., Cincinnati, Ohio. T*3ti 


FOR SALE—One Westinghouse electric fan, 
direct current motor, 200-300 volts. Good as 
new. Price, $15. Address Citizens State Bank, 
Menomonee Fails, Wis. *5—3ti 


FOR SALE—1,000 acres highly developed 
Southern Illlinois Alfalfa land. Imer Gant, 
McClure, Illinois. *4—6ti 




















































tonia, Milwaukee. 6* 6ti Cc 
FOR GALE—Durcler sted beck sate, voslts | ———— Fanciap Gonpany. 160 aad Forusm Suiasane asa. aol 
an an tur a want to buy same. maha Printing Company, an arnam gE blis! 
Economy ‘Supply Oe 126 E. Pearl St., Cin- Sts., Omaha, U. S. A. Lithographers, Embossers, RAND Steet ¥ & 60. 
cinnati, Ohio. *4—6ti Stationers, Office Furniture. 6*12ti 536 S. Clark St., Chicago 








Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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rk have developed and ex- 
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L arine jrust (ompan iA Bn 

= TheM Tr © sii To-day, The Marine is an 

a of | Buffalo institution with national scope 

im i Satins Weitiuidivaiaiai Miasiiaie and vision, providing its na- 
2 Capital and Surplus . . . $17,000,000.00 tion-wide customers with a 
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Printing 
from steel 





‘The impression created by your letters or statements depends 
not only on the printed or typewritten message, but also on 
the quality of the paper used and the character of the print- 
ing on that paper. 





Printing from steel gives that distinguished effect character- 
istic of engraving. 





It is especially effective for letter-heads, envelopes, statements 
and the like. 





We will gladly submit samples—and prices—on request. 


WILLIAM MANN COMPANY 
PHILADELPHIA 
FOUNDED IN 1848 






edt ERSSLEEE 













New York Offices: 261 Broadway 





When the Prairie 
Schooners Were 
Crossing the Continent 


The Marine was transacting 
Buffalo’s banking business. 


Since then, it has fostered 
Buffalo commerce and indus- 
try, increasing its facilities as 
the interests of its customers 


broad-gauged comprehensive 
banking service. 


gets a better reception 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


THE PHILADELPHIA 
NATIONAL BANK 
has a most attractive 
steel-printed _letter- 
head executed by us. 
This bank has used 
Mann products for 
more than thirty-five 
years. 








Specialists in warehouse de- 
sign and maintenance and 
supervision of warehouse 
construction. 


Are you handling WAREHOUSE 


BONDS, recommending them to 
your clients for investment? 


You are if you realize the value and secur- 
ity that are behind them. If you are not, it 
will be well worth while to investigate this 
rapidly developing field. 


Inquiries regarding any and all phases of the 
warehouse business, or requests for informa- 
tion covering the warehouse bond offerings 
of our clients, are solicited. Our engineering 
and financial reports on warehouse projects 
answer your questions as you wish them 
answered;—with concise facts and reliable 
figures. 


fHloores & Dunford 


Engineering Corporation 


744-46 First National Bank Building 
CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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MIDLAND 
TERRA ©OTA 


FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 


QUALITY AND SERVICE 
Our Motto 


MIDLAND TERRA COTTA COMPANY 
Lumber Exchange Bldg. Chicago 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 











Foreign Trade Service 





Because of our superior connections here and 
abroad our Foreign Trade Department is in 
a position to give unexcelled service in all 
branches of Foreign Trade. 













We can inform you on— 


The requirements of the world markets. 
The credit of foreign importers. 

The requirements of foreign custom houses. 
Shipping facilities and foreign freight rates. 

Details regarding the issuance of shipping documents. 











Foreign Exchange Bought and Sold 
Letters of Credit Travelers’ Checks 





Member Federal Reserve System 


Great Lakes Trust Company 
110 South Dearborn Street 
CHICAGO 


CAPITAL - - - $3,000,000.00 
SURPLUS - - - 600,000.00 
| 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 





BANKERS MONTHLY for JULY, 1920 


11 


You Are In Business For Interest! 


Protect your best interests by accuracy in computing interest! Avoid mistakes and keep de- 
positors happy. Avoid mistakes and keep your profits up. 

Accomplish this by a method so simple that-an inexperienced, clerk can do it, by a machine so 
efficient that it saves you hours of valuable time and hundreds of dollars in interest every year. 
The 


Meilicke }'=°2"* Calculator 


safeguards the foundation of your business. How much reliable help can you hire for $1 
It computes accurately the interest you earn or the a month? How much effective advertising? How 
interest you pay out—calculates it faster than the much insurance against loss? 


human mind. Let Users Tell You 


Cost Insignificant Write for full particulars: Ask us for copies 
The cost of a Meilicke Calculator is small of some of the letters we have received from banks 
compared to its earnings. At 8% interest on your all over the country. You are in business for in- 
investment it will cost you $1 a month to have a five terest. Make your interest department 100% efficient. 
rate machine in your bank. Send for the details now. 


eilicke 


Time and Interest Calculator Co. 
364 N. Clark St., CHICAGO, ILL. 





Eliminates the 
Necessity of 


Computing Time Repeated 
Prevents 


Solving of 
Human 


‘ Interest 
Mistakes Problems 


Prevents Wasted 
Effort of 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisere. 
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Prestige 


is added to any banking institution by adopting an 


at: He Bend 4 INDIVIDUAL ELECTRICAL DISPLAY 
Ry, eee 4 


The message it conveys creates 

/ THE * NEW BUSINESS 

> foueveLann\ 
eT 0.) 


2 
Bod. i i The A & W Electric Display Publicity Service. 
a i J 
* : The Society for Savings Bank ......... Cleveland, Ohio 
a a GeAPGR, BROKE. 5.5 0:0.0cccsccsciicevces Cleveland, Ohio 
Cleveland Trust Co. Cleveland, Ohio 


We represent an organization every member of which 
is a specialist in his particular line and we will be 
pleased to give you the benefit of our experience. Our 

a, engineering department will assist you in planning 

displays for new buildings or to make your present 

building more attractive. 











. Py ¥ Forest City Savings & Trust Co........ Cleveland, Ohio 
4 United Savings & Banking Co.......... Cleveland, Ohio 

bd * nk First-Second National Bank Co............ Akron Ohio 
. ad ad Ohio Savings & Loan Co. .......-..eeceees Akron Ohio 
Te TOES GBVINES CO... ooo ccccccccccees Toledo Ohio 
bd ig Ohi eo .d cdisieie ses e eos Youngstown Ohio 
a SIG PD OEE, co ctccccccevcecees Detroit, Mich. 
; Rr Cleveland, Ohio 
hs s 8 SO ee Pearl St. Savings & Loan Co........... Cleveland, Ohio 


DEP( Site . The A & W Electric Sign Co. 


OFFICES AND FACTORY 
CLEVELAND, OHIO 






West 3rd & Prospect 
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| The Chemical National Bank of New Work = 
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Look for the 
EAGLE 
Our Trade Mark 





To avoid confusion, the 
J. 1. CASE THRESHING 
MACHINE COMPANY 
desires to have it known 
that it is not now and 
never has been interested 
in, or in any way con- 
nected or affiliated with 
the J. 1. Case Plow Works, 
or the Wallis Tractor 
Company, or the J. 1. Case 
Plow Works Co. 


HE farmer, who, with the assist- 

ance of his ldcal banker, pur- 
chases a Case Kerosene Tractor, 
tnereby adds to his promise to pay, 
an increased ability to pay. The pos- 
session of dependable Power Farm- 
ing Machinery enables him to do his 
work morerapidly, morethoroughly, 
and to a great extent, compensates 
for the serious shortage of farm 
labor. Ownership of a Case Kero- 
sene Tractor and properly related 
Case tractor-drawn or driven ma- 
chinery makes the farmer’s promise 


(f Case Kerosene Tractors 
yj in standardized design: 
10-18, 15-27 and 22-40 H. P, 


rT 


E ae 
| 


better and his bank balance larger. 


The banker who appreciates the 
importance of his ability to advise, 
as well as to finance the prospective 
tractor purchaser, will be well repaid 
for sending for our catalogs. 


The superiority of Case Farm Ma- 
chinery, bearing the good old trade 
mark of the Eagle on the Globe, and 
the fact that this standard of superi- 
ority has been faithfully maintained 
for seventy-nine years, is worthy of 
serious consideration. 


J. I. CASE THRESHING MACHINE COMPANY, ‘Inc. 
Dept. BP-7, Racine, Wis., U.S. A. 
Making Superior Farm Machinery Since 1842 


TRADE MARKS REG. U.S. PAT. OFF. 


KEROSENE 


NOTE 
We want the pub- 
lic to know that 
our plows and 
harrows are NOT 
theCase plowsand 
harrows made 
by the J. I. Case 
Plow Works Co. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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r, Faster— 
e Lightning 


Requires but = space. Guaranteed 
Full size is 9Y2x12 in. 
and 15% in. high. For 10 Years 
Weighs, 20 pounds. 


What impression would your bank make if you were to return to the 
old methods of the time when adding machines, typewriters, etc., were not in universal use? 
Hard as it was then to demonstrate the labor and time-saving efficiency of such modern 
equipment, it now would be well-nigh impossible for you to dispense with it, even temporarily. 


Labor and time saving is money saving. Handling 


coin—change making—is one of your teller’s important duties. 
Why have him use valuable time to do the work a machine will do for him? 


You use an adding machine to figure accur- ; 
Let Us Tell You ately and quickly. You SHOULD use a Light- Write Us For 
About It ning to make change accurately and quickly. Details—Today 


34-36 West Lake Street 


The Lightning Coin Changer Co. dere Asie cHicaco, 1 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 





StepHen Baker, the Elder 


All through its long history, the Bank of the Manhattan Company has, 
to a notable degree, held the confidence and enjoyed the co-operation of 
distinguished New York families, generation by generation. » In fact, 
the President of the Bank of the Manhattan Company today is a grand- 
son and namesake of that Stephen Baker, merchant of early New York, 
who was one of the original subscribers to the stock of the Manhattan 
Company in 1799. » To the far-sighted sagacity and wise counsel of 
such early stockholders of the Bank may be attributed its constantly 
widening scope, for over a century, in the banking affairs of the Nation. 
The career of the Bank has been marked by steady growth and constantly 
enlarging usefulness to its clients. Notably, in recent years, the 
acquisition of the Bank of the Metropolis, in 1918 (now the Union 
Square Branch of the Bank of the Manhattan Company) and in January, 
1920, the Bank of Long Island with offices in Long Island City, 
Jamaica and eleven other industrial centers of Queens County. . The 
absorption on March 29, 1920, of the Merchants’ Bank, with its honor- 
able record of 117 years of service to the banking public, still further 


strengthens the commanding position of the Bank of the Manhattan 
Company. 


Bank of the Manhattan Company 


Established 1799 


40 Wall Street 


UPTOWN OFFICE:—31 Union Square, New York 
OFFICES IN QUEENS BOROUGH :— Jamaica, Flushing, Long Island City, Far Reckaway, Reckaway Beach, 
Seaside, Richmond Hill, Elmhurst, Corema, College Point, Woodhaven, Ridgewood, Fresh Pond 


STEPHEN BAKER, President RAYMOND E. JONES, First Vice-President 
sD, FORSTER, o- faa EDWIN S. LAFFEY, Vice: President 's # PIERSON, ioe Pomatient 
residen ay ° 
eva a _. nt Sa Lee Vice- Presiden 


SMITH, Vieo- President 
O. E. PAYNTER, Cashier 


. MOORE, Ass‘t Cashier H. M. BUCKLIN, Ass’t Cashier o Ss. DOW TERS. Ass’t Ci 
JOHN Ss. BAKER, Asst Cashier W.A. RUSH, Ass’t Cashier “4 S. MACDONALD, D, Ass’ "* C rele 
S. GREGORY, Ass’t Cashier 5. G. ALEXANDER: Ass’t Cashier 


CAPITAL,. $5,000,000—SURPLUS and UNDIVIDED PROFITS, $16,146, 494.20 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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HOW WE COOPERATE WITH OUR CUSTOMERS 


The following letter received from one of our patrons, the president of a progressive 
bank, is self-explanatory: 


“I am in receipt of your letter advising us that you have credited our account with $ 
check received from Messrs I want to thank you very kindly for the manner in 
which this transaction was conducted. That is what we call real service. You kept in touch 
with the situation before the car reached Chicago until the draft was deposited to our credit. 
“Mr. may have meant no harm in his deal, but your efforts stopped any possible 
chance of this bank being injured in any way through this deal. 


On this basis of cooperation, we invite your B/L business and place our exceptional 
facilities in all departments at your service. 


THE NATIONAL BANK OF THE 


a £27 2 2G 2% 


OF CHICAGO 
RESOURCES OVER $42,000,000 


CHICAGO 


| giteraicnan through the growth and experience 
of more than half a century 


The First National 
Bank of Chicago 


James B. Forgan, Chairman of the Board Frank O. Wetmore, President 


AND THE 


First Trust and Savings Bank 


James B. Forgan, Chairman of the Board Melvin A. Traylor, President 


offer a complete financial service, organized and maintained at a marked degree 
of efficiency. Calls and correspondence are invited relative to the application 
of this service to local, national and to international requirements. 


Combined resources over $300,000,000 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Free Service For Our Readers 


So many of our readers have requested us to give them serv- 
ice on Equipment and Method machinery that we have opened 
this new SERVICE DEPARTMENT in which we offer our 


services without charge in rendering any assistance possible to 
our patrons. 


We will always be pleased to assist in choosing the right 
equipment and supplies and to see that THE BANKERS 
MONTHLY readers get the best and most prompt attention. 

We can secure for you without charge catalogs and litera- 
ture describing any product that you may be interested in and 


it will be a pleasure to render the service, so do not hesitate to 
write us at any time. 


If you want material of any kind we can place before you 
any information you need—either now or later. We can help 
get right prices and prompt deliveries. 

To get this information look over the list of material, equip- 
ment and service listed above, place a mark opposite the article 
you are interested in, fill in the coupon below and mail it to us 
and your inquiry will be given prompt attention. 

There is no charge for this service 


SERVICE DEPT., THE BANKERS MONTHLY , 
536 S. Clark St., Chicago 


Gentlemen; We are interested in the items checked in the above list, and would 


, *Ppreciate your putting us in touch with manufacturers whom you know are reliable and 
‘ will furnish these foods promptly and at best prices. 


You 


WANT? 


Accountants 
Accounting Devices 
Accounting Typewriters 
Adding Machines 
Addressing Machines 
Addressing Machine Sup 
Architects 

Automobiles 


Bank Advertising 
Bank Forms 

Banks for Sale 
Bank Signs 

Blank Books 

Boxes 

Bookkeeping Machines - 
Brokers 

Bronze Doors 
Bronze Memorials 
Bronze Name Plates 
Bronze Work . 
Budget System 
Burglar Alarms 


Cabinets 
Calculators 

jee a mee Machines 
Cash Registers 
Chairs 

Checks 

Check Writers 

cll 


ps 

Coin Boxes 

Coin Changers 

Coin Counters 

Coin Wrappers 
Construction Materials 


Deposit Books 
Deposit Slips 

Desks 

Dictation Machines 
Display Signs 
Duplicators 


Electric Signs 
Elevators 
Engineers 
Engraving 
Envelopes 
Envelope Sealers 
Erasers 

Expense Books 
Eye Shades 


Farm Mortgages 
Fasteners 

Filing Boxes 
Filing Cabinets 
Filing Supplies 
Filing Specialties 
Furniture 


Glass Desk Pads 
Gold Pens 
Gummed Tape Sealers 


Heating Devices 
Heating Systems 
Heat Regulators 
Honor Rolls 


ice Machines 
income Tax Experts 
indelible Ink 
indexes 

Index Guides 

Index Tabs 

Inking Pads 

inks 

Iinkstands 
Investment Houses 


Ledger Paper 
Letter Distributors 
Lighting Fixtures 
Linoleum 
Lithographing 
Lockers 7 

Loose Leaf Binders 
Loose Leaf Eyelets 
Loose Leaf Forms 
Loose Leaf Sheets 


Malling Machines 
Mail Order Service 
Map Pins 

Maps 

Memo Books 
Metal Equipment 
Metal Furniture 
Metal Stands 
Moisteners 


Office Stationery 
Office Supplies 
Ornamental tron 


Paper 

Pass Books 

Patents 

Payroll Calculators 
Pencil Clips 

Pencils 

Pencil Sharpeners 
Penholders 
Perforators 

Phone Attachments 
Phone List Holder 
Saesonrape Copying 


Pins 

Plumbing Fixtures 
Portfolios 

Postal Scales 
Press Clippings 
Printing 


Rubber Bands 
Rubber Goods 
Rubber Signatures 
Rubber Stamps 


Safes 

Safety Check Paper 
Safety Deposit Boxes 
Safety Locks 

Second Hand Safes 
Service Rolls’ 

pee 4 Affixers 
Signal and Call Syst 
Statuary Bronze 
Steel Pens 

Stenog. Note Books 


Tables 

Tax Service 

Terra Cotta 

Thumb Tacks 
Tickets 

Time Stamps 
Tractors 

Trays 

Typewriter Carbons 
Typewriter Ribbons 
Typewriter Rollers 
Typewriters 
Typewriters Rebuilt 
Typewriter Supplies 


U. S. Treasury Service 
Vaults 


Waste Baskets 
Window Shades 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Making Service the Keynote 


eum 





of Our Whole Endeavor 


EN TANLTUENENUD LALOR EET tper NNER 


Roving over a wide expanse of his country the 
American motor tourist is greeted at frequent 
intervals by the familiar sign of the Goodyear Service 
Station Dealer. 


In a strange city or hamlet, as at home, it marks a 
place where Goodyear Tires are sold with intelligent 
regard for the individual needs of users. 


It isthe emblem of our broadcast endeavor to effect the 
utmost fulfillment of the serviceability so definitely 
provided in the construction of Goodyear Tires. 


Displayed in many thousands of localities, it represents 
the Goodyear system of inspection and attention 
designed to prevent waste of Goodyear Tires. 


Thus, on boulevard and pike, it reflects the attitude 
of our entire organization, which regards its work as 
a matter of important service to the public. 


This spirit brings forth in Goodyear Tires the greatest 
possibilities of superior materials and skill, and in this 
way protects our good name. 


Likewise it supplies, in purpose and deed, a bulwark 
for their quality wherever this finds employment, 
by extending the benefits of Goodyear conservation 


methods. 


In that firm confidence with which Goodyear Tires 
are universally regarded we see the clear and friendly 
reflection of the service we sincerely endeavor to 
render. 


The Goodyear Tire & Rubber Company 
Offices Throughout the World 


FMR 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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A. T. HENNIG. PRESIDENT 
P. L. MARDEN. VICE-PRESIDENT CAPITAL $300,000.00 


O. J. HARDY. VICE-PRESIDENT SURPLUS $60,000.00 
A. A, ABRAHAM, CASHIER 


City NATIONAL BANK 


OF OSHKOSH 
No 9347 


OSHKOSH, WISCONSIN 


March 24th, 19320 





Mr. H. B, Craddick 
1004 First National-Soo Bldg., 
Minneapolis, Minn. 
Dear Mr. Craddick:- 

We have never regretted our contract 
for the Craddick Service. | 

We have used the service for a numbe 
of years and we have had a remarkable in- 
crease in our deposits. 

Qur expense account is read periodically 
to the Board of Directors, and not in a single 
instance has a member of the Board regretted 
the expenditure for the service rendered. They 


consider the Craddick Service the best on the 





market, 


eee a 


Craddick Advertising Service Gets RESULTS 
The Proof Is Here for YOU 


Croodanalk 


ADVERTISING SERVICE 
1007 First National-Soo Line Building 
MINNEAPOLIS, MINN. 


STIMULI LU MCUL LULL 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


’ 





BANKERS MONTHLY for JULY, 19% 


The Largest National Bank 
in OHIO 


FIRST NATIONAL BANK 


FIRST 
TRUST & SAVINGS CO. 


CLEVELAND 


Fraud-proof 
Checks 


Check-changers 
don’t dare alter checks 
on National Safety 

ero rt Paper. 
OUR methods and business||} They know that 
relations with people are worthy gS acid, eraser or knife 
ah produces a glaring 


of emulation by every business man. bike sped which 


For services regardless of personal | == | would instantly expose 
gain, which you give to your clients, | ea oa 
will ultimately redound to the suc-|| == s _aanbaear i csi 


9 pee George La Monte & Son 
cess of your house. S a Founded 1971 


61 Broadway New York 


—from a large manufacturer. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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IS TT! WALL STREET? 


HO owns the railroads? We 
V \) hear much about ‘‘Wall Street’’ 
and ‘‘Capitalists”’ and ‘‘Million- 

aires.”’ 


But, do they own the railroads? 


We manufacturers are interested be- 
cause we have a tremendous lot at 
stake. Our business life is dependent 
upon an increase of railroad facilities 
right here at our door; and thrifty 
people who have savings to invest 
are the ones who must supply the 
money—the capital for the necessary 
improvements. We want to know to 
whom we must look. 


Is it to’*{Wall Street? 


* * * 


More than 50,000,000 people—nearly 
half our total population—are directly 
or indirectly owners of railroad stocks 
or bonds. The ownership for the most 
part is shared as follows: 


By individuals, outright, numbering 
Over 1,000,000, $10,000,000 par value. 


By life insurance companies, with 
46,000,000 of policies in force héld by 
33,000,000 persons representing a total 
of $1,550,000,000. 


By savings banks with 10,000,000 de- 
positors representing a total of $847,- 
000,000. 


By fire and marine insurance com- 
panies, casualty and surety companies 
representing a total of $649,000,000. 


By benevolent associations, colleges, 
schools, charitable institutions, etc., 
$350,000,000. 


By trust companies, state and national 
banks, $865,000,000. 


* * =" 


This company’s interest in the rail- 
roads is very apparent. Our prosperity 
goes up or down with the prosperity of 
the country as a whole. This pros- 
perity is dependent more upon good 
railroad service than anything else. 


Until the railroads have time to increase their facilities, help them 
get the most out of what they have: Load and unload cars 
promptly. Load all cars to full carrying capacity. 


An increase of two tons per loaded car would be the same as 
adding more than 200,000 cars to the number 
available for public use 


i a ee RANG McNally & Company 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Financial Reports 


Two people are vitally interested in the ‘Financial Report”’ 
—the BANKER and the INDUSTRIAL EXECUTIVE. 


The Banker requires an exact knowledge of all facts perti- 
nent to a business before he can underwrite a bond or stock 
issue. 


The Industrial Executive — when applying for a loan — must 
present a clear, concise, authoritative and unbiased state- 
ment as to the present status of his business. 


The ESTES FINANCIAL REPORT fulfills the every need 


of both of the contracting parties—the BANKER and 
the EXECUTIVE. 


The ESTES REPORT includes: 


A History and Description of the Business. 
A Description of the Plant. 

An Audit. 

A Conservative, Yet Fair, Plant Valuation. 


A Discussion of Present, and Probable Future, Busi. 
ness Conditions. 


Pertinent Suggestions for Increasing Production 
and Minimizing Manufacturing Costs. 


The advantage of merging the foregoing information into one 
terse, logically arranged report will be obvious. Additional 
information as to the scope of the ESTES FINANCIAL 
SERVICE will be gladly furnished upon request. 


Address Division of Appraisement 


|-\/-EstEs INCORPORATED 


==>} INDUSTRIAL ENGINEERS 


1506 Century Building 1123 Broadway 
Chicago, Illinois Ra New York 


ORGANIZATION * PRODUCTION CONTROL Ve: COSTS AND ACCOUNTING - APPRAISALS 
METHODS AND PROCESSES of. \ INDUSTRIAL RELATIONS 


C For Higher Standards 2 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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HIS issue of THE BANKERS 

MontHiy is devoted principally 
to the annual convention of the Fi- 
nancial Advertisers’ Association, which 
was held in Indianapolis early in June, 
as a department and in conjunction 
with the Associated Advertising Clubs 
of the World. 

Advertising in the bank is no longer 
a speculative proposition, but rather a 
profitable investment when it is carried 
out on definite and systematic lines. 
Banking was probably one of the last 
great arms of American business life 
to undertake advertising on a preten- 
tious scale, and there is perhaps no 
other line of business today that is do- 
ing more constructive advertising. 

The articles which appear in this 
number of THE BankKERS MONTHLY 
should, therefore, appeal to all bankers, 
because they cover nearly every phase 
of advertising as applied to banking, 
such as newspapers, street cars, out- 
door advertising and many other fea- 
tures of great importance to the banker 
who wants to get the most out of his 
advertising expenditure. 

A most encouraging development of 
the convention was the willingness of 
several of the charter members of the 
organization who have served it so long 
to continue to give time to the work 
being done for financial advertising, 
even to the extent of accepting com- 
missions for another year. H. M. Mor- 
gan, the first treasurer of the associa- 
tion, and always one of its sponsors but 
who was out of the “harness” for the 
duration of the war, consented to ac- 
cept the office of secretary for the en- 
Suing year in order that the central 
office arrangement might be continued 
m St. Louis and perfected. M. E. 
Holderness, Guy W. Cooke, and Fred 
W. Ellsworth, all former presidents, 
fonsented to serve as members of the 
national commission in order to com- 
Plete certain important constructive 


work that has been outlined for the 
association. 


BANKERS 


The Magazine of Better Banking 


THIRTY-EIGHTH YEAR 


CHICAGO AND NEW YORK, JULY, 1920 


ADVERTISING YOUR BANK 


Methods that will help to increase new business and gain greater confi- 
dence for banks of all sizes are considered at Indianapolis Convention 


The following officers and directors 
were elected for 1920-21: 

President, Lloyd H. Mattson, Corn 
Exchange National Bank, Omaha, Neb.; 
1st Vice-president, F. Dwight Conner, 
Illinois Trust & Savings Bank, Chicago, 
Ill.; 2nd Vice-president, W. W. Doug- 
las, Bank of Italy, San Francisco; 3rd 
Vice-president, E. H. Kittredge, Old 
Colony Trust Company, Boston, Mass. ; 
Secretary, H. M. Morgan, St. Louis 
Union Trust Co., St. Louis, Mo.; 
Treasurer, C. A. Gode, Merchants Loan 
& Trust Co., Chicago, Il. 


DIRECTORS 


F. W. Ellsworth, Hibernia Bank & 


Trust Co., New Orleans, La.; W. R. 
Morehguse, Guaranty Trust & Savings 
Bank, Los Angeles, Cal.; F. W. Gehle, 
Mechanies & Metals National Bank, 
New York City, N. Y.; Jessamine G. 
Hoagland, National City Bank of Chi- 
cago, Chicago, Ill.; Ethel B. Seully, 
Morris F. Fox & Co., Milwaukee, Wis.; 
D. MeFachern, Canada Trust Company, 
London, Ont.; D. D. Bailey, First Na- 
tional Bank, Tulsa, Okla.; Fred M. 
Staker, Commerce Banks, Kansas City, 
Mo.; J. W. Groves, Minnesota Loan & 
Trust Co., Minneapolis, Minn.; Flavie 
C. Adams, National Bank of Kentucky, 
Louisville, Ky.; George L. Hern, City 
National Bank, Dallas, Texas; James 
I. Clarke, National Bank of Commeree, 
New York, N. Y.; C. H. Wetterau, 
American National Bank, Nashville, 
Tenn.; Carroll Downes, Philadelphia 
National Bank, Philadelphia, Pa. 

The members of the Financial Ad- 
vertisers’ Association took a lively in- 
terest in the affairs of the Associated 
Clubs, and were conspicuously active in 
the interest of Chas. A. Otis, who was 
elected president. M. E. Holderness of 
the Financial Advertisers’ Association 
made the nominating speech. 

H. B. Grimm who has been with the 
financial association for the past two 
terms and who was a vice-president, 
announced at the convention his new 


23 






business connection with the Harvey 
Blodgett Company of St. Paul. The 
association through its committee on res- 
olutions, took official recognition of the 
services rendered by Mr. Grimm and 
expressed regret that he would find it 
necessary to become an associate mem- 
ber. 

The next convention will be held in 
Atlanta, Ga. 

The association has arranged to send 
the complete exhibit just as it was at 
Indianapolis to Washington, D. C., for 
the benefit of delegates to the conven- 
tion of the American Bankers’ Associa- 
tion in October. This exhibit will be 
under the auspices of the Public Rela- 
tions Committee of the A. B. A., which 
has arranged a special afternoon ses- 
sion on bank advertising. 

The reports of the year showed 
splendid progress and an ever-increas- 
ing interest in higher standards of ad- 
vertising. The treasurer reported that 
the association was within seveyteen of 
its membership limit which is 500. 

There were 38 participating banks in 
the competitive exhibit which occupied 
360 feet of space, and which showed 
marvelous progress when viewed in 
comparison with the first exhibit of the 
first convention of the association in 
Philadelphia four years ago. The prizes 
were awarded: 


I. For the best General Exhibit : 

1. Guaranty Trust Company, New 
York. 

2. Old Colony Trust Company, 
Boston, Mass. 

3. United States Mortgage & 
Trust Company, New York. 


II. For the Best Campaign: 

1. Old Colony Trust Company, 
Boston. (Magazine & Newspaper 
campaign. ) 

2. Bank of Italy, San Francisco. 
(Newspaper Campaign.) 

(Continued on page 56) 
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PRACTICAL AIDS THAT WILL 





HELP THE FARMER 


Extension of credits, improvement of the soil, development of better live-stock 


HE people of the United States 
will soon face a severe shortage of 
food and of the raw material for cloth- 
ing unless practicable means are de- 
vised to overcome the acute shortage in 
farm labor. Today there are 53 farm 
laborers for every 100 needed. This is 
the most diffieult problem that America 
has to solve. Few realize it. The steady 
movement for the last twenty years of 
too many men and women from the 
farms to the cities has been tremen- 
dously increased since the European war 
ended, until it is not possible for the 
people now on the farms of this coun- 
try to raise the food, cotton and wool 
that we must have. There are no other 
countries in the world that can furnish 
us regularly these necessities. If we 
continue to force industrial development 
with its accompanying withdrawal of 
labor from our farms, we will soon be 
obliged to compete with other manufac- 
turing nations for the world’s too small 
food supply. 

It is the duty of every banker and 
bank in the United States to do the ut- 
most to better farm conditions and to 
increase profitable farm productions. 
The bankers must do this because they 
have the ability and power to do it and 
because the supply and cost of food and 
clothing intensely and intimately in- 
fluences every line of finance, manufac- 
ture, transportation, selling and of pro- 
fessional work in every part of our 
country from our great cities to the one- 
store, cross-roads settlement. 

The farmers cannot bring about the 
changes necessary because the many 
men among them with the ability, force, 
personality and other qualities of leader- 
ship are themselves laborers in their 
business and are too close to this na- 
tional problem to get the requisite broad 
vision, and contact with all kinds of men 
from all parts of the country, or the 
time to create and operate the machinery 
of the movement. 

The government, agricultural college 
and experiment station’s farm experts 
cannot solve this problem because they 
are not business men, but teachers and 
investigators. They have the knowl- 
edge, but not the experience, force or 
acquaintance with the business of the 
country to become effective leaders. 
Their voltage is too low to infuse the 
drive and power needed. 


and many similar problems demand the careful attention of bankers everywhere 


By H. M. COTTRELL 


Manager, Arkansas Profitable Farming Bureau, Little Rock, Ark. 


The bankers control the credits and 
capital of our country and the propor- 
tion of each that the different lines of 
endeavor shall have. They are in close 
contact with every line of business and 
with every kind of men. They are ac- 
quainted with conditions and methods iu 
other countries as well as our own. They 
can organize the business men as well as 
themselves to do active work in causing 
the re-adjustments necessary to secure 


HEN the banker furnishes 

quick, enlightened, and help- 
ful service to the farmer, the bene- 
fits will be reflected in all lines of 
business. The accompanying paper 
of Mr. Cottrell emphasizes this 
point. Mr. Cottrell’s masterful 
treatment of this particular prob- 
em caused much favorable discus- 
sion at the convention of the Fi- 
nancial Advertisers’ Association, 


and Mr. Cottrell was delegated by 


the Association to represent the 


Financial Association in the inter- 
epartmental sessions of the Asso- 


ciated Clubs of the World. 


Every banker can read Mr. Cot- 
trell’s contribution with profit both 
to himself and his customers, be- 
cause it reveals a careful study of 
one of the biggest questions con- 
fronting the financial world and 
many constructive suggestions that, 
if adopted, will go a long way 
towards improving banking and 
business generally. 





sufficient farm labor to produce an 
abundant supply of food and raw ma- 
terial for clothing and a profit for the 
producers equal to that for equal invest- 
ment and labor in other lines. The 
farmers will gladly accept the bankers’ 
leadership because of the character and 
ability of the bankers. 


There are many important tasks that 
await the attention of the bankers. Six 
months in advance of the planting or 
seeding of every farm crop, for example, 
the bankers in the territory where the 
crop is to be raised should know of the 
nearest ample supply of high-yielding, 
strong-germinating seed, seed that will 
bring crops of high market quality. 
The supply should be adequate for 
replanting in case of floods, droughts or 
early damage by pests. Good seed is 
the foundation for high yields and good 
profits and it is the duty of every 

















banker in a farm community to see that 
the farmers in that community have the 
seed for each crop that will bring them 
the largest yields and greatest profits. 

The best seed of corn, cotton, wheat, 
oats and like crops is usually that grown 
in or near the locality where it is to be 
planted and the banks in these localities 
should be responsible for the supply of 
such seeds. In much of the United States 
seed of alfalfa, the clovers and Irish 
potatoes must be secured from the dis- 
tant places particularly well adapted 
to their production. The bankers in 
great distributing points like Toledo, 
Chieago, St. Louis, Dallas and San 
Francisco should keep in touch both 
with the producers and users of such 
seeds, as it is their duty to secure ample 
production and effective distribution of 
such seeds. There are other seeds needed 
here that cannot be produced economi- 
cally by our farmers and, therefore, must 
be grown in foreign countries. One ex- 
ample is vetch, the general sowing of 
which in the fall in the cotton fields 
would add millions to the yield of cotton. 
It is the duty of our large city bankers 
with foreign connections in many coun- 
tries, like the National City Bank of 
New York, through their foreign con- 
nections to secure large production and 
shipment to this country of such seeds. 

In similar ways, the bankers each year 
should see that an adequate supply of 
commercial fertilizer is available. There 
will be this year a shortage in food 
that would have been sufficient to feed 
several million people and a shortage ot 
three million bales of cotton because the 
farmers could not get the fertilizer they 
needed. It was not manufactured. 

The bankers should undertake to have 
applied on every acre that needs it, com- 
mercial fertilizer, the kind and quantity 
that will produce maximum produetioi 
and profits for the grower. A large 
proportion of the farmers of the country 
need encouragement from the bankers to 
provide themselves with sufficient power 
on the farm, larger implements that will 
increase the production per farm labor- 
er, more pasture, more meat and milk- 
producing animals and, this year, a 
early feed supply. The poultry on 90 
per cent of the farms throughout the 
United States should at least be doubled 
in number and on many farms in 


(Continued on page 44) 
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VERY time an advertising campaign 

is planned, a vexatious question 
blocks our path to the printed page. 

The question is: How will the ad- 

vertisement look and what can we do to 
make it attractive. 
_ The day is past when it will suffice 
for an advertiser to scribble his copy 
on a piece of brown paper and send 
it around to the printer for a set-up. 
The day is also past when you ean afford 
to put all the brain-work into the copy 
and let the rest take care of itself. 

It used to be thought that words and 
words alone mattered—that so long as 
you could get some clever English put 
together, the rest could be whatever the 
job printer saw fit to cook up for you. 

But advertisers have come to realize 
that there is another element to be 
reckoned with. This element is physical 
appearance—the dressing of the message 
to make it attractive to the reader. All 
the big, dominant advertisements we see 
every day bear eloquent testimony to 
this fact. They all make the best 
and most ingenious use possible of pic- 
tures, type, lettering, borders and dec- 
orations to reinforce the word message. 

In fact, they now go much farther 
than that. Perhaps many of you, not 
directly associated with the planning 
of general advertising, do not realize to 
what extent physical appearance, the 
idea as expressed in the page design, has 
come to be the first consideration. 

Bank advertisers have a specialized 
problem. They have nothing physical to 
sell. Yet I cannot see how they are in 
any degree limited in their opportunities 
for using all the arts and blandishments 
accessible to any advertiser. All they 
need to be concerned with is to use them 
well. The art of the illustrator, the dee- 
orator and the typographer await the 
bank advertiser’s command. And in no 
branch of advertising can they be put 
to better use. 

As a shining example of noble and 
high-powered bank advertising, one 
thinks instantly of the recent campaign 
of the Old Colony Trust Company of 
Boston. And I could point to many 
another. 

But, looking over the whole field, or 
such of it as I have been able to examine, 
We must agree that financial advertising 
m general is not merely indifferent, but 
downright bad. It is slovenly, drab, 
tonfused, down at the heel, and utterly 
















































SELECTING THE DRESS FOR YOUR — 
PRINTED MESSAGE 


Many crimes are now committed against good typographical taste by bank adver- 
tisers and the result is that the advertising often fails to produce satisfactory results 


By EVERETT CURRIER 
Charles Everett Johnson Co., Chicago, Ill. 


without distinction. Even when the 
story is good, it gets so badly beaten 
up and defaced in the telling that it 
makes hard and unconvineing reading. 
There is a lack of a clean-cut, central 




















SOME GOOD 
TESTS 


for your Advertisements 


a 





Attention Value 


How quickly will it stop the reader? 
Consider the competition it gets in 
the book and on the page. 


| The Selling Point 


Have you a definite central thought? 
| Have you made it easy for the reader 
to get it? Or do you expect him to 
hunt for it? 

. 


Identity 


Have you made reasonably certain 
that after the reader has read your 
| message he will remember whose it was? 


_ Physical Appearance 
| Does your advertisement makea good | 
| impression on the eye? Have you 
taken advantage of the value of clean- 
cut, definite and pleasing arrange- 
ment? Or is it patchy and confusing? 


Illustration 


Does your illustration really Aight up 
your message? Is it well drawn? Isit 
in scale with the other elements on the 
page? Does it reproduce clearly? 


Typography 
Have you selected a clear, neat type 


that looks wellinallsizes? Orare you 
using a mixture of job faces? 





The next time you start to write advertising 
copy for the newspapers, the booklet or the 
letter, keep these tests in mind. They will help 
you =o bigger and better results out of your 
printed copy. 


idea; a poor use of white space; too 
many kinds of type; illegible hand- 
lettering ; crooked borders; poor etching. 

Is it any wonder then that the 
average banker does not believe in ad- 
vertising? How can he be expected to 
believe that such advertising pays? 

I don’t know why it is that bankers 





should be actually the worst offenders 
against decently clothed advertising— 
why they should be so slow in coming 
to a realization of the real power of ad- 
vertising and of the importance of doing 
it right. Many of them seem to object 
on ethical grounds and seem still to be 
living in the same dead past that said it 
was wrong to play a fiddle in church. 
But, gentlemen, you know that it is not 
the fiddle but the tune that counts. 
There might be some excuse for a 
storekeeper rushing clumsily into print 
with a bargain sale advertisement. But 
for the banker to outdo him in clumsi- 
ness and slovenliness is just as. poor 


taste and as bad business as it would be .-. 


for him to rent a defunct corner saloon 


‘and install his bank there without al- 


teration of the premises. You like 
marble fronts for your banks, with 
nicely carved letters over the door, and 
everything according to the architectural 
Hoyle. You know that is good business, 
that it gives evidence of security, and 
stability, and other virtues that banks 
are supposed to possess. But why the 
inconsistency? Why should your print- 
er’s ink representative be “something 
else again?” 

There are many excellent opportu- 
nities awaiting the banker who wants to 
advertise. Let us consider, first, what 
you can do with type—with those little 
metal “stamps,” which for 500 years 
have played so vital a part in this matter 
of getting into print. 

You do not have to live in a city of 
five or six million people in order to 
have proper facilities for good typog- 
raphy. Types are not home-made. The 
very best of them are just as accessible 
to the small-town printer as they are to 
the big fellow. The banker in Fargo, 
N. D., so far as equipment is concerned, 
has exactly the same opportunity for 
producing clean and striking advertise- 
ments as is open to the banker of New 
York, Chicago or Indianapolis. 

What I want to get you te see is that 
it is not nearly so much a question of 
what type you select, as it is of the way 
you or your printer employ the type. 
And you cannot depend much on what 
the newspapers will do for you. The 
least of their concern seem to be with 
appearance. 

However, you must of course, make a 
selection. As your first choice, I should 
recommend the familiar Caslon Old 
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Style. This face has demonstrated its 
versatility and flexibility, and its thor- 
ough appropriateness for all purposes, 
through two centuries of use. 

But you can do the very worst kind 
of typography with this Caslon face if 
you want to. You can do what I re- 
member seeing in a four-inch single 
column advertisement which a New York 
financial house ran about a year ago. 
Following the wise dictum of choosing 
a good face and sticking to it, they stuck 
to Caslon. But, as I remember, the en- 
tire advertisement was made up of six- 
teen separate lines, each in a different 
size, or varied in some manner, either 
by letter-spacing or italicizing, produc- 
ing a most jerky and halting effect, 
which to my way of thinking, merely 
resulted in a row of hurdles for the 
reader to jump over if he could be in- 
duced to do so. 

Other good faces ordinarily available 
are Bookman, Kennerley, Goudy Old 
Style, Scotch, Badoni, Cloister, Chelten- 
ham, and Century. You will hardly go 
wrong in selecting any of these, but the 
thing I would especially caution you 
against is the mixing of them. It is much 
the best plan to use one face through- 
out. 

I hesitate to admit that there are 
times when it is necessary to use an oc- 
easional line of boldface. I hesitate 
because such type so easily spoils the 
page without adding anything in the 
way of increased power. The use of 
boldface is more habit than necessity, 
and I would counsel you to get along 
without it if you possibly can. 

For those occasions when you do pos- 
itively need a strong contrast that can- 
not be secured with larger sizes of the 
body letter, I personally would have 
no scruples in introducing a line of 
good, honest, square, black gothic, so 

generally frowned upon in polite cir- 
cles. Neither would I overlook the rich- 
ness and beauty of the class of types 
which we call Blackletter or Old English. 


But the trouble is that if I did ree- 
ommend either of these faces, people 
would be disappointed in me as a so- 
called expert, as they are in a doctor 
who talks plain common sense. 

When you come to think of it, bold- 
face is usually employed merely as a 
crutch for lame copy. If headlines are 
so clumsily long that they cannot be set 
in a size which would quickly catch the 
eye, they are not re-written or the lay- 
out altered, but are squeezed ignomin- 
iously into the space in a small size 
of condensed boldface, totally out of 
harmony. 


If the story is written in a dozen dis- 
connected sentences instead of being 
knit into a clear paragraph, clarity and 
emphasis are sought by putting in bold- 
face such phrases as “Perfect safety,” 
“Come in and talk it over,” “Eighty 
years’ of experience,” “Send for our 







Here is a method of saving that will 
help you to accumulate money for 
your future needs. 

Regardless of how you save today, 
you will benefit by learning of the 
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You should save by 
our Coupon System 


HERE is a method of saving that will help 
you to accumulate money for your future 
needs. Regardless of how you save today, 
you will benefit by learning of the Central 
Trust Coupon System for Saving. Itis simple, 
enabling you to save for fifty weeks. Start 
when you wish, with 50c, $1, $2, $5, or more, 
and save weekly. Write for folder. Savings 
department open all day to 8 p.m. Mondays. 


CENTRAL TRUST COMPANY 


125 W. MONROE STREET 115 S. LA SALLE STREET 


Mr. Currier has selected these newspaper displays in order to illustrate the all important 
matter of getting the most out of typographical display. The copy display on the left was used 


in the newspapers. 
idea. 


booklet,” and spotting them around the 
page. The idea back of this method is, 
I suppose, that if you don’t catch them 
on one hook you will on another. But, 
let me remind you that your reader is 
too old a fish, and too fed up on ad- 
vertising bait, to be caught by any such 
array of bent pins. 

As to the proper employment of type 
—getting neat, orderly, clean composi- 
tion, you cannot depend much on what 
the newspaper will do for you. Gener- 
ally speaking they are about as capable 
of producing a well set advertisement 
as is your local plumber himself. And 
with exceptions, the same criticism ap- 
plies to magazine publishers. 

The good pages you see are almost 
never set up by the publisher, but in 
typographical shops specially equipped. 

One factor which conspicuously af- 
fects the power of your advertisements 
is the way you use or do not use white 
space. It seems to me that the banker 
is reluctant to let go his hold on the no- 
tion that white space is waste space. A 
square inch of unprinted surface still 
makes him squirm. 


This attitude reminds me of the man- 
ager of a small-town theatre who noticed 
that, during the overture, the trombone 
player rested his slip-horn on his knee 
most of the time. Not satisfied with the 
musician’s explanation that the music 
called for a good many bars rest, he 
said, “After this you play the rests. 
What the hell do you think I am paying 
you for?” 


The re-set example on the right omits no essential! details on the central 
The white space helps to attract the eye. 


I wonder what these old-timers would 
say about the pages in the Saturday 
Evening Post, in which about three- 
quarters of some $7,000 worth of space 
is perfectly naked. 

I think this is one of the masterpieces 
of modern advertising. And we must re- 
mind ourselves that white space, like 
type, must be used well, even daringly, 
to be effective. It is at its best when 
confined to clean-cut masses, especially 
as wide margins. Shoving type merely 
to one side, or reducing it to a micro- 
scopic size, or inserting these little bent 
pin ideas that I spoke of, is hardly the 
idea. 

This question of dressing the copy 
eannot be discussed intelligently with- 
out taking into account the form and 
nature of the copy itself. Advertisers 
have come to realize that getting a good 
piece of copy is not all there is to ad- 
vertising. As a matter of fact the 
written message; so far from being the 
best thing about an advertisement is of- 
ten the real stumbling-block to effective- 
ness. 

No Lucille or Worth would undertake 
to produce a perfect thirty-six creation 
on a model that should have gone first 
to a fat-reducing specialist. Neither can 
the art of the layout man or typogra- 
pher overcome the handicap of awkward 
copy. 

Most writers of advertising copy will 
not admit this to be the case. Whep 
some typographical concession or Con: 
(Continued on page 94) 
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HOW A CENTRAL FILE HELPS 
TO PAY DIVIDENDS 


It enables the banker to analyze the needs of their customers in a 
systematic way and to adjust their services to meet these needs. 


By E. H. KITTREDGE 


Publicity Manager, Old Colony Trust Co., Boston, Mass. 


HE day has long past when 2 

banker has fulfilled his function by 
printing in gold letters over the front 
door the name of his bank and the 
amount of its capital and surplus, and 
perhaps publishing several times a year 
a statement of his bank’s condition. 
Time was when the banker himself re- 
tired to his inner office and surrounded 
himself with an atmosphere of reserve, 
so that it was only with trepidation that 
the customer approached him for the 
purpose of securing accomodation. 


The banker of “today” surrounds 
himself with the atmosphere of cordial- 
ity. He makes a decided effort to meet 
his customers freely and sympathetic- 
ally, and tries to make them feel that 
they are as important to the bank as 
the bank is to them. In other words, he 
humanizes his institution and tries in 
every way to establish a personal con- 
tact with his clientele, and realizes that 
“bigness” is’ not the test, but “service” 
whereby he and the institution are 
measured. 


The motto of every progressive bank 
is “Service” to its customers first, last 
and all the time. It gives every possible 
financial service to assist to success the 
individuals and corporations which have 
entrusted to it their financial business. 
The bank realizes that its own success 
ean be safely and surely built on the 
success of its clients. It reasons that 
satisfied clients will not only stay with 
it and increase their business with it, 
but will be glad to bring to it their 
friends. 

That is why the banks have rendered 
such constructive service since the enact- 
ment of the first Federal Income Tax 
Law in 1913 in instructing the public 
with regard to the intricacies of the in- 
come tax. That is why, during the war, 
the banks of the country did everything 
mm their power to sell to the American 
public the vast war loans, and succeeded 
in it. That is why today bankers are 
calmly and persistently pointing out 
that thrift—ngt spending, production, 
not lavish consumption, conservative de- 
flation and not wild inflation—are the 
factors needed to pull us out of the con- 
dition in which we now find ourselves. 

In doing these things the banks have 
come to realize that by systematically 
analyzing the needs of their customers 
and the public, and by adjusting their 
Service to meet its requirements, they 


themselves have received a growing vol- 
ume of business with increasing profits. 
In short, the banks have learned that 
growth depends on service, and that 
actually in spite of the cost of extending 
their services, they were making more 
profits. : 
Take as an example of what I mean 
the experience of my own company. As 
the result of its conspicuous income tax 
service, offered freely to the public 
whether patrons or not, we have created 
such strong and confidential friendships 
that many individuals have written our 


r order to develop profitable 
new business a central file is 
essential in every bank. Experi- 
ence in many banks which have 
adopted the central file during the 
last few years demonstrates that 
the file is one of the strongest in- 
struments in the new business 
campaign because it enables the 
bank to determine quickly and 
accurately the possibilities for busi- 
ness in every department. The 
accompanying address by Mr. Kitt- 
vedge of the Old Colony Trust Co. 
of Boston before the Financial 
Advertisers’ Association, suggests 
many valuable ideas for every ban 
that wishes to find out definitely 
the sources of new business and 
the influences that make new busi- 
ness profitable. 


company into their wills as executor or 
trustee. My company has developed 
many excellent customers for its bond 
department through the educationel 
work which it did when selling the Lib- 
erty loans. The Old Colony Trust 
Company has honestly preached thrift 
and more production, and is fearlessly 
practicing the policy of deflation in un- 
essentials indubitably at the expense of 
its deposit column. It, however, has lost 
none of its: prestige, nor the good-will 
of its intelligent clients. 

You will ask what this has to do with 
the central file. Simply this: By study- 
ing closely the needs of its customers 
and applying its services to their needs, 
any bank can increase its volume of 
business—hencee its profits—and the cen- 
tral file is the ideal machinery by which 
this study can be made, and from which 
suggestions as to new channels of ser- 
vice will arise. 

Not many years ago, information 
about customers now kept in the “Cen- 


tral File’ was deposited only in the 
back and most solid part of official 
heads. Today such data is, or should 
be, recorded carefully and scientifically 
on ecards by trained and intelligent clerks 
or investigators. This collection is known 
in advertising parlance as the “Central 
File,” and in that file there should be 2 
card’for each customer or depositor of 
the institution. 

Let us now consider for a moment 
what kind of information a 100 per cent 
card in the Central File should contain: 


1. NAME. 

(If the customer is a woman, the 
married name.) 

2. HOME ADDRESS. 

(Also annual summer. address, if 
any.) Peed 
3. BUSINESS ADDRESS. 

(Whether or not the customer is 
an individual or a corporation.) 

4. NATURE OF BUSINESS. 

(If it is possible, Dun, Brad- 
street or other agency ratings 
should be given.) 

5. BUSINESS AND SOCIAL CON- 
NECTIONS. ; 

(This information should include 
directorates, clubs, ete.) 

6. OTHER BANKING CONNEC- 
TIONS. 

.7. THE NAME OF THE INTRO- 
DUCER. : 

(If the introducer is a client, the 
fact that he was connected with this 
account should be cross-indexed on 
his own card.) 

8. THE NAME OF THE OFFICER 
OR CLERK ‘who took in the original 
business. 

9. ORIGINAL DEPOSIT. 

(In this case, also, the date of the 
opening of the account should be 
shown and space left to note date of 
closing of the account.) 

10. A TABLE showing exactly which 
departments are now serving the client. 

(If the bank has branch offices, 
this fact should be noted in this 
table.) 

11. CROSS REFERENCES. 

(If the client is a corporation, 
this space is used to note the names 
of officers or directors who are in- 
dividually connected with any de- 
partment. If the client is an indi- 
vidual, we try to obtain relation- 
ships, either family or social, with 
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other individuals who are clients.) 
12. REMARKS. 

(There is usually some history 
connected with each case which can 
properly be noted on the central 
file card, which facts are usually 
gained by interviewing the one who 
introduced the account, or the 
officer or clerk who originally took 
in the business.) 


The central file card may also give 
such information as three months’ aver- 
age balance of the banking account, rates 
of interest, number of items, loans and 
advances, a three months’ statement of 
balances and rates in trust deposits, or 
certificates of deposit. 

As to physical characteristics, the 
card may be of any convenient size. It 
all depends how much information one 
desires to have on the card. My own 
central file card is 5 inches by 8 inches. 


* * * 


I know of ecards as large as 7 inches by 
10 inches and as small as 3 inches by 
5 inches. They should be kept in steel 
equipment and located, if practical, near 
the executive staff. If the bank has a 
new business department, the central 
file should be in the heart of it. 

The ideal of the central file, we find, 
is to gather together into one place the 
record of all business transacted by each 
and every customer of the bank in all 
its departments—and further, to get as 
complete data as possible about each 
customer in relation to the bank, and 
to his business. 

This means untiring and very intelli- 
gent investigation, and makes necessary 
a great amount of co-operation on the 
part of officers and employees. It means 
that data about customers now in the 
heads of a few, must be transplanted to 
the records, and if not supplied, must 


(Continued on page 73) 


* * * 


WHY BANKERS USE 


OUTDOOR 


DISPLAYS 


In Chicago alone 34 banks embracing big 
as well as little banks flash their appeals 
on the colorful and dignified signboard 


H. E. ERICKSON 


UTDOOR advertising is much the 

same as the house we live in or the 
office in which we work. It is a part 
of our general horizon, and for that 
reason impressions, while forceful, are 
generally sub-conscious. 

If you were to ask your neighbor the 
shape of his front door or have him 
describe the desk at which he works, his 
“description would be somewhat hazy, 
but, if you were to show him a picture 
of the front door or the desk, he would 
say immediately—“That’s it.” 

The same with outdoor advertising. 
You ask many people—“Did you see 
such and such a display?” They would 
say in most instances—“I remember the 
name, but I can’t describe the display,” 
but, flash before them the display, itself, 
or a photograph of it, and they would 
remark—“Yes, that’s it.” 

And so because outdoor advertising is 
a part and parcel of our daily life, it is 
always a good thing to step back and 
take a new perspective of it from time 
to time, in order that we may more fully 
realize its force as a molder of consumer 
demand and acceptance, as well as 
dealer influence. 


A thoroughly rounded-out and well- 
balanced sales and advertising . cam- 
paign is one that is distributed among 
the various media so as to include out- 
door advertising. 


The selection of the outdoor medium 
in a representative way is always a wise 
choice, for through this medium an ad- 
vertiser is able to reach all of the people. 

Outdoor advertising is essentially the 
people’s medium, and presents an ad- 
vertising message in a direct and con- 
vineing way, without expense or effort 
on'the part of the reader. 

Outdoor advertising does not lend it- 
self to argumentative or reason-why 
copy, except to such arguments or rea- 
sons why as can be stated in a few 
words, but outdoor advertising does 
present a message in such a way as to 
make an indelible impression on the 
mind of the reader. 

Even the casual observer has been im- 
pressed by the displays of outdoor ad- 
vertising as presented on the traffic ar- 
teries of practically every city and town 
in the United States. 

The desirability of using outdoor ad- 
vertising by a bank is emphasized, be- 
cause it offers a medium of display that 
is dignified, colorful, dominant and im- 
pressive. The medium is thoroughly in 
keeping with the atmosphere of a bark, 
and one that will properly present the 
bank’s message to the public. 

It is interesting to note that of all the 
various business classifications the great- 
er number of users are the banks of the 
country. In Chicago, alone, thirty- 
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four banks, ranging from the large 
banks downtown, such as the National 
Bank of the Republic—a pioneer jp 
outdoor advertising—to the community 
.banks, located in districts away from the 
center of the city use the billboards, 

There are over a hundred banks using 
outdoor advertising at present in this 
country. They include the older and 
more conservative banks, such as the 
First and Old Detroit National Bank, of 
Detroit, Michigan; The Home Savings & 
Trust Co., of Cleveland; The Home Say- 
ings & Trust Co., of Denver; The Ohio 
Savings Bank & Trust Co., of Toledo; 
Mercantile Trust Co., of St. Louis; The 
Peoples Trust Co., of Kansas City; Con- 
tinental National Bank, of Indianapolis; 
Louisville National Banking Co., of 
Louisville, Ky; Tootle-Lacy Bank, of 
St. Joseph; The Hibernia Bank & Trust 
Co., of New Orleans. 

These are but a small number of the 
many who have used the outdoor me- 
dium over a period of years, but indicate 
the character of the institutions ad- 
vertising and the confidence placed in 
this great medium. 

In approaching a consumer and pos- 
sible purchaser, the most resultful ad- 
vertising is that which conveys the ad- 
vertiser’s message in a most direct and 
convincing way, and this outdoor ad- 
vertising accomplishes, for it is the only 
medium that exists because of advertis- 
ing and for no other reason. 

A number of the more salient features 
are set forth in order that you may be 
more familiar with the various points of 
contact between your message and the 
prospect. 

The permanence of the medium is a 
feature—permanent in its appeal as it 
is permanent in its construction. The 
displays are sold on a contract basis 
of a year or more, thus assuring a per- 
manency of copy, sustained interest and 
effort over a long period of time, the 
value of which increases every day as 
the copy appears before the buying 
public. 





It is needless to comment upon the 
dignity of the medium—this is self- 
evident. It is the one medium that 
bends over backward in keeping out the 
objectionable, and the work in the ex- 
ecution is of a character that allows for 
no justification in making a statement 
that the medium is anything but dig- 
nified. ‘ 


The dominance of the outdoor medium 
is another tremendously important fae- 
tor to be considered. The displays are 
of gigantic size in comparison to the 
newspaper page or a street car card and 
puts your message over in a big way. 
It reflects the bigness of the institution 
advertising, as well as its strength and 
character. 


Impression is another feature whieh 
we might touch upon, as well as reitera 
tion—the two hand-maidens of good ad- 


(Continued on page 58) 
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A definite plan which will embrace an analysis of the bank’s functions and the 
territory itself, plus a discriminating selection of mediums is always necessary 


OST of us will walk four blocks to 
patronize the store where we get 
a smile with our merchandise, and will 
pass up the store two blocks away when 
we may purchase the same goods at the 
same price and receive nothing but 
grouchy treatment. How very import- 
ant, then, is the right kind of a foun- 
dation to a bank, dealing in personality. 

Foundation work may be classified in 
two sections. 


1—Inside and its publicity 
2—Outside publicity. 


Under the first we may place—a house 
organ with the proper editorial policy; 
alunch room around the tables of which 
the family may gather in friendly 
fashion each day; good treatment of 
employees; pension and profit sharing 
plans; contests of various sorts, for 
suggestions, correctness of work, account 
securing, etc. One of the best advertise- 
ments a bank can have is its employees 
out talking the bank in’a contest for the 
securing of business, and furthermore, 
they are going to think more about the 
treatment of business over the courtter, 
when they are out after it thmeselves. 
A club, well-organized, is a splendid 
means of increasing the family, or 
friendly spirit and under it may be con- 
ducted various activities with their ap- 
pointed committees in charge, as, social 
and entertainment, athletics of all sorts, 
mutual help and benefit, educational, 
mutual savings and thrift. Another big 
help is the forum idea. If desired, cer- 
tain meetings may be devoted to songs, 
introduction stunts and other plans de- 
voted to making the bunch better ac- 
quainted and less formal. 

For inside publicity we use office bul- 
letin boards, bulletins printed in the 
private printing plant and passed 
around the office, announcements at 
forum meetings, in the house organ, 
personal effort, ete. 

To cash in on this family spirit with 
our customers, we work through some 
of the activities named, through quanti- 
ties of personal letters, through lobby 
announcement card, cards in customers’ 
statements, through tellers’ tip sheets, 
our publicity, ete., all carefully handled, 

er, that the wrong note may not 

‘Struck. The main idea is to let this 
Spirit of courtesy, friendliness and ser- 
mee, aroused and maintained by and 





By W. R. SNODGRASS 


through these efforts, find its own 
expression over the counters,—and it 
does, for we have files of letters and 
personal comment proving it. 

In small banks such effort is just as 
valuable arfd even easier. Contests may 
be conducted, monthly dinners have 
been used with very marked effect, and 
there is always personal precept and 
friendly, sympathetic treatment. 

Having the foundation, let us con- 
sider an advertising campaign in its 
broadest aspects and later the plan of a 
definite campaign. 

I have found study of a military cam- 
paign helpful in studying advertising 
campaigns. The entire campaign, or 
advertising policy of a bank is com- 
posed of a number of minor cam- 
paigns or objectives and both should be 
planned as far in advance as possible, 
but need constant revision as the field 
changes. 


Let us consider very briefly the con- 


duct of a minor military campaign or 
movement. First, there is the definite 
plan, “then, preparation in men, sup- 
plies and supply lines, just as we should 
in an advertising campaign have our 
foundation work ready and then make 
our definite plan. The definite plan, 
however, depends upon what informa- 
tion the observers bring in. An- 
alysis may show a better way, and re- 
quire the abandonment of the first plan. 
The analysis is important and should be 
well-charted, for from it we make up 
our artillery-fire maps and our plans 
for the artillery advance. The barrage is 
the newspaper, billboard, movie, street- 
ear card, window display, and other 
broadeast publicity ; the infantry, the di- 
rect mail and personal salesmanship 
follow-up. 

Let us then first consider the analysis, 
for we should have it before we are com- 
mitted to the definite plan. 

First, survey your own organization 
and the service it has to offer, then sur- 
vey our field, outline our territory, and 
get acquainted with our community as 
well as we possibly can. Know the 
number of residents, what they do, their 
approximate incomes and what com- 
petition you have. 

The subject of analysis might be 
talked about for hours without submit- 
ting the plan you need. No two banks 
have exactly the same problem, even if 
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they are competitors, for their own or- 
ganizations will vary. I think it may 
be well summed up, if you will pardon 
the return to scenes of carnage and war- 
fare, in the phrase, “Shoot with a rifle 
instead of a shotgun.” That is, don’t 
try to sell everything you have at one 
shot. “ Aim your sales arguments at 
various groups, at various proper sea- 
sonal times. Don’t try to get everybody’s 
business all at one shot. Some banks 
go so far as to draw up elaborate charts, 
maps, and analysis schedules showing 
a world of facts, and they are no doubt 
helpful. Never forget to think and 
study and talk from the viewpoint of 
the prospect and the customer, not from 
your own. 

The question of appropriation is next 
due for consideration. The question is 
asked, “Is the appropriation or budget 
essential? If we believe in a definite 
plan, and I do not see how we can do 
otherwise, a budget or appropriation is 
essential. Haphazard methods are waste- 
ful here as they are anywhere. The 
budget is orderly, a time saver; and it 
links up with modern, systematic 
methods. There are many ways to ar- 
rive at the amount, perhaps as many 
ways as there are banks, for each has a 
different problem. If a fixed percentage 
basis is desired, there are several in use. 
Some banks base the percentage upon 
earnings or dividends, but earning 
power varies; some upon capital, but 
some do a big business upon a small 
capital and others the reverse; some 
banks base the percentage upon deposits 
and this seems tv give the most satisfac- 
tion where a percentage is desired. One 
tenth of one per cent of the yearly 
average of deposits seems to be the 
ratio most often used and approved. 
Conditions vary so largely, even between 
banks in the same competition, that such 
a ratio must be considered as a starting 
point only. It has the advantage of in- 
creasing as the business grows and the 
disadvantage of decreasing if the de- 
posits decrease. Over a year’s average 
the seasonal fluctuations are eliminated. 

Many things should be taken into 
consideration, in fixing the amount of 
the budget. Estimates should be made 
of what your competitors are spending, 
of what your tentative program will 
cost, your past experience, if any, should 
be taken into consideration, analyzed 
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and compared with its results, and the 
experience of others may be sought. 
There are some helpful books upon this 
and other bank advertising subjects, and 
some of these give exact experiences of 
others in excellent form. The budget 
should be adequate to cover the field and 
to perform the task you demand of it. 
Many banks assign definite percentages 
to the various departments and definite 
amounts to the various items of the 
budget. This should always be done as 
closely as possible, for it makes for 
economy in buying. 

After the field and the service are an- 
alyzed and the definite plan and the 
appropriation worked out together, the 
plan should be followed and worked very 
thoroughly. 

One essential to an advertising policy 
is continuity. 

You must keep your name constantly 
before the public in as many ways as 
you ean, before as many people as you 
ean, as favorably as you can, and at as 
reasonable cost as you can. Spasmodie 
effort does not pay, while proper ad- 
vertising persisted in is not an expense, 
but an investment. This scarcely needs 
argument. Most of you remember Pear- 
line, which for years was a most suc- 
cessfully and widely advertised product, 
much to the profit of the owners. The 
owners died, the concern went into other 
hands who considered that Pearline had 
had enough publicity to keep it goinz 
and within a very short time the prod- 
uct was taken over by another house 
and we heard very little more about 
Pearline. 


One important thing to consider in 
your advertising policy is advertising to 
your present customers. They like. to 
be connected with a live bank, one that 
is growing and aggressive. Then too, 
how much profitable business is going 
to waste if you do not secure the cus- 
tomers of one department for as many 
of your other services as possible. Next 
there is the development and increase 
of the accounts you have. There are 
many ways of doing these things. Some- 
one has suggested the analogy between 
a musical composition and an advertis- 
ing campaign. So many compositions, 
like so many campaigns, are simply a 
series of unrelated airs, while a master- 
piece contains a motive that is repro- 
duced constantly throughout the course 
of the composition. Sometimes it in- 
¢reases, sometimes diminishes, but it is 
always present. So with our financial 
advertising campaigns. Each should be 
a link in a chain, the same motive should 
be present in each and this may be ac- 
complished in many ways. Standard 
signature lettering, distinctive type or 
layout, a slogan, if really good, a trade- 
mark of distinction, a general tone and 
policy appeasing always, and through- 
out each campaign, a consistent develop- 
ment of its plan. 


Let us now consider a definite cam- 
paign. This particular campaign is 
for the sale of a definite thing, yet from 
it may be adapted campaigns for other 
purposes. The primary campaign con- 
sisted of the newspaper series running 
over a period of months in 2 column 7 
and 8 inch space, 4 column 16 for the 
first or announcing advertisement, and 
13 booklets, twelve designed to sell dif- 
ferrent phases of the plan, one each 
month, the final the master booklet de- 
seribing the plan in its entirety, sent 
anytime at request, and at the 13th 
maine if not p:eviously requested. The 
list was hand-picked and made up from 
the master or central file containing the 
customers of all departments and from 
various other classified lists composed of 
professional and business men to whom 
the campaign should appeal. Every 
officer was notified in person just be- 
fore the campaign started and his co- 
operation enlisted, the directors were 
sent personal letters asking for lists of 
prospects and the stockholders likewise 
appealed to. Printed blanks were sent 
about the office for the purpose of secur- 
ing the names of prospects and the 
blanks followed up, preliminary to 
which the plan was explained at a 
morning forum meeting and those pres- 
ent told how to help sell the plan. A 
series of cards was carried in the lobby 
bulletin board, which is an advertising 
card in a brass frame in a prominent 
lobby position, changed weekly, and the 
regular monthly cards in customers 
statements told about the plan in the 
fewest possible words. Everywhere 
people were urged to “ask for booklet” 
and when they did so, their names were 


* * * 


~ YOUR MESSAGE IN 
THE STREET CARS 


Uniformity of space in the cars eliminates the 
spirit of keen competition and enables you to pre- 
sent attractive advertising in pictures and colors 


By O. N. FRANKFORT 


HE banks can with great profit ap- 

peal to the public that travels 
about in the subway, elevated and street 
cars every day. 

There are three things which the aver- 
age individual does every day, and 
banks depend wholly upon the average 
individual for their business. All of us 
rise in the morning, brush our teeth, eat 
breakfast and read our papers, and then 
travel in the street car. The street car, 
however, may be an elevated car or a 
subway car—and that is why I maintain 
that car advertising is all inclusive. 
The lighting facilities of the street 
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entered on the prospect lists. Brief 
advertisements along this line wep 
carried for a time in the class publieg. 
tion in which regular space was being 
used. The house organ, in its regular 
issues carried matter describing the 
plan. Billboards, movies, and street car 
cards were not used in this campaign, 

The secondary campaign and further 
follow-ups will be a working out again 
of the mediums used before to eall at. 
tention to the plan, plus letter series and 
personal calls upon a selected list taken 
from the prospect and mailing lists. 

This is one of a series of campaigns 
used by the same institution, each, of 
course, varied somewhat according to the 
thing or service to be sold, and is not 
by any means given as a model, but 
merely to indicate that every means of 
publicity should be used. 

One cannot get something for nothing 
in advertising or elsewhere and to se 
cure best results, thorough study, an- 
alysis, constant follow-up, consistent 
plan, continuity, good foundation, per- 
sonality, human interest, common sense 
and dollars must all be combined in a 
united effort. When this is done, results 
are sure to satisfy. 

No campaign, best adapted to your 
bank and its field, can be given you with- 
out a study of conditions and this does 
not exclude so-called syndicate matter, 
from your use, for much of the syndicate 
matter well and properly used has 3 
real value. 

Personal contact, is the big thing in 
bank business building, but it must be 
followed up thoroughly by letters and 
by’ the printed advertisement and all 
other good advertising methods. 


* * * 


ears, I believe, have more to do with the 
actual progress of car advertising than 
any other one thing, and it remained for 
the electric car to come into existence 
before car. advertising as a national unit 
became really the efficient medium of 
advertising which it is today. Car ad 
vertising is a sustained mode of adver- 
tising. Your newspaper advertising 8 
unquestionably effective, but backed up 
by your sustained advertising in the cart 
you are increasing the effectiveness % 
all your other advertising very mater 
ally. 

The circulation in the cars—and, after 
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all, in buying space in any advertising 
medium you buy circulation—so I say 
that the circulation in the cars or rather 
the number of passengers who are 
earried during a given time by the 
yarious companies is stupendous. Arthur 
C. Lang, advertising director of the N. 
Kk. Fairbanks Company, told the ad- 
vertising counsel of the Chicago Associa- 
tio of Commerce about two months 
ago that through reports of audit com- 
mittees of railroad commissions he was 
able to check from time to time against 
the statements of the various street car 
selling organizations, and that on that 
basis after careful calculation he is war- 
ranted in going on record that during 
the year 1919 upwards of 15,000,000,000 
of people were carried on the street cars, 
subways and elevated lines of this coun- 
try. He told us that New York City 
alone carried two and one-half billion 
passengers last year. Take the city of 
Chicago, if you please, where the street 
ears carried three million passengers 
every day—where, if you please, the 
elevated lines carried 1,117,000 pas- 
sengers every day. Surely, figures like 
these shout for themselves. 

Repetition makes reputation. Car 
advertising is a continuous process of 
repetition. Your cards never sleep in 
the cars. They work for you incessantly 
and they attract so effectively because 
the average person, we have learned, be- 
lieves in pictures if the pictures are well 
done. I believe it was a Japanese pro- 
fessor who said that “One look is or- 
dinarily as impressive as a thousand 
words.” Where you can put your mes- 
sage over with pictures rather than the 
printed word, I believe as a general rule 
that the average person gets a much 
stronger visualization of your particular 
message than if it were put into text. 
You know man spoke with pictures long 
before he talked with words. In car ad- 
vertising you are enabled to use pictures 
in color with text that is to the point— 
that hits the reader whom you are trying 
to reach between the eyes. Painters of 
word pictures are more or less rare. 
Painters of good pictures are numerous, 
and I believe this is due simply to the 
fact that the human being ever since the 
days of Adam and Eve has been taught 
to visualize by picture rather than by 
the printed word. 

Car advertising for banks is just as 
profitable as is car advertising for any 
other persistent user of car advertising. 

The uniformity of the space in the 
tars, the fact that no one has a larger 
Space than you have in the car, permits 
you to forget your competitor in the 
Same medium as regards the size of 
Space used. You are in competition only 
m the proportion in which you are able 
fo use colors more effectively than does 
your competitor. Your art work and 
the terseness of your copy combined will 
make for you the best card in the car— 
the best card in the car of course dom- 
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A “PILL-BOX” ALWAYS READY 
TO RESIST THE BANDIT 





HE Pacific Bank of New York has 

served notice on bandits that any 
attempt to attack the bank will be 
vigorously resisted from the “pill-box,” 
shown in the illustration. The installa- 
tion of this unique protective device is 
similar to a miniaturé arsenal, which 
was placed in a suburban bank of Chi- 
cago not long ago. 

In these days of constantly recurring 
bank robberies, the Pacific Bank decided 
that it would be a good idea to install 
the “pill-box,” and thus let the public 
know that it was prepared from with- 
in to meet any of the outlaws that 
seemed to find the banks easy picking. 
The “pill-box” naturally gained a lot 
of recognition and free advertising, 
and more than that, it is actually a 
practical method of safeguarding the 








lobby during the daylight hours. 

The “pill-box” is so arranged that the 
watchman can get quick access to it 
and bring the shooting irons into im- 
mediate play. 

The branch of the bank having this 
picturesque method of burglar protec- 
tion is located in the heart of the New 
York tenderloin district. The bank feels 
that the “pill-box” exerts a strong de- 
terrent effect, impressing upon the com- 
munity its determination to safeguard 
the money of its customers, and the ad- 
vertising which it has secured has more 
than paid for the cost of installation. 

The “pill-box” was put to use for the 
first time in the flight of a man who 
tried to obtain cash on paper said to 
have been forged, but his get-away was 
foiled by the miniature arsenal. 
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FASTEST GROWING BANKS ARE 
STEADY ADVERTISERS 


When a bank suddenly comes to life and begins to forge ahead you will usually find that the re- 
vival may be traced to an advertising campaign—Many reasons why every bank should advertise 


By JOHN G. LONSDALE 


President, National Bank of Commerce, St. Louis, Mo. 


bid for business, express or im- 

plied, which reaches the mind 

through the eye constitutes my defini- 
tion of bank advertising. 

The ways in which a bank may adver- 
tise are about as numerous as the ways 
in which the Great War was won, but I 
shall not attempt to discuss the relative 
merits of different methods and media. 


There are many reasons why a bank 
should advertise. For one thing, the 
publishers deserve support; for another, 
every other successful enterprise does 
advertise except the United States mint 
—and even the mint can thrive only by 
imposing heavy penalties upon those 
who offer competition. But general 
reasons, good or bad, will not begin to 
compare, in the banker’s mind, with the 
conerete fact that advertising will make 
the deposits of his particular bank grow, 
while the undivided profits fund waxeth 
fat, and yet more fat. 


In a former banking era, and not 
many years ago at that, bankers deemed 
advertising undignified, or unethical; 
but that opinion, except in isolated in- 
stances, is no longer encountered. Banks 
once functioned principally as deposi- 
tories. Now they are financial service 
stations—and the increase of bank ad- 
vertising has been concurrent with the 

growth of the service idea. The few 
' non-advertising bankers of today are 
such because they have not been con- 
vineed that advertising for their respec- 
tive institutions will pay its way and 
show a profit. Just why this idea should 
exist at all is difficult to determine. 


There is no bank official, I think, 
among the hundred thousand or so in 
the United States, who would question 
the advisability, or the necessity even, 
of advertising on the part of the mer- 
ehant or manufacturer: But why not 
banks as well? The banker, too, has 
something to sell. It is service. Service 
is his stock in trade, just as truly as 
saws, hammers and other implements 
constitute the stock of the hardware 
merchant. And there is this additional 
reason for advertising on the part of 
the banker, as compared. with the mer- 
chandiser of staple articles. The mod- 
ern bank offers service of many kinds 
which the average person should use, 
but is either unaware of the service or 
has not been educated to its usage. 
Banking is one of the oldest of all busi- 


nesses, and yet the modern service 
banker has before him at the present 
time a field that is almost virgin in its 
possibilities. 


To make two bank patrons grow 
where one grew before is, therefore, one 
of the reasons why every bank should 
advertise. And, in this respect, each 
bank will have its own particular prob- 
lem, based upon the location of the 
bank and the type of its potential pat- 
ronage. 

In every community, there are people 
—more than we imagine—who regard 
an old sock as the premier depository ; 
there are others—millions in America—- 
who should save, and build savings ac- 
counts, and yet do not; there are guile- 
less thousands who should buy Liberty 
Bonds, but who do buy wondrous cer- 
tifieates representing stock in the oil- 
less oil company; there are hundreds in 
every community who fail to make 
wills, or who name incompetent per- 
sonal executors, when, for the same cost, 
they could have their estates safely ad- 
ministered by the trust department of 
some strong bank; there are big busi- 
ness houses that have not learned the 


‘value of bank and trade acceptances; 


there are the innumerable persons who, 
instead of renting a safe deposit box 
for a few dollars per year, continually 
subject valuable papers to the risk of 
loss by fire and theft; there are the 
people who carry “rolls” in their pockets 
for current requirements, instead of de- 
positing and paying by check; there 
are the honest, hard-working owners of 
small businesses, who are entitled to 
moderate amounts of banking credit, 
and who could greatly increase their 
turnover if they knew how and where 
to get this credit; there are the big 
manufacturers who could initiate a 
thriving foreign trade if. they would 
freely use the facilities which the for- 
eign departments of large banks every- 
where are placing at the disposal of 
the public; and, finally, there are the 
millions of bank customers who could 
be prevailed upon by the proper ap- 
proach to broaden the relations with 
their respective banks, and to place 
upon a profitable basis accounts which 
are now, without the knowledge of such 
customers, unprofitable to their banks. 


Could we find a single banker in the 
United States to question that there 


are in his territory many people of the 
foregoing classes who are capable of 
development into profitable banking pa- 
trons? And, is there a more effective, 
or less expensive way for the banker 
to play the role of educator than through 
advertising? The 30,000 banks in the 
United States have, collectively, much 
the same work to perform that the 
Government undertook in connection 
with the flotation of Liberty Loan 
Bonds. Liberty Bond advertising was 
directed to a nation of free spenders, 
many of whom did not know a Govern 
ment Bond from a chattel mortgage. 
Liberty Bond advertising converted this 
nation of spendthrifts into a nation of 
savers and investors—at least, for the 
period of the war. And now that the 
reaction is setting in against the tide 
of extravagance which was an inevit- 
able aftermath of war, it will be the 
fault of bank advertising, or of banks 
in not advertising, if the conversion of 
the people of the United States into 
regular savers and investors be not 
made permanent. 


Numerous other examples of success- 
ful educational advertising, equally as 
convincing as the Liberty Loan cam- 
paigns, might be adduced to prove the 
power of advertising. But it hardly 
seems necessary; for the banker, hin- 
self—any banker—will admit, I think, 
the effectiveness of educational advertis- 
ing in the abstract. And, if that same 
banker will go to the trouble of analyz- 
ing his particular field, he will discover 
a concrete need for such advertising by 
his own bank. 


At this point, there will be bankers 
to ask, “But why should I spend money 
to educate the public, and thus create 
banking customers who may or may not 
come to my bank in preference to my 
competitor?” That is a fair question, 
but the answer is simple: A bank 
which advertises banking certainly has 
its own name connected with the ad 
vertising and its own personality woven 
into it. And this would be true even 
if the advertisement were entirely lack- 
ing in salesmanship appeal, though 
copy rarely becomes so strictly educa- 
tional in tone as that. In fact, nearly 
all bank copy is devoted wholly or par- 
tially to pointing out the advantages of 
banking with a particular institution. 


(Continued on page 42) 
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HAVE WOMEN MADE GOOD 


AS BANK WORKERS? 


They have been able to measure up to the responsibilities created by the war, although 
bankers hesitated for a leng time before placing them in executive capacities 


AVE women made good as bank 
help? 
That question is asked often these 
days because there are more women 
employed in the banks than ever be- 
fore, as the result of the war. 

It is only within the last five years 
that women were given positions of any 
responsibility in banks. True, there 
were stenographers and clerks, but on 
account of the apparent prejudice that 
women were not capable of handling 
a big job, it was not often that women 
were placed in executive positions. 
When the working force was depleted 
by the call to war, the bankers were 
compelled to fall back on the women 
in order to keep the wheels going, and 
it is my opinion that women have 
carried out their new tasks in an admir- 
able way. 

I recall the case of a woman who 
made application for a position in a 
bank where they were badly in need 
of help. The answer she got from the 
eashier was that he never hired women 
in the bank: because he wanted to swear 
when he felt like it. But this man 
found out that they had to have the 
women and he now has a number of 
them working in his bank. 

It was necessary at one time for 
every man but one to be out of this 
bank for several days and the women, 
with the help of the one man, kept the 
bank doors open and business was 
transacted just the same as if all the 
men had been on the job. 

During my time in the bank we have 
had a number of women employed. 
We have always found them work- 
ing right along with the men, put- 
ing in just as many hours and accom- 
plishing just as much in the same num- 
ber of hours. They do their work ac- 
curately and neatly and are always 
Willing to do any kind of work .they 
are assigned to, no matter how unim- 
portant the task may seem. While 
many women in banks are engaged 
chiefly in stenography and bookkeep- 
ing, these jobs are simply the first steps 
toward better things. Often we find 
them acting as cashiers or assistant 
cashiers. Once in a while you will find 
& Woman who is president of the bank. 

There is a young woman in the Na- 
tional Bank of Commerce and Trust 
Company of Little Rock, who is man- 
ager of the advertising and new busi- 


By MAYME HAMMACK 


ness department of the bank. By the 
way this is the largest bank in the state 
of Arkansas. She was acting as secre- 
tary to the managing officers of the 
bank when the opportunity came. She 
had never’ had any experience in ad- 
vertising but was anxious to try. She 
began reading and studying everything 
she could find along her new line of 
work and in a few months was made 
manager of the whole department and 
no one questioned her ability for the 
position. 





MAYME HAMMACK 


A bank was recently opened in 
Clarksville, Tenn. This bank was 
planned, organized and launched with- 
out the aid of any man. And more 
wonderful than this, these women act- 
ually kept their plans secret, not even 
telling their husbands until everything 
was ready for public announcement. 
Everyone connected with this institu- 
tion comes from the ranks of the fair 
sex. They are wives of prominent 
business men of the city and this goes 
to prove that although women some- 
times do fall victim to Cupid, yet they 
do not have to give up their business 
ambitions. 

Women are doing more banking busi- 
ness than ever before. During the war 
they learned that it was up to them to 
manage their own affairs, and I have 
found that they are always glad to 
have a woman at the window to help 
them out in case they are not sure just 


Assistant Cashier, National Trust Bank, Charleston, Ill. 


how to handle some transaction. 

So, I believe, it may be said that 
women have made good in the bank. 
Right here it is worth while to go back a 
few years in the history of womankind 
and see what women have accomplished. 

Since the days of long ago, when 
Paul said, “Let the women keep silent 
in the church,” to the present time when 
women are doing a great deal of talk- 
ing and are responsible for much of 
the activity in the chureh and state 
there has been a steady progress. And 
the men will admit at least, without 
argument, that this has been a step in 
the right direction. Even further back 
than the days of Paul, women held in- 
ferior position not only in the church 
but in affairs generally. In the Old 
Testament, women are seldom men- 
tioned in connection with outstanding 
events, some of the notable exceptions 
being, Eve in the Garden; the mother of 
Moses; Deborah, the leader in battle; 
Ruth, the grandmother of David and a 
few others. Women were even con- 
sidered as non-essentials. Théir hus- 
bands oceupied the chief seats in the 
councils of state and the synagogues. 
But that was before the days of civili- 
zation. With the coming of civiliza 
tion, women have forged to the front. 
I would rather say, what is nearer the 
truth—that when women asserted their 
rights and came to the front, civiliza- 
tion advanced a pace. 

In the field of education, women have 
made a notable advancement in the last 
two or three decades. A comparison 
of the present ehrollments of the colleges 
and universities with the enrollments 
twenty-five years ago, shows a striking 
increase not only in the number of 
women but in their comparison to the 
men. In state normal schools the ever 
increasing number of women students 
has reached a point where in many of 
the eastern normal schools, there are no 
men students at all. 

In teaching itself, women have ad- 
vanced rapidly. During the great war 
with its unprecedented demand for men, 
the percentage of women teachers in- 
creased enormously. Not only are 
women teachers becoming more and 
more common but women principals 
and superintendents are becoming the 
fashion. In the large city systems of 
schools, the majority of the grade prin- 
cipals are women. Though not so 
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marked as in some other types of 
schools, there is a constant increase in 
the proportion of women in normal 
schools and college faculties. In gen- 
eral we may say that women have not 
only extended their influence in educa- 
tion but they have made good teachers 
and administrators. Unless some eco- 
nomic changes take place soon, public 
education will be largely in the hands 
of women. 

The great wave of sentiment in favor 
of giving women the ballot is another 
proof of the ability of women to take 
their places in the important affairs of 
our land. When the first states to 
adopt this reform granted their women 
the full right to vote, it was a signal 
of danger in the minds of many serious 
people. But time has tested this prop- 
osition also. It has been found that 
the home is no less sacred when the 
mistress of the home has a right to vote 


* 


for those who will give that home the 
best protection possible by good govern- 
ment. Irvin Cobb said when he first 
returned from the battlefields of France 
and told of the great burden the war 
had placed upon the shoulders of the 
women over there. 

“T will never again raise my voice 
against the rights of women to enjoy 
full equality with men in polities or 
any other line of endeavor. She has 
carried her share of the burden of war 
with all the bravery ever shown upon 
the battlefield. She deserves due credit 
for the service she has given.” 

It isn’t a matter of sex whether a 
person succeeds in the banking business 
or in any other business and it isn’t a 
matter of luck. One may have all sorts 
of opportunities and then never make 
good. The ones that make good are 
those who are interested in their work, 
careful, conscientious, courteous, will- 


ing to receive criticism and willing to 
work hard. Those that will stay a little 
over time, if necessary, rather than stop 
because the clock strikes and leave their 
work unfinished. All these are charae. 
teristics which women possess and 
which are very essential in business, 
But with all this in their favor, it js 
up to the men to give them the chance, 
The men are in power and I think if 
you men would take as much interest in 
the young women that come in your 
bank as you do the young men, there 
is no reason why they couldn’t prepare 
themselves for the better positions, just 
the same as the men. 

The question in my mind is, Has the 
banking business given the women as 
fair an opportunity to show their capa- 
bilities as have other lines of business 
and would not banks make more pro- 
gress if women are recognized as they 
are elsewhere? 


* * x 


HANDLING TRANSIT ITEMS 


UNDER NEW SYSTEM 


Only half the time now required as compared with old system 
to complete check collections under the Federal Reserve system 


By ROBERT H. CISSEL 


Assistant Cashier, The Commercial National Bank, Washington, D. C. 


N 1919 checks amounting to $136,- 

000,000,000 were collected by the 
inter-district collection system of the 
Federal Reserve bank in one half the 
time required to complete check collec- 
tions under the old methods. 


This fact alone, not to mention other 
_ advantages, is sufficient in my opinion 
to commend the new system to the 
favorable consideration of bankers 
everywhere. True, a great many bank- 
ers look upon the rediscounting privi- 
leges of the Federal Reserve system as 
probably its only redeeming feature. 

When we consider the improvement 
in handling the transit department un- 
der the new system, the benefits to be 
derived from the system will be apparent. 

Before going into this particular 
matter of how the system has simplified 
the handling of transit items, it is 
worth while to consider some of the de- 
tails of the new collection system. 

From two short paragraphs in sec- 
tion 16 of the Federal Reserve act, there 
has been building what is known as the 
“inter-district collection system.” This 
collection system is composed of all 
member banks of the Federal Reserve 
system, as they are compelled under the 
law to receive from Federal Reserve 
banks any checks or demand drafts di- 
rectly drawn upon themselves, account- 
ing for such items under prescribed re- 


gulations without any deductions for 
the service. In addition to the member 
banks of the Federal Reserve system, 
banks and bankers, who agree to remit 
to the Federal Reserve bank in whose 
district they are located without ex- 
change deductions for checks or demand 
drafts directly drawn upon themselves, 
are included in the list. 

As exchange charges have heretofore 
been a considerable source of profit to 
a*great number of banks, much credit 
should be given to non-member banks 
which have agreed to waive this source 
of profit, thus lending their assistance 
towards the perfection of the collection 
system. As an ameliorating circum- 
stance of their waiving the exchange 
charge, it can be argued on the basis 
that a deduction for exchange by such 
banks would in effect be saying that a 
dollar on deposit with them had only a 
value of so many cents on the dollar in 
the “outside business world,” as com- 
pared to the same funds on deposit with 
a bank which remits at par through the 
Federal Reserve bank. This attitude 
is being brought home often to banks, 
which are not members of the par 
clearance system, by merchants in large 
trade centers who return to customers 
such cheeks with a form letter explain- 
ing at length the depreciated value of 
their dollar while in the hands of these 


banks and a request for a check ona 
member bank. or a draft on their city 
or New York City. 

Strict collection items, either checks, 
drafts or notes, are not par through the 
Federal Reserve banks, but are received 
subject to the deduction of exchange 
charged (if any) by the collecting bank. 
This is a fair basis for the collection of 
such items, as we all know they fre- 
quently consume considerable time in 
giving them the proper attention, be- 
sides requiring a more detailed record. 
However, this opportunity should not 
be taken advantage of by banks t 
make an unreasonable charge. The log- 
ical basis of exchange is the cost of 
transporting funds and this cost has 
been eliminated to members of the Fed- 
eral Reserve system, and to a large ex- 
tent to non-member banks. 

Often voucher drafts are drawn and 
made payable through a certain bank. 
Items like this will not be accepted as 
eash item by a Federal Reserve bank. 
There is a wide disparity created by the 
wording “payable at” and the wording 
“payable through,” which bankers will 
recognize quickly. 

The rapid progress which the Federal 
Reserve par clearance system has made 
within the past few months is beyond 
the fondest expectations of a great 
many persons who are deeply interested 
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in the economic values of the Federal 
Reserve system. The response of State 
hanks, bankers and trust companies in 
joining the par clearance feature has 
heen almost like a burst of patriotism. 
The latest figures available show that 
out of 29,911 banks and bankers in 
the United States, 27,727 are on the par 
list of the inter-district collection sys- 
tem leaving only 2,184 or less than 8 
per cent of the banks and bankers on 
whom checks can not be collected at 
par through the Federal Reserve banks. 
Of the 2,170 banks mentioned, 751 or 
over one-third are in the States of 
North Carolina and South Carolina and 
with the exception of 103 in the States 
of Oregon, Washington and Arizona 
the remaining number, or 1,330, are in 
the States of Tennessee, Georgia, Flor- 
ida, Alabama, Mississippi, and Louis- 
jaa, which states practically represent 
the territory covered by the 6th or At- 
lanta District. 

The old saying “time is money” is 
reflected in the inter-district par collec- 
tim of the Federal Reserve system by 
the action of the New York Clearing 
House which has amended its regula- 
tions effective on May Ist, 1920. 

The Federal Reserve par collection 
system is covered by a bulletin issued 
semi-annually with monthly pamphlets 
as to additions and deductions, each 
pamphlet covering all changes since the 
semi-annual bulletin. 

In routing cash items to Federal Re- 
serve banks it is required that the items 
be listed in separate totals as to their 
time of deferred credit after receipt 
by them, which divisions are immediate, 
two, three, four, six and eight days. 
The name of the paying bank as well 
a the town where located is also re- 
quired. This is quite easily and quickly 
recorded by using wherever possible the 
American Bankers Association numer- 
ial transit index, published by Rand 
McNally & Co. This shows the number 
oi the drawee bank, as practically all 
thecks have this number printed con- 
Micuously thereon. The only other rec- 
td necessary to complete a sufficient 
teord for the sending bank is the name 
of your endorser. Even this can be 
Neorded by number from the majority 
of your items, with little expense and 
touble in installing the system. 

The Federal Reserve Bank at Rich- 
mond, for example, will acknowledge 
Your cash letters upon receipt in the 
form of slips about the size of an or- 

check, noting on the slip the 
tate and total of your letter and the 
upon which it becomes available in 

Your Reserve account, there being but 
me maturity date scheduled on each 
tdnowledgment slip. 

A method which has proved to be 
Smple and accurate in handling these 
4 eredits is to charge the letters 
mi)'a deferred credit account ‘on the 
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day of their dispatch and then check 
the acknowledgments of the letters by 
the Federal Reserve Bank at Richmond, 
filing these acknowledgments under 
their available dates, using a check size 
file with guide ecards numbered from 1 
to 31, cutting the guides on a bias in 
order that when removing the acknowl- 
edgments on their available dates none 
ean be left under the guide without at 
once being detected. 

The acknowledgments of cash letters 
are on the date of their availability in 
“Reserve Account” checked out of the 
deferred credit account with a dis- 
tinguishing check mark, listed as to 
aggregate of totals and charged to the 
reserve account with credit to the de- 
ferred credit account. This method re- 
quires the minimum amount of work 
and at the same time will give to any 
bank readily obtainable information as 
to the available amounts at future dates. 


The direct routings to Federal Re- 
serve banks in other districts is another 
feature which will prove of value to 
every member bank if they will but an- 
alyze this source of profit. The method 
of operation of direct routings of items 
through the various Federal Reserve 
banks and their branch banks is that all 
acceptable items are forwarded direct 
to the Federal Reserve bank or branch 
bank in which district the paying point 
is located. In order, to ascertain the 
routing of a particular point the inter- 
district par clearance system bulletin is 
consulted, the States being arranged 
alphabetieally. After each State the 
number of the district or districts of 
which the State is a part is designated. 
Pennsylvania, for example, is located 
partly in District’ No. 3 and No. 4 
(Philadelphia and Cleveland). Although 
the State as a whole is par, the banking 
points are listed alphabetically and 
after each point is the numeral 3 or 4 
which indicates the district in which the 
bank is located. However, that portion 
of Pennsylvania which is covered by 
District No. 4, or Cleveland district is 
handled through its branch at -Pitts- 
burgh. 

In the direct routing of items where 
a State is par in an entirety and is not 
wholly located in a given Federal Re- 
serve district or wherever there are 
branches in a given district, it is neces- 
sary to ascertain from the index of the 
inter-district collection system as to 
where in the district or branch bank’s 
district the town is located. Texas, for 
example, is in District No. 11. The Dallas 
Federal Reserve Bank, however, has 
branches at El Paso and Houston and 
it is necessary to ascertain in which 
branch bank’s district the town in ques- 
tion is located. As an illustration, Cor- 
pus Christi is designated with the letter 
“H” which indicates it is handled 


through the Houston branch, whereas 
Buena Vista is designated by the letters 
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“KE. P.” which denotes it is 
through the El Paso branch. 
In further connection with the direct 
routings it is necessary to have two 
distinct forms of letters for listing 
checks direct to the various Federal Re- 
serve banks, located outside of your 
district and also to separate your items, 
listing on a separate form the items 
drawn on a city where there is a Fed- 
eral Reserve bank or Federal Reserve 
branch bank on a “city item letter,” and 
items which are on points outside of the 
Federal Reserve city or branch bank 
city, but in its collection district, on an 
“outside letter,” these letters being dis- 
tinguished principally by variations in 
color of paper besides being headed 


handled 


“city items” and “country items.” 


After -the day’s remittance letters 
have been settled as a total, these direct 
routings to other Federal Reserve banks 
and branches are further scheduled as 
to footings on a recapitulation sheet to 
be forwarded to the Federal Reserve 
bank at Richmond, which from this re- 
capitulation sheet, then forwards to you 
slips as hereinbefore described, giving 
the dates of the various routings becom- 
ing available in your reserve account. 

While this explanation is in detail 
and would appear to make the handling 
of direct routings complicated, their 
handling will prove to be much more 
simple after a few days’ practical ex- 
perience. 

If a bank does not care to make all 
of such direct routings it ean reap con- 
siderable benefit in the way of saving 
time by restricting the minimum amount 
of a check to which it will give a direct 
routing. Unless the aggregate of items 
of small amounts are considerable this 
would be a better plan and would reduce 
the additional labor in ascertaining as 
to what district, or through what branch 
of the district, items should be for- 
warded for direct routing. By the 
direct routing, besides the advantage of 
having items in a majority of cases 
presented for payment a day earlier 
than otherwise would be the case if they 
were routed, for instance through the 
Federal Reserve bank at Richmond, 
there would be the saving of one day’s 
time. Where a bank’s average of 
items given a direct routing amounted 
to $500,000 per day, their available 
loanable funds would be increased by 
this amount which in the course of a 
year at 6 per cent would figure an in- 
come of $3,000—less the additional ex- 
pense of postage and stationery. The 
experience of about one year has shown 
that our daily average of direct rout- 
ings is slightly in excess of $80,000 per 
day with an additional cost of postage 
and stationery of about $150 per year. 


The First National Bank of Gadsden, 
Ala., will spend $50,000 on its new 
home. 





































































BRINGING CITY AND 
FARM TOGETHER 


N order to bring the business man of 

the city and the farmers more closely 
together, Harry H. Darst, president of 
the City National Bank of: Dayton, has 
organized an agricultural advisory 
board consisting of farmers and Dayton 
business men. It is the plan to have 
this board meet at intervals during the 
year and discuss problems of mutual 
interest both to the city and the coun- 
try, and thus create closer contact be- 
tween these important forces. 





H. H. DARST 
President of the Cig Mettons and the City 


Trust & Savings Banks of Dayton, Ohio 

Mr. Darst has long fe that the 
farmers would be benefited by obtain- 
ing the views and advice of business 
men on their different problems and 
vice versa. Heretofore, the farmers 
have gone their own way independently, 
just the same way as the business men 
in the city, with the result that neither 
of these great forces realize what the 
other is doing. Mr. Darst believes that 
the advisory board will be able to en- 
lighten both the city man and the farm- 
er as to their respective duties to busi- 
ness and society, and the community 
will benefit as a result. 

The activities of the board will be to 
encourage the production of pure bred 
live stock and to organize pig clubs, 
ealf clubs, sheep clubs and the like; to 
assist in solving the marketing prob- 
lems; to advise on the general manage- 
ment of the farm and the control of 
disease; to recommend more profitable 
feeds; to conduct a bureau of exchange 
where buyer and seller are brought to- 
gether on live stock, hay, grain, etc.; 
to assist in conducting an advertising 
campaign: of an agricultural character 
to develop the farming community, es- 





tablish friendship and build business. 

The first undertaking of this boara 
is to encourage the raising of pure bred 
live stock and to assist the boys and 
girls, through practical experience, to 
recognize the value of the pure bred 
animal over the serub. This can be ac- 
complished by working and co-operat- 
ing with the local county organizations 
and by giving them the backing that 
they require. 


Money Lenders Foiled 


A scheme for lending money has been 
nipped in the bud, as the result of 
efforts of United States agents and the 
Better Business Commission of the To- 
ledo Advertising Club. Rolland Rob- 
bins, president, Fred D. Irons, and C. 
A. Findlay, who recently pleaded guilty 
to the charges that they were operating 
a lottery, were each fined $50 and were 
warned not to attempt again to carry 
on their money-lending business in the 
northern district of Ohio. 

Their company, designated as the 
Home Builders’ Union, with headquar- 
ters in Pittsburgh, the home of Mr. 
Robbins, was rather completely or- 
ganized and advertised that it would 
lend money at three per cent interest. 
It required, however, that the borrower 
deposit one per cent of the amount he 
intended to borrow. He would then be 
given a place on the waiting list, and 
the manner of operation which per- 
mitted the officials of the company to 
give certain applicants preference, 
made it possible for the borrower to be 
required to wait a maximum period of 
eight years before a loan would be 
awarded. 


Blue Sky Legislation 


Organization of a group of officials 
of Chicago investment bond houses and 
banks for the handling of blue sky 
legislation and to co-operate with 
officials in the administration of excess 
profits tax and similar financial matters 
was effected recently at a meeting of 
nearly 125 of the officials. The or- 
ganization is to be a group allied with 
the Investment Bankers’ Association. 
Similar groups with like aims are be- 
ing organized all over the country. 

The following officers were elected: 
Chairman, Barnett Wendell of Lee, 
Higginson & Co.; vice-chairman, E. M. 
Stevens, vice-president of the Illinois 
Trust & Savings Bank; secretary, 
Charles F. Glore of Glore, Ward & Co. 

The executive committee: George H. 
Taylor of E. H. Rollins & Sons, Robert 
W. Baird of the First National Bank of 
Milwaukee, H. F. Clippinger of the 
Fletcher American Savings Bank of 
Indianapolis, Robert P. Miuton of P. 
W. Chapman & Co., James C. Ames of 
Ames, Emerich & Co., and Roy C. Os- 


good of the First Trust & Savings 
Bank. 
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FEDERAL TAX SERVICE 
FOR OUR READERS 


HE income and excess profits tay 

continues to be a vexatious prob. 
lem in the banks, big and little. Many 
of the larger banks have establish 
separate bank departments or delegate 
certain individuals in their organin. 
tions to specialize on Federal ty 
matters in order to provide service fy 
customers. But there are thousands o 
smaller banks that cannot afford to e. 
gage this expert service and many ¢ 
them are located in communities wher 





HARRY H. WOLF 


it is not always easy to get advice that 
will answer satisfactorily the inquire 
of customers. 

The Bankers MonTuty has ther 
fore decided to inaugurate a tax de 
partment and has secured the services 
of Harry H. Wolf, certified public a 
countant and member of the firm Wol 
and Company, accountants, with offies 
in the principal cities of the United 
States. 

Mr. Wolf has made extensive study 
of the Federal Tax subject and has 
developed sources of information whieh 
will enable him to answer any questions 
that bankers may wish to ask. 

The Bankers Monruty places this 
tax department at the disposal of is 
readers and invites them to ask Mr 
Wolf any questions relating to the tat 
problem. 
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The informal opening of the Amer 
ican Trust Co. of Richmond, Va., took 
place recently. The building is ot 
story with the roof entirely of gla® 
Interior furnishings are of Italian 
marble and mahogany. 

In February the American Trust (o. 
increased its capital from $100,000 » 
$1,000,000. It adjoins the Americal 
National Bank and is under the same 
management. 
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OR the past four years an Indiana 
country bank has been loaning 
money to individuals for the purchase 
of automobiles and in that time has 
fod it necessary to take back only 
four cars. These cars have been 
promptly disposed of without any loss 
to the bank. The plan employed by 
this bank in handling the paper of in- 
dividual automobile buyers is simple and 
illustrates the method which is now be- 
ing used in many banks: 

When the prospective purchaser calls 
at the bank and asks for a loan for 
the purchase of an automobile, he is re- 
quired to fill out an application form 
like that shown in Fig. 1. Then he 
is required to pay one-third of the 
sling price of the car. The balance 
is then handled on a monthly payment 
basis, extending over such a period of 
time as the purchaser may desire, but 
in no ease exceeding fifteen months. 

The bank’s charge for handling this 
business is 8 per cent for unpaid bal- 
ance for the period desired by the pur- 
chaser. This charge and the premium 
on fire, theft and collision insurance, 
which is furnished by the bank, is added 
to the balance and divided into weekly 
and monthly payments. 















































































































The borrower executes a chattel mort- 
gage which the bank records as the 











Services ae 
ublic ae fe CUty seat, thus enabling it upon the 
rm Walt default of any payment to recover the 





ar and sell it for the highest price 
dered. After deducting the balance 
due to the bank and any charges in- 
curred, the bank then pays the balance, 
if any, to the borrower. 

As the application blank indicates, the 
bank makes it a point to determine the 
mome of the purchaser, his occupation, 
lis references and the purpose for which 
























































laces this Hf the car is to be used. In this way it 
sal of its sets up a safeguard against encouraging 
ask Mr the man of meagre income to take a 
0 the tas ee on assuming the responsibility of 
Payments which he cannot afford. Only 
“ose applicants whose earning power 
he Amer # justifies the belief that they can meet 
Va., took expense without hardship are ap- 
g 1s One 
of glass an 
f Italian nara Indiana bank recently 
fitered into a contract with a 
tw mortgage and security company, the 
Amaia =. providing that the bank was to 
es ial as the trustee of a fund of $100,000 





furnished by the company for the 
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$5,000 PROFIT ON AUTO LOANS 
FROM A TRUST FUND 


Indiana bank employs cash furnished by outside company to make 
loans to purchasers of autos and trucks and then divides the profits 
. > 


By WARREN M. AVERY 


purpose of financing automobile deals. 
The contract provided that. no auto- 
mobile deals should run over ten months 
and that the interest rate to be charged 


was 7 per cent. This plan, briefly, pro- 
vides that the automobile dealer may 
take notes from individuals and sell 
these notes to the bank with his endorse- 
ment thereon, thus providing the bank 
with two-name paper which is secured 
by the car. The loans on these deals are 
made out of the trust fund already re- 
ferred to. When the loan is made by 













AUTO CHATTEL MORTGAGE APPLICATION 


To 

FULL Name of Purchaser.. 
Residence Address .... 
Business or Occupation 
Business Address... 


By Whom Employed (Firm's Name) 
Reference...... 


Address 
Car Kept pest 
Car Used for What Purpose.. 

Type of Car . 3 
No. and TYPES of EXTRA BODIES 
Cost of 


Accessories... 








List Price... 








Cash $....... 












By Salesman 


This loan application is always used when the borrower applies for a loan. 
in making its loan by information shown on this application. 


FARMERS’ TRUST COMPANY 


s ....Bus. Phone.. 


Price Paid 


Incumbrance.. Insurance... (Fire and Theft.) 
Note: Insurance covers only actual cost of car. If any additional is wanted 


for accessories, etc., please advise us. 
TERMS 


. Per Month $ 


No. of Notes Ge o....=, Ns. of $ Insurance 
Date of Notes * First Due ....Last Due... 
Town... es Pate........:. .......... Insurance Bound 
Agent... Loans Approved ..._. 





the bank, the dealer is required to assign 
the car to the bank and a condition of 
the loan is that all of the insurance on 
the ear shall be written by the bank. 
Within four months after this plan 


.Was inaugurated by this particular In- 


diana bank, profits of $5000 had been 
accumulafed, these profits coming from 
insurance premiums, from a brokerage 
fee and from interest charged on the 
loan. 
This 


Indiana bank feels that the 


(Continued on page 61) 


Loan No... 


...Res. Phone.. 
...Age........Married...... 


Jee Salary. 
Phone No....... 
.....Public or Private Garage 
Motor be ismageeed 
Additional Cost $.... 


Additional Insurance .. 


“a 


Policy No. ..... 


Interest 


Papers Approved.. 


Applicant. 


The bank is guided 





















BANKERS MONTHLY for JULY, 194 


GETTING BANK WAGES ON 


THE RIGHT BASIS 


One tendency which contributes to the present great variation 
in salaries for the same class of work is the practice of deter- 
mining wages on personal qualities to the exclusion of job itself 


W AGES and the cost of living have 
been playing “battledore' and 
shuttlecock” with each other for the past 
several years. Each is at the same time, 
eause and effect on the other, notwith- 
standing the superficial reasons fre- 
quently advanced either to justify wage 
increase or to explain the increased cost 
of living. There is much loose talk 
about the increased cost of living and 
inereased wages. Comparison can oniy 
be made of re!ated quantities, and in 
order to determine any real significance 
between living costs and wages, an anal- 
ysis must be made of the wages of par- 
ticular groups and the prices of the com- 
modities which they consume. The wages 
of some classes of workers have un- 
doubtedly advanced more rapidly than 
the cost of living; others have doubtless 
kept pace with it; and still others have 
lagged behind. Evidence seems to show 
that in most eases, bank employees are 
in this last named class. 

A ready explanation for the price of 
any commodity or service, is that the 
price is determined by the equation of 
supply and demand. The real exp!ana- 
tion must be found, however, in an anal- 
ysis of the factors and forces which 
determine this demand and supply. The 
following table shows the wages of dif- 
ferent grades of bank employees in re- 
presentative banks in the various sec- 
tions of the United States. Preliminary 
to a discussion of the facts in this table, 
let us briefly outline some of the more 
important factors both on the side of 
demand and supply which determine 
these wages. ? 

The war, as in every other case, had 
its effect upon the supply of bank em- 
ployees. Many young men either were 
drafted or voluntarily enrolled for ser- 
vice. While banks in general followed 
the policy of re-employing those who 
had been in the service whne they re- 
turned, yet many of these former ew- 
ployees went into other lines of busi- 
ness—especially into those industrial 
fields where the remuneration was much 
Yigher. Doubtless other factors are 
responsible for some of these old em- 
ployees not seeking their former posi- 
tions. 

The experience of the war, for ex- 
ample, roused them in many ways, and 
made many quite unwilling to go back 
into the hum-drum and routine of bank 


By W. F. GEPHART 


Vice-President, First National Bank, St. Louis 


service. Their places were taken, :n 
many eases, by women who often did the 
work quite as well and in many eases, 
even better, than the male employees, 
for in many cases a first rate woman did 
much better work than a second or third 
rate man who was formerly doing the 
task. Then too, it has been a gain all 
around for many of these vigorous 
young men to take up a line of work 
where their physical and other masen- 
line qualities were in greater need and 
could be better rewarded than in the 
clerical position of a bank. The per- 
centage of female employees in ba: k 
work is yet relatively small and doubt- 
less does not exceed 20 per cent but it 
has been enormously increased during 
the war period. 

There are yet many lines of work in a 


bank which might well be done by 
women, and ‘which will doubtless in 


time, be done by them as gradually the 
prejudice against women employees in 
banks is removed. It is difficult to 
assign labor characteristics to men as 
distinguished from women, but in a ger- 
eral way, it may be said that the rank 
and file of women employees have a 
greater disposition to be neat and care- 
ful and systematic—two characteristics 
which have an important place in the 
operation of a bank. 

As will be shown later, there is a very 
large amount of the work of a bank 
which is of a routine, clerical character, 
especially in the larger banks where the 
employee has little or no oceasion or 
opportunity to use originality, but has 
a relatively simple task to perform in 
a specified manner. Most of these tasks 
do not require any large amount of 
physical strength or endurance and for 
this and other reasons, women ought io 
find an increasingly large place in the 
service of banks, ihus setting free an in- 
creasing number of male bank employees 
for factory and other business positions 
demanding qualities of physical strength 
and others which are associated with 
the male worker. It will doubtless be 
some time before bank officials will be 
willing to place women in the windows 
as tellers and in other positions where 
they come more directly in contact with 
the public. The patron of a bank will 
continue to associate the banking busi- 
ness with such peculiar physical - and 
business qualities as are supposed tu be 


associated with men, but there is ofte 
little to justify even these patrons, e. 
cept popular prejudice. 

There are certain characteristics aboy 
the work of a bank, other than th 
wages, which very greatly affect the sup 
ply of employees and tend to secure fy 
banks that number and grade of en 
ployees which they demand. Amory 
these may be mentioned the following, 

(a) The social status which ban 
work gives to employees, both men ani 
women. Banking has long been as» 
ciated in the minds of the populace. wit 
wealth, and therefore the employees an 
in general, greatly respected by ther 
fellow workers in other lines. A youy 
woman, for example, will accept a de- 
ical position in a bank at a much kes 
wage than she could receive as a 
mestic or department store worker, b 
cause she is not willing to be knom 
among her associates as a wage eame 
of this type. In other words, a partd 
her income is a psyehie income. Like 
wise young men will enter a bank 
very small wages rather than a factory, 
both because of the dignity of the pos- 
tion and because of the lure of the big 
prize in the form of an officer's pos 
tion. 

(b) This may be considered as t 
second factor determining the supply ¢ 
bank employees—namely, the theoretical 
opportunity that an employee has @ 
becoming an officer. The mathematic 
chance is a very small one, but just as4 
young man is lured into medicine bt 
learning of the enormous fee a famous 
surgeon secures, or into the legal pr 
fession by the knowledge of the large 
retainer fee, so many young men go into 
the banking business, and are content 
spend many years at very moderate 
salaries partly because they hope that 
they may be made an officer sometime 
in the future. 

(ec) In the third place the agreeable. 
ness of the work attracts employes 
This expresses itself not only im 
working conditions but also in the clea 
liness of the work and the relatively 
agrecable character of their associates 

(d) Another factor is the shortnes 
of the hours and the vacations Wi 
are usually. a part of a bank’s polit 
There is also usually a very ! 
policy with respect to payment of wage 
during absence, either of a tempor] 
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WHAT THE BANK WORKERS ARE GETTING 




































Bank | — Tellers Bookkeepers Stenographers Machine Operators Clerks % | — | Telephone | Floor- Messen- 
a Sorters | Operators men gers 
| Class A | ClassB | ClassA Class B Class A | ClassB | ClassA | Class B 
—_— | ee ee ee | _ } 
A | 2750-2850 | 1600-2700 | 1600-1700 | 900-1320 | 1020-1380 |............ 720-1020 |..........] Chief Clerk -2400 | 600-1500 | 900-1200 |1380-1560 | 600- 900 
B | 3600-8500 | 2475-2900 | 2100-2500 | 1500-2000 | 1300-1500 900-1950 | 750-1250 750- 900 |1200-2500 | 750-1150 | (Clerks) [1150-1400 1250-1500 | 750-1000 
C | 4500-12 M | 2500-5000 | 1900-2500 1400-1800 | 1500-2000 | 1200-1400 | 900-1100 | 600- 800 |2000-3000 | 600-1900 | 800-1500 1000-1800 }1200 .... | 900-1500 
D | 4200-6500 | 1680-2640 | 1500-2460 | 900-1620 1500-2100 | 720-1440 | 960-1320 | 600- 900 1200-2100 | 600-1140 | 600-1200 | 840-1860 960-1260 | 360- 660 
E 3400-4750 1200-2400 | 1080-1900 | 5 aiken aide | 1200-2200 800-1320 (1100-1500 |......... 11200-2800 800-1500 | ase ae anita wars |1200-1750 480-1100 
F | 7000.... | 1800-3300 1800-2000 | 1200-1700 | 1800 .... | 1200-1500 |1200 .... | 900 .. {1500-3000 | 900 .... | 900-1200 |1200 .... |1500-1800 | 900 .... 
G | 4200 .... | 1200-2100 780-1320 | 600- 780 900-1300 | 600- 900 | 780- 900 | 600- 780 |1100-1900 | 600-1100 | 720-1000 | 900-1100 |1200 .... | 720-1200 
H | 4500-7000 | 2400.... | 1350.... | 950... | 2000 .... | 950-1500 [1300 .... | 950 .... |1800-2500 |1000-1800 [1200-1500 [1100 .... |1500 .... | 840 .... 
is ofte I 2500-5000 | 1800-2400 1200-1500 | 1000-1380 | 900-1500 |............ |1000-1500 700-1000 |1500-2000 | 700-1500 |1200-1800 1000-1200 |1200-1800 | 500-900 
ons, ey J 3600-7200 | 1500-2700 | 1200-1500 900-1200 | 1200-1500 | 720-1200 | 840- 960 | 720- 840 |1080-1440 | 720-1080 | 720- 960 | 780-1080 |1380-1500 | 420- 720 
, tien sa o-0 | 1560-4200 | 1400-4500 900-1320 1380-2040 | 900-1260 |1080-1300 | 780-1080 | 780 .... \1560 .... |.......... | 960-1050 |1200-1500 |. 480- 720 
L 5000-6000 1500-2400 | 1440-1800 900-1080 | 1200-1800 | 900-1080 | 780- 900 540- 780 | 900-1500 SS OE Boise tiaxe. ces | 780- 900 oe ae 
es about M 3300-4800 | 1600-2900 | 1500-2100 | 1000-1400 | 1400-2500 | 900-1350 | 900-1200 | 720- 850 |1800-3000 | 900-1200 | 720-1000 960-1200 |1200-2400 | 480- 900 
han th N | 4000-5400 | 960-2820 1500-2000 | 1080-1500 | 1080-1320 780-1020 | 900-1100 | 600- 900 |1020-2640 | 600-1020 |1000-1500 | 840-1020 |1080-1560 |.......... 
the s 0 | 3000-4200 | 1200-2280 | 1500-2000 420-1500 | 1200-1680 | 840-1080 (as Book|keepers) {1200-2400 | 480-1080 | 840-1200 | 900 .... 1020-2000 | 300- 360 
€ Sup P 2500-4000 | 1800-2100 | 1500-1680 780-1350 | 1200 .... | 780... | 780- 900].......... /1200-2000 | 600-1200 \*600-1080 780 .... vokcieiesaiee 480- 600 
eure for Q 3600-5000 | 1500-2700 | 1800-3000 | 1500-1800 | 1500-1800 1200-1320 (1500-1700 |1000-1400 1000-1800 | 900-1200 | 700- 900 | 900-1000 |1320 .... | 600-900 
of en R | 3000-3600 | 1200-2100 | 1200-1440 960-1200 | 1200-1500 | 840-1200 960-1200 |.......... |1200-1620 | 840-1080 | 960-1080 | 960 .... |1020 .... | 660- 840 
Amon 8 5000-7500 | 1800-3600 | 1500-1680 |............ | 1500-1860 |............ 1080-1500 | Siac gaenn |1080-1800 | peisiauineteats 11020-1200 ee ..++ {1680 .... | 900-1080 
lowing r | | | pa Prey 
a Weighted average 4472 2232 | 1692 1210 1460 1066 1084 817 | 1736 1000 1100 | 1071 | 1422 734 
| | | 




















NOTE: Banks A to C are in the East. 


el assy Banks D to N are in the West and Middle West. 
ace. with Banks O to Q are in the South. 

yes an - Banks R and S are in the Far West. 

by ther 






This statistical study, prepared by the First National Bank of St. Louis, Mo., is the most interesting contribution yet made to the much discussed 
question of salaries for bank employees. The banks have not kept pace with other lines of industry in adjusting salaries to meet the constantly 

cost of livin » and the result has been an astonishing turnover of labor. In one large bank, for instance, the turnover last year was 42 per 
cent and this is typical in some degree of the disturbances that have occurred in other banks. True, a large number of banks have given bonuses 










nuch les and provided group insurance, pensions, and other attractions in order to keep the working force contented. Still the fact remains that wage levels ° 
& have remained low as compared with other lines of business. 
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nature or of those extending over a 
period of several months. All this con- 
stiously or unconsciously enters into the 
cileulations of bank employees and 
considerably affects the supply of labor 
flowing into the banks. 

(e) Another factor affecting the sup- 
ply is the ease of learning the work. 
That is to say, a new employee can be 
taken into a bank and assigned to some 
phase of the work which can be readily 
learned and as he continues in the serv- 
ie of the bank he gradually learns the 
work of other departments. He is be- 
mg paid, in other words, for his ap- 
prenticeship work. In the larger banks 
this is especially true, where division 
of labor has proceeded to such an ex- 
tent that large numbers of employees 
may come and go without seriously im- 
s the efficiency of the organiza- 

In this connection the labor turnover 
may be discussed. For reasons in part 
slated above, and in other particulars 
Well recognized, the labor turnover in 
the larger banks during the past several 
Years, has been very high. From a 
limited investigation of selected banks, 
this found that not infrequently 50 per 
tent of the present employees in a bank 
Were not in any bank’s employ three 
Tears ago. Labor turnover in an in- 

plant always means a consider- 

Mle degree of inefficiency. That is to 
§Y, the coming and going of workers is 
i expensive. To a certain extent this 
fue even in the case of a bank, but 


not to the extent that-might be imagined, 
assuming that the bank is well organized 
in its departments. If the various de- 
partments have at their head a com- 
petent than and an assistant to take 
his place when he is transferred or re- 
signs, and such additional employees de- 
pending upon the importance and size 
of the department, the resigning or 
transferring of a considerable part of 
the force does not lead to any large de- 
crease in the efficiency of the depart- 
ment. In other words, if the skeleton 
of the department is maintained at all 
times, consisting of the department 
head, his assistant, and a certain addi- 
tional number, there can be a high turn- 
over in the department without impair- 
ing its efficiency to any large degree. 
This is true because much of the work 
is of a routine, clerical character and 
under proper supervision can soon be 
learned. 

There are other factors which affect 
the supply of bank employees, such as 
the practice of many banks of insuring 
their employees, the payment of a bo- 
nus, or profit sharing. The bonus and 
profit sharing has been adopted by 
many banks during the past several 
years because they believed—and rightly 
so in many cases—that the wage of bank 
employees had not kept pace with the 
increased cost of living. This has been 
an expediency to meet the situation 
when it took the form of a bonus al- 
though it may be questioned whether, 
after a bonus has been paid a number 


of times, it does not lose most of its 
psychological,’ as well as its practical, 
force. True profit sharing can have 
only a limited scope in the banking busi- 
ness, but to this subject considerable 
discussion needs to be given. 

On the demand side of the equation, 
it is found that the growth of the bank- 
ing business has been such as to require 
a marked increase in the number of 
employees; notwithstanding the intro- 
duction of labor-saving machinery of 
many kinds in the banking business,’ 
yet much of the work is of a character 
which requires direct human labor. The 
human factor will always be an import- 
ant one in transacting the work of a 
bank. Mechanicab devices may be used 
even to a larger extent than at present, 
but so much of the work of a bank 
is of a personal eharacter that it must 
be transacted by men and women. Be- 
cause of the character of bank work, 
certain qualities such as honesty, fidelity, 
and trustworthiness, occupy or should 
occupy, a high place and should be a 
factor in deciding compensation. It 
is doubtless true that most of the work 
in a modern bank is. of a routine, cler- 
ical character, and therefore does not 
require ability of a high order but, be- 
cause of its personal and fiduciary char- 
acter, such qualities as honesty and 
fidelity are very important and should 
be rewarded in much the same manner 
that original ability in other positions 
is awarded. 

There is however, in many respects, a 
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tendency to over-emphasize mere length 
of service as a factor in determ- 
ining wages and salaries in bank work. 
It has been stated that much of the 
work of a bank ean be done as well after 
six months of service as after six years, 
and therefore it is not so much length of 
service in a particular position that 
should be rewarded, but rather such 
qualities as trustworthiness, honesty, 
and a proof of ability to be transferred 
from lower to higher, and still higher, 
position. That is to say, more careful 
analysis of what the particular work is 
worth, regardless of who does it, should 
be made in determining wages in banks. 
The analysis should begin with position 
and not with person. The personal fac- 
tor is important in determining the 
transfer from position to position and 
automatically the salary will be in- 
creased, because the higher wage is at- 
tached to the more important position. 
It is remarkable the extent to which 
length of service in merely routine work 
has been rewarded in the banking em- 
ployment. 


This policy is certain, as the banking 
business becomes more highly competi- 
tive and commercial in its character, to 
affect the general character of the bank 
employee. Banks frequently complain 
that they cannot get young men of abil- 
ity to fill the more responsible positions. 
This is undoubtedly the case, and not 
the least explanation of it is that the 
bank officials have not taken the trouble 
to train promising young men who had 
growth in them, and promote them on 
the basis of proven ability, rather than 
giving precedence to some one who has 
been in the service longer. There is 
great danger that even a promising 
young man may become a mediocre if 
he is permitted to remain too long on 
unimportant work. It is not to be ex- 
pected that the rank and file of men and 
women who remain in the banking busi- 
ness will be of first rate character, be- 
cause many positions in the bank re- 
quire only second and third rate ability 
and the very force of competition will 
bring the character of employees down 
to the level of the character of the work. 
One of the most discouraging places a 
young man can enter for his business 
sareer, has been in the large commercial 
bank in the metropolitan districts, be- 
eause too many such banks do not have 
the organization which finds men of first 
rate ability and sees to it that they are 
given a chance to display it in positions 
of increased responsibility. 


What the banking business needs most 
is better internal organization and anal- 


ysis of the job and of the man. There 
are too many square men in round holes, 
in the banking business. There is too 
little opportunity for the promising 
young man and woman to secure ad- 
vancement in the banking business. 
There has been too much nepotism in it 


to attract young men without influence 
and friends. It has been a brave teach- 
er who would advise his most promising 
graduate to enter the banking business 
unless he has some assurance that a 
particular bank, or someone in it, would 
keep an eye on him to see that he really 
had a chance to learn the business. Es- 
pecially is this true of the larger banks. 
The shortest road to the better position 
has often been by way of the smaller 
bank where the young man had an op- 
portunity. to see and take part in the 
workings of all departments of the busi- 
ness. 

Attention may now be directed to the 
accompanying table which is in itself, 
largely explanatory. In caleulating the 
weighted average in connection with the 
table, certain unusual salaries which 
were paid only to one man for a par- 
ticular kind of work, were disregarded. A 
study of this table shows many interest- 
ing aspects of bank salaries. There is, 
for example, great variation in the wages 
for particular groups of employees. 
This is due to a number of factors 
among which may be mentioned the ab- 
sence of a standardization of bank work. 
The banking business is proverbially 
conservative, and very properly so. 
There is, however, some reason to believe 
that this conservati4m has expressed 
itself in some undesirable respects. 
There is a tendency for example, to 
neglect the purely organization side of 
the bank and a disposition to follow 
practices of the past which have little to 
commend them except their age. In 
other words, the banking business as a 
business, is not as well organized as 
some other lines of business, from the 
standpoint of internal efficiency. It is 
not urged that it is capable of such 
standardization and organization as 
certain other types of businesses for the 
particular type of bank organization is 
largely a result of the volume and char- 
acter of business which the particular 
bank has to transact. Nevertheless, com- 
paratively little attention has been given 
to the internal efficiency and organiza- 
tion of bank employees’ work. 

Another factor contributing to the 
great variation in salaries for the same 
class of work, is the practice of determ- 
ining the wage to a considerable degree 
on the basis of the personal qualities of 
the employees to the exclusion of the 
job itself. A particular employee may 
be an unusually good man for a parti- 
cular grade of work and yet not qual- 
ified for a higher position in some other 
department which normally carries a 
larger salary. The result frequently is 
that his salary in the particular posi- 
tion is inereased on the grounds that 
he is a very good man in that job and 
has. had years of service. The result 
often is that one or more men, as, for 
example, a teller, may be obtaining a 
salary out of all proportion to the aver- 
age salary paid for tellers, although the 


actual work which he does in compari- 
son with other tellers, does not Justify 
such a difference. q 

As a result, the opportunity for jp. 
vidious comparisons are frequent, and 
are productive of much dissatisfaction 
among bank employees. Individual com. 
parisons are all the time being made 
among bank employees and the individy. 
al employer frequently is not able to 
justify the discrepancies. This and simi. 
lar difficulties, arise from a failure to 
analyze the job itself and determine with. 
in certain ranges, what the work by its 
very character, is worth. Then again, 
there is the disposition to emphasize 
length of service in itself as a basis for 
increased salary. To the extent that 
length of service means increased effi- 
ciency, proven honesty, and trustworthi- 
ness, there is some justification for such 
a policy, but many positions in a modern 
bank can be filled as well after a short 
period of service as after a long one, 
In any event there is no direct relation 
between increase in efficiency and in- 
crease in length of service. 

The banking business is peculiarly an 
easy one in which to establish promo- 
tions on the basis of proven worth. Not 
only are there many classes of work to 
be done requiring different grades of 
ability and efficiency, but also within 
many of these groups there are grada- 
tions in the character of the work. For 
example, different grades of bookkeepers 
are needed. Then too, another peculi- 
arity of the banking business is that 
young men and women may be taken 
into it and gradually and progressively 
promoted to more responsible positions. 
There is an unusual opportunity in the 
process of training young men and 
women to select the most deserving and 
to promote them to the more responsible 
work. In other words, the banking 
business has less excuse than almost any 
other type of business for not having a0 
efficient organization. If the merit sys 
tem is really established, and analysis 
made of the character of the work to be 
done and the particular qualities of re- 
spective employees to do it, every bank 
ought to have an efficient organization. 


Hear: Hear! 


A very dear friend of ours, who 
knows all about printers, sent us this 
story: “A very rich printer (hear! 
hear!) who‘owned a twelve-story apart- 
ment house without mortgage on Fifth 
Avenue, was looking for a janitor. 
dark-skinned gentleman applied for the 
job. After some preliminary investi- 
gation, the very rich (again hear!) 
printer said to the tanned son of Ham, 
‘All right, I will hire you. Be here om 
Monday morning ready to go to work. 
I will pay you what you are Wo 
The near-janitor hesitated. ‘Ah don't 
jis know ’bout dis payin’ what Ist 
worth, Boss, I’se gittin’ more where I 
is now.’ ”--Printology. 
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FASTEST GROWING BANKS 
ARE STEADY ADVERTISERS 


(Continued from page 32) 


Each bank is frankly competing with 
other banks for business, and it seems 
to me that a bank which does not ad- 
vertise is at a marked disadvantage in 
competing with banks that do—but let 
us look into this. 

When a person decides to open a 
bank account, he will generally be drawn 
into some particular institution by one 
or more of the following influences: 
Proximity of the bank to his home or 
place of business; the physical appear- 
ance of the building and banking quar- 
ters; acquaintanceship with officers or 
employees of the bank; the recommenda- 
tion of a friend; the general standing 
of the bank; personal solicitation by 
someone connected with the bank; AND 
advertising. In this list, advertising is 
properly placed last and is likewise 
properly connected with all the prior- 
named influences by the conjunction 
“and,” because, in addition to its own 
definite effect, advertising backs up and 
strengthens every other influence that is 
working for new business. We may 
admit, without prejudice to the value 
of advertising, that as a rule a prospec- 
tive patron would be more directly in- 
fluenced by the ‘recommendation of a 
friend, or by acquaintanceship within 
the bank, than by any advertising the 
bank, itself, might do. Yet, even this 
rule is not without its exceptions, for 
the printed word exerts a power over 
the minds of some people that no spoken 
word ever can. 

But the principal advantage of ad- 
vertising over other methods of attract- 





Banking Executive 


Wanted 


Man with thorough 
knowledge of banking and 
financial institutions; one 
who has had extensive ex- 
perience in handling cred- 
its; one who can produce 
high-grade credentials for 
executive ability; one who 
can handle men as well as 
money; one who is fully 
qualified to direct the finan- 
cial affairs of an eastern 
corporation whose business 
is figured in millions can 
make a desirable connec- 
tion. Only men who can 
qualify for high type posi- 
tion and commanding sal- 
ary need seek interview. 


Address, P. O. Box 1569 
BOSTON MASSACHUSETTS 
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ing banking business to a particular in- 
stitution lies in the feasibility it offers 
of presenting the bank’s message to 
greater numbers of people of all classes 
during their leisure periods, and at a 
lower cost per person than is possible 
by any other means. The banker who 
will consider the list I have given of 
influences which attract new business to 
the particular institution, supplement- 
ing this list as his own experience in- 
dicates, will discover, that the non-ad- 
vertising bank must fail to get the 
proverbial look-in at a great volume of 
business which naturally goes where ad- 
vertising cordially beckons. Between a 
bank which publicly invites business, 
and one which does not, why should any 
normal person, other things being equal, 
choose the one which is literally un-in- 
viting? The advertising banker must 
play the host to business. The public 
knows it, and he knows it, himself. 
Wouldn’t you, for example, be greatly 
surprised if, upon entering a widely 
advertised bank, you encountered lack 
of efficiency or of courtesy? You would 
—and so would I. 


You unconsciously anticipate the best 
of service from an advertising bank— 
because the fundamental fact that the 
bank is inviting business, considered 
wholly apart from any favorable im- 
pression gained from the copy itself, 
is a warranty of the right attitude 
toward the public. And, in this con- 
nection, there is another point which 
should be remembered: Banks, because 
of the nature of their transactions, are 
foreed to exercise precautions which 
often seem unnecessary to outsiders. 
This, coupled, perhaps, with the psy- 
chological effect of cold marble and 
hard bronze, causes the average person 
to think of a strange bank as a frigid 
and formal institution. That idea can 
be dispelled by advertising, for such is 
the subtle effect of good copy that we 
gradually come to feel that we know 
intimately the institution being ad- 
vertised. It is usually the case that 
these impressions cannot be traced to 
advertising at all; or to say it other- 
wise, the human mind comes gradually 
to accept the advertiser’s estimate of 
himself, without being aware of the fact 
that advertising is the basis of that 
estimate. 


There are other reasons why every 
bank should advertise; but, after all, 
isn’t argument on this subject somewhat 
like establishing by geometrical proof 
the theorem that a straight line is the 
shortest distance between two points? 
To the schoolboy, it always seems use- 
less to prove this straight-line theorem 
by abstruse argument, when all one 
need do is actually measure a straight 
line and a crooked line between the 
points, and thus quickly and directly 
learn the truth; and it likewise seems 
to me that the maxim, “It pays to ad- 


vertise,” is best tested with respect tp 
banks by applying the measure of a. 
complishment. Any person who looky 
about him in his community—who, in 
addition, investigates other communitig 
—will discover that the fastest-growing, 
the most progressive banks, are the one 
that advertise. This condition, y 
broadly existing, cannot be mere ¢ojp. 
cidence. Just call to mind some bank 
you know that for a long time lay 
virtually dormant, then suddenly can 
to life, and began to forge ahead. Th 
chances are about ten to one that t 
begin advertising was the first step jp 
the process of revival, and that, whe 
the advertising campaign got unde 
way, people began to say, “Why, th 
Fourteenth National Bank is waking 
up!” Isn’t this correct? 


Bank advertising costs money: Thi 
is admitted; but bankers who are dis 
mayed by the expense should remembe 
that the costs of procuring a new é& 
posit account should properly & 
charged against the whole period dw. 
ing which the account remains at th 
bank. With the merchant or mani 
facturer, on the other hand, the selling 
costs of a given period are proper 
charged against the profits from sals 
effected during that period—except, o 
course, that “good will’ in an estab 
lished business may assume a more ot 
less tangible value. 















American Teeth in World Markets 


The prohibition of importation of a 
tificial teeth into France upon th 
ground that they are “luxuries,” ani 
may therefore be excluded by law wil, 
says a statement by The National Cit 
Bank of New York, affect a growing 
industry and export trade of the Unite 











States representing several milli 
dollars. 
The United States, continues th 





bank’s statement, is, and has been for 
several years, the world’s largest mat 
ufacturer of artificial teeth, and ha 










of teeth in the last decade. 
factory value of artificial teeth tumed 
out was over $4,000,000, and is now 
probably running at double that sua, 
making it quite apparent that our out 
turn of artificial teeth during the las 
decade exceeds $50,000,000 at factory 
prices. Indeed the value of the exports 
of this class is now running at the rale 
of nearly $500,000 a year, and they 2° 
to every grand division of the world, 
and are scattered broadcast from 
Russia to Oceania, and from Japan # 
South America. 














New Chase Bank Director Named 


Kenneth F. Wood, of Providence, & 
I., has been elected a director of 
Chase National Bank of New York # 
fill the vacancy caused by the death of 
Frank A. Sayles. 
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PRACTICAL AIDS THAT 
WILL HELP THE FARMER 


(Continued from page 24) 


five to ten-fold. The production of 
fruits, berries, potatoes and vegetables 
suffers an enormous reduction because 
of the lack of spraying material and 
spraying machinery. It is the duty of 
the bankers in the large cities to secure 
the manufacture and timely transporta- 
tion of the full quantity of food needed. 

Bankers in every state have found 
pleasure in fostering farm boys’ and 
girls’ clubs, such as pig, calf, poultry, 
beef, dairy, corn, potato, peanuts, can- 
ning, bread-making and garden clubs. 
These clubs have returned good profits 
to their young members, have interested 
the boys and girls in farm life and in- 
creased farm production. The bankers 
should exert themselves more extensively 
in forming these clubs and in making 
them have a greater influence, as less 
than one farm child in every hundred 
has been reached through this medium. 

Many bankers have promoted bettex- 
sire community clubs that have brought 
into localities, needing it, a marked im- 
provement in selecting, breeding and 
feeding farm animals. There is yet an 
opportunity to organize five or six 
million community and boys’ and girls’ 
clubs. 

Many bankers have either brought or 
had others bring into their communities 
good seed in ecarload lots for distribut- 
ing at cost. This work is needed every 
year for most crops in all parts of the 
farming districts in this country. 

Corn furnishes two-thirds. of the total 
value of all grain crops raised in the 
United States. The average yield in 
the :United States is 26 bushels an acre 
and the highest average for any state 
is that of Iowa, 33 bushels. The average 
yield per acre has not been increased in 
fifty years. The work of the United 
States Department of Agriculture, the 
Agricultural Colleges and Experiment 
Stations, the Farm Press, County Farm 
Demonstrators and seed breeders has 
been barely sufficient to offset the de- 
crease in yield caused by the natural 
loss of fertility from continued crop 
growing. 

Experiment Stations and our best 
corn raisers have demonstrated that 
practical methods of rotations with soil 
building crops like the clovers, plant- 
ing of high yielding strains and good 
cultivation will produce double the 
present yields and lower the production 
cost per bushel. 


In leading corn states the average 
stand after the last cultivation is only 
60 per cent, that is, for each 100 acres 
prepared, planted and cultivated there 
are 40 acres on which not a single stalk 
is growing. In other words, in the fifty 
million acres planted to corn in these 
states, there are twenty million acres on 
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which all the cost of producing a crop 
has been expended without having a 
stalk growing on it. 

The present yield of corn in the 
United States could either be produced 
on half the land, or double the quantity 
produced on the present acreage by 
practical methods that would reduce the 
eost per bushel. This also is a job for 
the bankers. 

The cotton crop of 1919 was worth 
two billion dollars and the southern 
farmers, bankers and business men are 
awed by their great accomplishment in 
raising and marketing a crop of such 
value. Yet the average yield of lint 
per acre was only 155 pounds. In three 
years of strong, efficient propaganda for 
good seed and proper fertilization by 
the bankers of the cotton states, the 
average production could be raised to 
250 pounds an acre by methods that 
could be taught the most ignorant negro 
field hand. This means that the present 
acreage could be made to produce seven 
million bales more or the present pro- 
duction could be raised on thirteen 
million less acres with a corresponding 
reduction in cost and number of laborers 
needed. Bankers in the cotton states, it 
is up to you to get this done. 

A large part of the fifty. million acres 
seeded to winter wheat in this country 
is prepared in September or later. Prep- 
aration of the land in July increases 
the yield over September preparation 
an average of nine bushels an acre. 
Should the bankers induce the wheat 
growers to prepare their land in July, 
it would add to the food supply the 
flour from more than four bushels of 
wheat for every man, woman and child 
in the United States. In this worth your 
while? 

Hessian flies reduced the yield of 


, wheat in Missouri alone in one year six 


million bushels and a_ proportionate 
amount in the other winter wheat states. 
It is doing an enormous damage this 
year. Methods which will prevent the 
loss of a single bushel of wheat by this 
insect can be used by every wheat 
grower without one cent additional ex- 
pense and these methods will increase 
the yield and decrease the cost of pro- 
duction per bushel. Bankers in the 
wheat belt, you are guilty of being 
asleep while on the post of duty in not 
preventing the loss when there is such 
an urgent need for food. 

Conditions similar to those concern- 
ing corn, cotton and wheat exist with all 
other farm crops and call for strenuous 
activity from bankers and banks. 

Go any day to any of the large stock 
vards and see the overwhelmingly large 
proportion of beef cattle that are scrubs; 
poorly fattened animals and canners, the 
result of inexcusable failures in breed- 
in. Colonel William Nelson, founder 
of the Kansas City Star, bought scrub 
canner cows and, by the use of well-bred 











BAN] 
er 
beef bulls, marketed from the third gen. this § 
eration fat steers 18 months old that B the r 
weighed 1,200 pounds each. The equip. tail s 
ment and methods used are practical for indivi 
every beef-producing farm in this coup. tract 
try. comm 
Only one-third of the dairy cows jy oper’ 
the United States make a profit. An. de 
other third produces less value in milk § shoul 
than the food will bring that they eop. sary 
sume. The country banker in a dairy Bin fe 
district can find a steady, long job that To 
will regularly increase his and his cus. and 
tomers’ profits in getting his customers — The 
to breed, select and feed their herd B the: 
until ninety per cent of the cows av jna 
kept at a profit. the | 
Only one farm in six has pure-bred prof 
herds of hogs. Some feeders get ten A 
pounds of pork from a bushel of com® intl 
and others fifteen pounds. The cou. capi 
try banker should appreciate that his {equi 
work to increase profits from hog rais- I. ope 
ing brings quicker returns to his ens whe 
tomers and his bank than with any other out 
kind of livestock. mu 
The farmers get on an average less ser" 
than 35 cents out of each dollar that the Th 
consumer pays for farm-produced food. of | 
The farmer has a large investment, ing 
carries risks for twelve months from J by 
storms, drought, insect pests, plant and sur 
animal diseases, breakage, depreciation, " 
interest and the time of his family, while Bj; 
the men who get the other 65 cents out of po 
the dollar, hold most of the farm prod §  ¢h 
ucts but a few days and sometimes, only Bo) 
for hours. The farmer will not endure § fg, 
this condition much longer. en 
There are enormous losses in food § fg 
value from poor quality, grading and th 
packing. There is a great waste in food in 
products during transportation from ar 
farmer to consumer. With our urgent Bj 
need of more food, the bankers must e 
become the leading factor in securing ¥ 
better marketing. a 
The agricultural problems that [ tl 
have outlined above are not the big \ 
ones. They are the ones that should t 
come to the banker in his daily routine 
just the same as receiving deposits and 
cashing checks. The bankers have two 
great lines of work which they must do 
for the farmers and for all those who 


eat and wear clothes made from cotton 
and wool. 


The bankers in each farm community 
district in the United States should get 
together, employ experts and these ex- 
perts’ and successful farmers in the 
neighborhood should make a survey of 
the farm and unused land adapted to 
farming in the district; determine the 
use of each tract that will bring the 
largest food production and profits to 
the farmers under present conditions 
and the lines of development of the 
prosperity that will seeure highest pro 
duction and greatest returns through 
the nest twenty-five years. 

Ample time should be taken to make 
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this survey accurate and complete and 
the reommendations safe. Every de- 
tail should be discussed openly by the 
individuals owning and operating each 
tract and by the other members of the 
community. As fast as the owners and 
operators of the different properties de- 
de on permanent plans, the banks 
should get behind them to furnish neces- 
sary support and to insure persistence 
in following the plans. 

Too much farming is done hit or miss 
and without other than temporary plans. 
The tactful banker can easily secure 
the co-operation of his farm customers 
in a survey like the one suggested and 
the benefits in increased production and 
profits will be large. 

All but a small fraction of the farms 
inthe United States are seriously under- 
capitalized. They have neither the 
equipment or working capital to be 
operated economically or to secure any- 
where near maximum production. Their 
output because of lack of capital is as 
much below what it should be as is the 
service given by the weakest railroads. 
These conditions reduce the production 
of food and the raw material for cloth- 
ing and increases the cost of both, there- 
by affecting unfavorably every con- 
sumer in our country. 

Take my own state, Arkansas: There 
is a need for double the amount of 
power on the farms, for farm buildings 
that will shelter the farm families as 
comfortably as city families and store 
farm products without the present 
enormous annual loss. Almost every 
farm needs a large amount of fencing, 
the creation of fertile pastures and an 
increase in meat and milk producing 
animals and poultry. With few excep- 
tions, all the farms need a complete 
equipment of large farm implements. 
Much tile draining is needed and pro- 
duction and profits on three-fourths of 
the total area in cultivation would be 
largely increased by the application of 
two tons of crushed limestone per acre. 

Arkansas farmers need in the next 
five years to produce the food, cotton 
ad meat that the cities of the country 
will require from our proportion of the 
tillable land of the United States, a mini- 
mum of four hundred million dollars 
for investment. Other states have equal 
or greater needs. Unless the capital is 
furnished and spent in the best manner, 
the people in the cities will not have 
food enough and there will have to be in- 
Yeted in permanent improvements and 
{quipment on the farms of this coun- 
tty at least six billion dollars. 


To provide this money and insure its 
lent expenditure is not the work of 

8, but of bankers. Banks assets 
must be kept liquid and not tied up in 
Permanent investments. The bankers in 
money centers should work out this 
Problem just. as they did those of the 
General Electric Company, the United 


Steel Corporation, the Union Pacific 
and similar industrial propositions. 
They will need the co-operation of every 
bank in the country. 

The survey of the farms and idle 
lands as recommended will furnish the 
information in regard to the needs of 
each farm district and the probable re- 
turns from investments. The big bauk- 
ers will have to work out safe plans and 
conditions for furnishing this capital 
that: will guarantee adequate profits to 
the farmers and insure safety to in- 
vestors, attractive returns and prompt 
payment of interest and principal when 
due. 

Personal work and printer’s ink both 
intensely and, persistently used will ac- 
complish all these things. 

The country bankers should be in 
close personal touch with every one of 
his farm customers and their families. 
He should become not only the business 
counsellor of each family, but the con- 
fidant of each number of the family. He 
should get his farm customers to in- 
stinctively make his bank their head- 
quarters when they are in town. He 
should make frequent visits to every 
farm, talk over its problems with the 
farmer, suggest things to do that will in- 
crease the profits and changes that will 
reduce non-profitable work. 

A banker never gets a real hold on a 
farmer until he gains the confidence of 
the farmer’s wife and children. The 
banker should confer with all members 
of the family in regard to field work 
and livestock. He should discuss house- 
hold conveniences that will lighten the 
work in the house and those that will 
make home most attractive to the boys 
and girls. He should become a partner 
with the boys in raising pigs, calves, 
colts and large yields of field crops. He 
should help each daughter to get a cash 
income for herself of $300 to $500 a 
year from poultry and eggs. He should 
attend the important country social 
gatherings and take his directors and 
merchant friends with him. 


Bankers should advertise through the 
newspapers, through posters and bul- 
letins and indirectly by the constant 
use of short, snappy, forceful articles, 
giving timely farm information. In- 
stead of the useless statement “ads” 
that bankers generally use, make each 
“ad” a brief statement of something 
that the farmers can use ‘now. 

He should induce his merchants to 
do more and better advertising. In at 
least ten cotton growing states it will 
be necessary to entirely equip all the 
farms with larger farm implements. If 
these implements were thoroughly ad- 
vertised, the South for the next five 
years would absorb the total possible 
output of all the implements factories 
in America. Advertise these imple- 
ments. Hold community demonstrations 
of them. 


Arkansas farmers can probably use 
one and a half million tons of commer- 
cial fertilizer yearly. Last year 55,000 
tons only were used. Other states have 
the same differences between the quan- 
tity used and that needed. Fertilizer 
advertising is the weakest, least attrac- 
tive and non-convineing of any used in 
the United States. Bankers should ad- 
vertise to sell the fertilizer idea and 
make their merchant advertise suffi- 


ciently to sell the needed quantity of 
fertilizers. 


Back to the Soil 
“Back to the soil,” in fact, is the plan 
of the Wisconsin Bankers Association, 
which held its annual convention in June 


~ in the little town of North Lake, Wis- 


consin, of less than two hundred inhab- 
itants, and followed up a two days’ dis- 
cussion of the general problems of banks, 
with an entire day’s session devoted to 
consideration of questions of agriculture 
and country life. 


The Wisconsin association has already 
held two banker-farmer conferences at 
its state college of agriculture. The 
movement is in line with the campaign 
of the agricultural commission of the 
American Bankers Association to bring 
the bankers and farmers of the country 
into closer relations not only for mu- 
tual benefit, but for the good of the 
nation. 


G. H. Kemater, President 
George H. Kemater of Springfield, 
Mass., has been elected president of the 
Springfield Safe Deposit Company. Mr. 


Kemater was born and educated in 
Springfield, entering the employment of 
the Cheney Bigelow Wire Works after 
graduation from the High School in 
1879. From there he went to Chapin 
National Bank as clerk in January, 1880, 
and in 1883 to Chicopee National Bank 
as bookkeeper, leaving there on June 1,’ 
1886, to accept a position as teller with 
Springfield Safe Deposit and Trust 
Company. Since then he has served in 
the various capacities of assistant 
treasurer, treasurer and vice-president, 
and in 1903 was elected a member of 
the board of directors. 

In the shifts in officials made neces- 
sary by Mr.. Kemater’s advancement, 
Harry L. Bradley has been chosen vice- 
president and treasurer, and Edward 
Kronvall, vice-president and trust officer. 

A Bounty on Burglars 

By placing a bounty of $5,000 on the 
head of every bank burglar, dead or 
alive, the Kansas Bankers’ Association 
has reduced bank losses materially. In 
the five months from May to October 
1919, bank looters made a haul of several 
hundred thousand dollars in currency 
and government bonds. Since October, 
when the bounty went into effect, fewer 
hold-ups and robberies have been re- 
ported. 













































































































































































































































































































































































NEW WELFARE LOAN 
SOCIETIES OPENED 


HE Hawkins Mortgage Co. of Port- 
land, Ind., is planning to open 
three more welfare loan societies in In- 
diana in addition to the large number 
already operating in Ohio and Indiana. 
The new societies will soon be doing 
business in Michigan City, Elkhart and 
Lafayette. 
These welfare societies are organized 
and operated in cities of more than 20,- 
000 population and loan small amounts 





MORTON S. HAWKINS 


on personal-property ‘security, repay- 
able in small monthly payments, prin- 
cipal and interest. The welfare loan 
societies have already been established 
in the following cities: 

Ft. Wayne, Richmond, Muncie, Ma- 
rion, Cincinnati, Logansport, Anderson, 
Vincennes, Columbus, South Bend, 
Terre Haute, Dayton. 

The business of these societies is 
subject to state control and examination 
and a regular audit of the books. 

Morton 8. Hawkins, president of the 
Hawkins Mortgage Co., which is or- 
ganizing these societies has already 
mapped out plans for the opening of 
many additional branches. 

The First State Bank of Caldwell, 
Texas, is erecting a $20,000 office. 








New General 


| 
Corporation Law 
| State of Rhode Island 


Effective July 1, 1920 


We have prepared 
for distribution a book- 
let giving the text of the 
act with an explanation 
of the more important 
provisions. 
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LOOK FOR ACTIVITY 
IN BOND MARKET 


HE bond market of late has been 

one of moderate activity stimu- 
lated by small buying. The investor 
who buys in large lots has held aloof 
except for participation in a few of 
the new offerings. It has been a market 
in which the buyer has taken quickly 
new securities of the sort he fancies 
but has shown little desire for seasoned 
securities. A number of railroad equip- 
ment issues offered to yield about 7 per 
cent were taken promptly by dealers 
and generally distributed. The Belgian 
bonds were easily marketed because of 
the unusual speculative feature which 
accompanies the sale of a government 
bond. 


Counter business has been satisfac- 
tory. In fact the banks have had a 
good investment business in small 


amounts. Small buyers who go to their 
banks for investment service have re- 
mained in the market. 


the dealers has 


Business with 
been slow but with 
bright spots cropping up frequently. 
There has been more activity than the 
large investor thinks. While buyers of his 
type have kept away from the market, 
small and new investors are increasing 
the number and size of their purchases. 
It is a fair presumption that the large 
investor must eventually come into the 
market and probably will bid the list 
up on himself in order to satisfy his 
wants. 7 
Municipal bonds appear to be on 
particularly attractive price levels. 
Supply in the hands of dealers is small 
and recent new offerings of large city 
bonds have been readily distributed on 
an attractive basis. There is a bulk of 
financing hanging over the municipal 


, market, but little of this may be under- 


written until there has been some im- 
provement in market prices. — 
Although there is little on which to 
base an opinion as to what will be the 
course of interest rates in the near fu- 
ture, it is the opinion of investment 
dealers that an active fall market is in 
prospect. It is obvious that individuals 
and estates who must eventually put 
large sums into good securities have 
been out of the market for some time. 
The longer these buyers stay out of the 
market the more important must be 
their purchases upon their return. 


C. E. Daniel has been appointed man- 
ager of the new federal reserve bank 
branch to be opened at Oklahoma City. 
Mr. Daniel was formerly a banker of 
Ottawa, Kans., and served for two 
years as assistant cashier of the Fed- 
eral Reserve Bank of Kansas. 


The Citizens National Bank of Somer- 
set, Ky., is spending $10,000 in remodel- 
ling its building. 
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SEES BENEFITS IN COMING 








CAMPAIGN 


E ROY GODDARD, president of 
the Illinois Bankers’ Association, 


speaking at the recent annual conyep. 
tion in Galesburg, said among other 
things: 


“T am not in sympathy with 
many of the criticisms that are 
made against our Congress. On the 
whole, our Congress has done well 
in meeting emergencies and provid- 
ing for the necessities of the coun- 
try. Our political system that re- 
quires a member of congress to 
make a campaign for election every 
two years may be blamed partially 
for the passing of an unnecessary 
law, but in most instances, dan- 
gerous measures have been pre 
vented by presenting good and 
valid reasons by those who are eap- 
able of doing so from their posi- 
tions and experience. Congress 
has given us the Federal Reserve 
System. While as first presented, 
it was not a workable proposition, 
by persistent efforts the bankers 
not only made themselves heard, but 
their co-operation was invited and 
the present system was _ finally 
formulated. The essential help that 
this system afforded to the people 
of the United States and to the 
Government itself, not only in f- , 
nancing our own requirements, but 
in granting necessary assistance to 
other countries to save the world 
for liberty and humanity, should 
command the appreciation and grat- 
itude of every right thinking per- 
son. 

“We are entering upon a na- 
tional political campaign, and the 
pessimist is always ‘ready to stir 
up a scare whether there be any 
real indication for alarm or not. 
We have gone through these cam- 
paigns every four years for more 
than a century, and our prosperity 
continues unabated. I am optimis- 
tie enough to foresee benefits in 
the approaching political cam- 
paign. It must be one of education 
and sane promises. Everyone sees 
the necessity of some solution in the 
way of amendment or change m 
the Excess Profits Tax law, as well 
as some definite assurance of a re 
lief of profiteering. 

“We have unprecedented im 
crease in paper wealth that rep- 
resents money. What we most 
need in addition is an expansion of 
conscience. The heart of the world 
is not all wrong, and the intelli- 
gence of the people is not on 
decline. In the effervescing state 
through which we are passing, We 
need a balance wheel, several of 
them in fact, and it is inewmbent 
upon the bankers to assume a lead- 
ing part in that responsibility. 

“Civilization has been dealt & 
terrible blow. It is not possible to 
estimate the damage that has been 
done to finances and to commerce, 
as well as to the physical and the 
moral world.” 
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COPYRIGHT NOTICE 
OMITTED 


In the January issue of the BANKERS 
MonTHLY the copyright notice of a book- 
let, “What a Banker Thinks of Insur- 
ance,” issued by the Exchange Nation: 
Bank of Tulsa, Oklahoma, was omitted 
and due credit was not given the Har- 
vey Blodgett Company, publishers of 
the booklet. The Bankers MontTHLy 
takes this first opportunity of notifying 
its readers that the booklet and its con- 
tents are fully protected by the Harvey 
Blodgett Company’s copyright and also 
by the copyright of the Bankers 
MonTHLyY, and must not be reproduced. 


MAKING YOUR LOBBY A 
BUSINESS GETTER 
By A. F. BADER 
Assistant Cashier, Old State National 
Bank, Evansville, Ind. 


VERYTHING a bank does to make 


the publie talk about it is advertis- 

ing, and if it is favorable it will bring 

to it new business. I shall therefore talk 

about a rather new phase —that of 
timely interior decoration. 

About a year ago I talked with a well 
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Capital, Surplus and Undivided 
~ Profits $7,500,000.00 + 


This bank takes pride in 


the close relationships 
which exist between it and 
its banking correspondents. 


It is service that counts 
—and the best service is 
that which is founded up- 
on understanding of partic- 
ular needs, and courtesy in 
supplying them. 

We invitecorrespondencefrom 
banks and bankers in regard to 
Cleveland accounts. 


, bon. 





informed man—not a banker but a suc- 
cessful retailer—who was a close ob- 
server of sales promotion plans. “I 
think you have a magnificent banking 
room,” he said, “but your bank like all 
other banks has very much the same in- 
terior appearance day after day.” 

“T have often felt,’ he continued, 
“that timely interior decorations of a 
dignified character would be splendid 
advertising for a bank, especially dur- 
ing the Yuletide season. The same 
people who are attracted to department 
and other retail stores are also attracted 
to banks. If decorative schemes help to 
impart the buying spirit in retail stores, 
they will also help to impart the bank- 
ing and saving spirit in banks.” 

His suggestion struck me as being 
logical and I resolved then and there to 
work out an interior decorative scheme 
for the next Yuletide holidays. I de- 
cided on an evergreen decorative plaa 
and for the purpose had expressed to 
the bank several cases of Alabama smi- 
lax vines and holly. This was tied to- 
gether in endless vines and draped from 
column to column along the walls. The 
banking room is lighted by two rows of 
large ornamental diffusers. From these 
were also suspended in draped form 
these endless vines of evergreen, em- 
bellished with bells and bows of red rib- 
The effect was beautiful and gave 
one the feeling of walking through a 
park promenade. You can conceive of 
the distinctive contrast it offered to the 
barren, wintry appearance that pre- 
vailed out-doors. All this was done at 
an expense approximating $50 and I 
will venture to say that it caused more 
favorable comment and brought more 
new business to the bank than $300 spent 
in the usual kind of advertising would 
have brought. This I can substantiate 
by telling you that our fourteen tellers’ 
windows were not adequate to handle the 
Saturday night business and it was 
found necessary to put up our tempor- 
ary collapsible Liberty Loan booths in 
our lobby which provided four extra 
tellers’ windows. 

The Christmas holidays offer a pro- 
lifie time for securing new business and 
the bank which is most talked about 
during that time will surely get the 
greater part of that business. Deco- 
rate your bank now and then—make it 
appear different—and I am sure you 
will be well repaid. 
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WINNING 
BUSINESS 






SILVER TROPHIES TO 
STOCK GROWERS 


The Portland Cattle Loan Company 
of North Portland, Oregon believes jp 
working at.the source to keep & good 
class of names on its books. It is follow. 
ing out this theory by offering handsome 
silver cups as trophies in competitive 
stock judging, open to teams composed 
of students from the various state agri- 
cultural colleges of the northwest, held 
at the Pacific International Live Stock 
Exposition each year, adjacent to the 
stock yards at North Portland. 

These cups consist of a larger sterling 
silver loving cup with a Hereford steer’: 
head embossed on the side, and five 
smaller replicas of the master eup, each 
on a handsome ebony standard. The 
large cup goes to the college represented 
by the team having the highest aggre. 
gate score in judging beef type of cattle 
under the rules of the exposition, and 
each of the five members of the winning 
team is awarded a small cup as his per- 
manent possession. The master cup is 
returned for competition each year u- 
til one college has won it three times, 
when it becomes theirs permanently. 

Last year the first year of the com- 
petition, the trophies appropriately 
enough went to the team from Oregon 
Agricultural College. Great interest is 
being shown among college men of the 
animal husbandry departments in North- 
western Agricultural Colleges this year, 
and the competition will be very keen. 

The slogan “more and _ better live- 
stock” adopted by the Portland Cattle 
Loan Company at time they organized 
in 1911, is being manifested in conerete 
form through the fact that they are 
carrying over eleven million of live 
stock loans on their books at this time, 
with approximately $1,000,000 capital, 
surplus and ,profits, and through their 
aggressiveness in assisting legitimate en- 
terprise and encouraging improvement 
of types and breeds of beef animals. 

Corning Succeeds Townsend 

The board of directors of the New 
York State National Bank of Albany, 
N. Y., have elected Parker Corning first 
vice- president to succeed Frederick 
Townsend, who resigned this office upoo 
his recent election as president of the 
Albany Savings Bank. Mr. Corning 
became a director of the New, York State 
National Bank in 1904. 
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TH the addition of all corporate and 
personal trust functions and the ac- 
quistion of an experienced trust organization 


intact, the Irving is equipped to render to 


its 


correspondents 


and 


their 


customers 


every modern banking service, national.and 


international. 


IRVING NATIONAL BANK 


A FLAG CAMPAIGN THAT 
WON BUSINESS 


6f \UR FLAG,” will always be our 
winning bet. The savings depart- 
ment of the National City Bank of Chi- 
cago was started in 1914, shortly after 
the passage of the Federal Reserve law 
which made it possible for a National 
Bank to operate a savings department 
at a profit. Savings departments in 
Chicago, almost without exception, are 
on the street level, but our savings de- 
partment at that time was located on 
the second or main banking floor. It, 
therefore, seemed necessary to use some 
business getting scheme which would 
compel attention. 
In 1915 the stage was set for just such 
a campaign as we inaugurated. With 
every new savings account of $5 or more 
we presented an American flag, 4 x 6 
feet in size, with an 8 foot flag pole. 
We did not look on this as a “premium” 
in the ordinary sense of the word. It 
was a business getter with a motive be- 
hind it—our advertisements reading “A 
Flag For Every Home.”—and it was 
of such good quality that we were sure 
it would be appreciated and given 
proper care. We distributed over a 
period of six weeks about 3500 of these 
flags and could have continued in- 
definitely with equal success but felt to 
be most effective, a time limit should 
be set. 


Readers will confer a favor 


When we first opened this campaign, 
the working force of our savings de- 
partment numbered three people—two 
in a eage and one at the desk to open 
new accounts. An average of 25 to 50 
new accounts per day would have been 
a fair volume of business; but when we 
jumped from 75 to 100 accounts per day, 
you ean understand that our resources 
were taxed to the limit. The deposits on 
new accounts during the 1915 campaign 
were more than $50,000. 

In 1916 our savings department was 
moved to the ground floor of our build- 
ing and during the opening weeks in 
our new location, we inaugurated 
another flag campaign for new accounts 
which was even more successful. About 
3,200 accounts were opened with initial 
deposits of more than $81,000. On the 
day before Preparedness Day we opened 
615 new accounts. In our first campaign 
we did considerable advertising, but 
in the second and third campaigns 
little advertising was*necessary. Boxes 
containing our flags were seen in every 
street car and in every elevated train 
and we had inquiries from all parts of 
the city. Our new accounts were only 
limited by the number of flags we felt 
we could distribute at that time. 

As every one in the financial world 
knows, savings accounts lagged con- 
siderably during the Liberty Loan drives 
and in 1919, when the time seemed right, 
we put on another flag campaign. Our 
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WOOLWORTH BUILDING, NEW YORK 


advertisenient in this campaign read 
“Hang Out Your Flag When The Boys 
Come Home.” In thirty-two working 
days, we opened about 3500° accounts 
with total initial deposits of more than 
$75,000. 

In October of 1919 we decided to 
send a letter to all of our 1919 flag ac- 
counts which had not increased beyond 
the original deposit of $5 or $10. 
This letter brought a considerable in- 
crease in deposits on these particular 
accounts and in January, 1920, we sent 
a second letter to these same accounts 
and also included all of our dormant ac- 
counts up to June, 1919. 

A statement covering 189 of these ac- 
counts with a total balance of $4,000 at 
the time of sending the first letter, 
showed a total balance of more than 
$22,000 about the middle of January, 
1920. The figures quoted may seem 
small to bankers with older and larger 
Savings Departments, but relatively we 
felt the campaigns were successful. 


Adam Was Right 

“How much will this cloth cost a 
yard?” asked the banker who was being 
measured for a suit. 

“Twenty-seven fifty,” 
tailor. 

“Hm,” mused the customer. “I guess 
I don’t need a suit. You’d better just 
make me up a watch-fob.”—The Amer- 
ican Legion Weekly. 
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every commission house in the 

yards and it is but minutes after 

a sale in which we are interested 

is made that we are informed 

and the movement of funds is 
egtin. ’ 


Advertising is important factor in 
Drovers Service to correspondents 


It is intended that the advertising of this bank shall 
be of distinct service to our correspondents as well 
as to ourselves. 


There are here displayed a few of the advertisements 
in which we have sought to inform correspondents 


of the many extraordinary phases of “Drovers 
Service” available to their use. 


Thirty-eight years of experience and specialization 
at the Union Stock Yards stand back of “Drovers 
Service.” ° 


Member American Bankers Association 


DROVERS NATIONAL BANK 


UNION STOCK YARDS CHICAGO 
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HOW: THE 


CLEARING 


HOUSE WORKS 


Methods employed in Portland are similar to those used 
in“other cities and show the advantages of co-operation. 


By CHESTER J. DAVIS 
Northwestern National Bank, Portland, Ore. 


HE clearing house of a city or town 

is an association of banks whose 
object is to settle the claims which the 
members hold against each other. It is 
also well qualified for other work, 
such as checking financial panics by com- 
bining the cash reserves of all the banks, 
putting them under the control of a 
committee, and issuing loan certificates 
for the payment of balances at the clear- 
ing house. By this method the banks 
lend their cash reserves to each other. 

By the present clearing house system 
any number of banks may settle their 
balances in about the same time required 
for two to do so. Previous to this each 
bank sent a messenger to every other 
bank to collect its balances, and each 
bank had to be prepared to pay on de- 
mand all its obligations in the hands 
of the other banks. Under the clearing 
house system the claims of each bank 
are balanced against each other, so that 
only small differences remain to be paid, 
and besides it saves a great amount of 
time and labor. 

The clearing house may also handle 
items drawn against smaller banks, 
where an arrangement is made with 
larger banks, to handle these items as 
they do their own. 


The clearing house department of 
bank handles items drawn on other 
clearing house banks, and also “on us” 
items cashed by the other banks. 

Tle outgoing clearings or checks 
eashed by us drawn on other banks are 
sent out twice daily, at 8:15 and again 
at 11:15. They are stamped, sorted, put 
in envelopes and the last clearings 
should be ready to leave the bank at 
11:15. Should a clerk arrive at the cen- 
tral clearing house later than 11:35, or 
should he make a mistake in the settle- 
ment, the bank is fined. 

The balances are paid or received 
through the Federal Reserve, where each 
clearing house bank keeps an amount 
on deposit. In this way handling of 
cash is made unnecessary. 

The incoming clearings or checks “on 
us” cashed by other banks are sent to 
us the same way our checks are sent to 
them—twice each day. By dividing 
them this way it enables the clerks to 
get them ready for the various depart- 
ments much quicker than if they were 
all sent at one time. They are first 
sorted according to signatures to the 
bookkeepers and this sorting is the most 


difficult part of clearing house work, as 
each clerk sorting must be able to read 
all the checking account signatures. 
Many of them are very poorly written, 
and must be learned by sight instead of 
by reading. 

After being sorted they are listed and 
sent to the various departments, where 
another list is made, which should bal- 
ance with the one made in the clearing 
house. It is not always possible to bal- 
ance the clearings before they are sent, 
out, and often checks are received from 
the other banks out of balance. They usu- 
ally notify us by marking their en- 
velopes, but should the mistake be in 
the checks listed to our bank it is neces- 
sary to check it all to make sure. It is 
not possible to divide the checks re- 
ceived into small batches. Half a dozen 
clerks may list on the checks from one 
bank for twenty minutes or more, and 
just one mistake will, of course, throw 
all the work out of balance. Hence in 
this work accuracy always comes first. 

The clearing house department also 
handles items returned to other banks 
for any reason, such as signature, en- 
dorsement, or clearing house stamp 
missing, or not sufficient fund checks. 
The latter are held as long as possible, 
but must be returned the same day they 
are sent to us. If a deposit is not made 
by 2:30 they are sent back, after being 
referred to the proper officers. Should 
a deposit be made after 2:30 they are 
recalled by phone. 

Where so many items are handled 
good light and proper equipment are 
big factors. 


A TIMELY APPEAL THAT 
INCREASED SAVINGS 


HE experience of the bank advertis- 
ing man is somewhat analogous to 
that of the gold miner in rich pay-dirt. 
Occasionally, the miner finds a pocket 
of pure gold. In asking for the bank 
advertising man’s “one best bet” yon 
want pure gold not rich pay-dirt. 
Timeliness or news value was the key- 
note of the experience of which I shall 
tell. It came shortly after our conven- 
tion at New Orleans. At that time the 
country was beginning to get really con- 
cerned with the cost of living situation. 
It had been confidently expected by 
many that in a comparatively short 
time after the armistice was signed that 


prices would soon reach lower levels. 
However, a considerable period had 
elapsed and the tendency had been to- 
ward higher prices. It was right at the 
period when most men hesitated to state 
just what was necessary to remedy the 
situation that this advertising effort was 
launched. It was based on the axiomatic 
reasoning that increased production and 
decreased consumption was the solution. 
The Federal Reserve Bulletin just about 
that time tersely expressed this idea as 
“Work and Save.” It was made the 
slogan for the campaign. 

The mechanical part of the campaign 
was simple. A distinctive border was 
prepared; not one of those funereal 
effects nor merely a conventional border 
but a design which would be remem- 
bered. It was so unusual people recog- 
nized it regardless of whether they read 
the advertising. Plenty of white space 
was used. A special font of type carried 
the message. 

The opening “shot” was a full page 
carrying the key-note of the campaign. 
It ran in our four daily papers. It was 
headed “Making a start in bringing 
down the cost of living.” It contained 
a brief statement of the causes which 
had brought about high prices and what 
was necessary to correct them—“work 
and save.” The two thoughts “work” 
and “save” were developed more fully. 
One thought along the “work” line was 
that it was necessary to give a full day’s 
work for a full day’s pay or the cost of 
production would increase. The con- 
clusion of the “save” program was that 
saving to be tangible must be evidenced 
by results. It closed with a brief, a very 
brief but cordial invitation to open a 
savings account. 

The body of the campaign appeared 
in three column size, eleven inches deep. 
These were some of the headings: “The 
problem of making the cost of living 
behave.” “Grumbling at the cost of liv- 
ing doesn’t help reduce it.” “Why sav- 
ings tends to reduce the cost of living.” 
Every piece of copy told the whole story. 
If a person read one, the thought was 
there. If he continued to read the ads 
—he saw the story in a different way 
each time. The copy was changed every 
two days—it didn’t grow stale. The 
subject was full of keen interest. The 
public was anxious to read. 

Every day or so the newspapers 
carried editorials on the cost of living 
question. They did not present .the 
matter from a “this is a fact standpoint” 
that this campaign carried. Advertis- 
ing space costs money. This was a mes- 
sage from one of our large banks. They 
gave it attention. Quite a number of 
our largest manufacturers and business 
houses asked for copies to be posted 
where their employes might read them. 
This demand became so continuous that 


the ads were gotten out in printed form; 


the keynote ad in poster form. Two 
civie clubs asked for talks to be made 
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along the lines of the campaign. 

A number of people said they thought 
the copy too long. It probably would 
have been for the subject of the average 
bank ad. The proof that it was read 
and heeded was the stream of people 
who came in to open savings accounts. 
It exceeded in results anything that our 
institution had ever experienced. It was 
the harvesting of a big crop from fertile 
seed. 


Analyzing that campaign for the rea- 
sons why it was profitable, I have 
thought its timeliness the principal one; 
its editorial viewpoint next; its typo- 
graphical display third. 


Insurance for Employees 

The First National Bank in St. Louis 
is distributing over $700,000 of life in- 
surance to its employees. Each employee 
was presented with a life and disability 
policy, the cost in whole being borne by 
the Bank. The insurance is under a 
group policy plan, and covers all em- 
ployees for a stated sum, including all 
ages. The insurance begins for new em- 
ployees after three months’ service and 
terminates when the employee leaves the 
service of the bank. 

The bank, since organization, is de- 
veloping many phases of personnel 
work. The employees are now publish- 
ing a house organ and through their 
bank club, are directing many plans for 
the benefit of the rank and file of em- 
ployees. 


Facts for the New Investor 
“How to Figure the ‘Income Basis’ 
on Bonds”—an every-day talk for the 
investor who is no expert on bond math- 
ematics—is the title of a folder issued 
by the Wells-Dickey Company of Min- 
neapolis. This gives figures arrived at 
by consulting a bond table, with a $1000 
bond as the basis of computation, and 
covers all the likely workings out of the 
investment. 


Novel Bank Statements 


The First State Trust and Savings 
Bank of Indiana Harbor, Ind., and the 
First Calumet Trust and Savings Bank 
of East Chicago, Ind., under the same 
control, are using an attractive style 
of statement. The two-sheet folder is 
in each case cut to the shape of the bank 
building pictured on the cover. All 
necessary information is supplied within 
and on the back of the folder. 


Summer Camp for Bank Club 

A summer camp at Liberty Lake free 
of charge to members of the Exchange 
National Bank Club of Spokane, Wash., 
has been made available through the 
renting. by the club of a cottage at 
Greenwood for June, July, August and 
September. 


Alterations will be made on _ the 
Liberty National Bank of Pittston, Pa. 



































mat ne ae =——— 
Zz Ale 9 


ama Te 


SDS Le nen 


BARSHA[ 


"SECURITY SAFE DEPOSIT BOXES 


STARTED WITH ONE UNIT 
HAVE NOW INSTALLED THOUSANDS 


ANKERS are quick to see the economy 
B and many advantages of Barshal ‘‘Unit 
Construction” Security Safe Deposit 
Boxes and the increase in rental returns their 
installation effects. 


Over 4,000 Banks throughout the country 
who first bought a few units as their require- 
ments demanded, have since sent duplicate 
orders to us‘only thirty days in advance of 
their needs for more boxes, for in our guaran- 
tee to ship stock units in 30 days they found 
a dependable source of supply equal to every 
emergency- 


Only this satisfaction from installing Barshal Equip- 
ment could have gained for the Barshal Company in 
a few vears the position it now holds as the world’s 
largest manufacturers of Safe Deposit Boxes. 


Barshal “‘Security’’ Safe Deposit Boxes 
are paying big profits to these thousands of 
Banks. Ask how Barshal is helping them 
to add many new Depositors. A Barshal 
representative will show you actual samples 
of how ‘‘Security’’ Boxes are made. 


Write for Catalog 


THE IARSHA 
eed tenet resicemnesise 


JARSITA ARSHA 
“CLEVELAND O- 











Just What You’ve Been nano For | 


Corrugated Fibre Board 
Folding Boxes for Storing 


Ceneied Sets 
Deposit Slips Ma 
Treasurer’s Checks DEP OS Ship 
General Tickets ee 2 ay 
Pass Books, Etc. ees: 


STRONG, DURABLE 


ert 





ECONOMICAL Ccnaiicaiaiie Clean Up Your | 
Write for our descriptive circular Vaults 
with prices and list of users. “Er 


1 BANKERS BOX COMPANY, Ine., 536-538 S. Clark St., CHICAGO,U.S.A 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


















BRONZE WORK 
FOR BANKS 


BANK SIGNS 

DESK SIGNS 
BANK SCREENS 

GATES 
GRILLES-LAMP STANDARDS 

DOORS 


NE of the most interesting economic 

questions of the hour might be ex- 
pressed by the following interrogation: 
Are the reductions in retail prices actu- 
ally a step in the progress toward defla- 
tion and a permanently lower living 
cost, or do they merely represent a 
phase of commercial hysteria that will 
soon die out and leave the supply situa- 
tion as acute as it was before? 

Doubtless there are arguments on both 
sides with strongly opposing opinions. 
It might be just as well, therefore, to 
consider the latter part of the question 
first. These retail reductions are being 
interpreted from several angles. For 
one thing, the season this spring has 
been very backward and merchants be- 
gan to see themselves caught with a lot 
of goods, particularly wearing apparel 
of a seasonable character, that might 
have to be subjected to a radical sac- 
rifice. People were resisting high 
prices, no doubt, but March tempera- 
tures in May had as much to do with 
the slow buying as the desire to econo- 
mize. It is also argued that merchants 
have been able to work off a lot of 
stuff in the scramble that never would 
have appealed to buyers in the ordinary 
frame of mind. 

Probably the . strongest point pre- 
sented is the contention that we have 
attacked the price structure from the 
wrong side; that we have begun to sell 
instead of attaining a big volume of 
production; that we have really done 
little but stimulate. buying in a market 
that was not overstocked, and that when 
merchants start to replace their goods 
they will not find the task an easy one. 
In other words, it is contended that any 
attempt to depress prices before supply 
has overtaken demand will operate as a 
boomerang and bring the penalty of its 
artificiality. 

There is force in all these arguments, 
but the weight of fundamentals appears 
to be on the other side, and, moreover, 
the psychology of the situation is in 
favor of declining prices. Merchants 
have seen the public balk at high prices. 
They are not likely to forget the lesson. 
The slowing up of business will result 
in some unemployment. We do not be- 
lieve it will be severe but we believe its 
effect will be wholesome. It will result 
in greater efficiency in production, and 
it is here that we will begin to increase 
supply and gradually gain on demanil. 
Profits will be reduced. This will make 
manufacturers and merchants more alert 
in the elimination of waste. Payrolls 
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SERVICE ROLLS 
HONOR ROLLS 
STATUARY-BRONZE 


Write today for our Art Brochure 
“Bronze” and our Bank Folder 
illustrating a wide variety of 
memorials and Bank igns 


| THE FLOUR CITY ORNAMENTAL 
IRON CO., DEPT. N. 


2637-27th Avenue, South, MINNEAPOLIS, MINN. 
Established 1893. 






































Bank Advertising 


Good advertising—booklets, enclosures, 
letters—all kinds of financial business 
planned, written, produced and mailed. 














In our new six-story building we 
provide banks a complete service in 
direct advertising—‘‘from the idea 
to the mailbag.” 



















Write for information 


Buckley, Dement & Co. 


First in Direct Mail Advertising 
632 SHERMAN STREET, CHICAGO 
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ABNORMAL PROFITS 
NEARING AN END 


Merchants who have sold large quantities of goods at a sacrifice 
will now expect concessions from wholesalers and jobbers. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


may not be materially cut at the start, 
but there will be an increasing tendency 
to avoid unnecessary waste—waste of 
the sort that has been fostered by the 
excess profits tax provision of our re- 
venue laws. 

When manufacturers and merchants 
begin to see their profits reduced, and 
they in turn start to cut out unessential 
expenditures, the effect on prices will 
soon be perceptible. Efficiency in pro- 
duction or distribution means economy; 
economy means the reduction of waste 
in processes; and herein we have the 
basis for lower prices. Prices have been 
high because there was waste at both 
ends—in the manufacture and distribu- 
tion, on the one hand; and in the buy- 
ing, on the other. Profits have been 
unreasonably high, wages have been un- 
reasonably high, and prices have been 
unreasonably high. In this way the 
vicious spiral climbed skyward. 

The most encouraging feature about 
the retail price reductions is the appar- 
ent recognition that the era of abnormal 
profits is nearing its end. While mer- 
chants have sold large quantities of 
goods as a result of the concessions 
offered, and, therefore, have depleted 
stocks, it is hardly probable that they 
will be willing te rush in and replenish 
them regardless of cost. Their own 
profits have been cut, and they will ex- 
pect similar concessions from whole- 
salers, jobbers and manufacturers.— 
Wollman’s Review. 


The Granite Savings Bank & Trust 
Company of Boston, is spending $40, 
000, for a one-story addition to the 
bank. 


The Farmers State Bank of Elk City, 
Okla., will erect a $40,000 building. 


The New Netherland Bank of New 
York has awarded the contract for al- 
terations to the mezzanine floor of its 
building at 41 West Thirty-fourth 
Street. The alterations will cost in the 
neighborhood of $50,000. 


The gallery floor of the Sherman Na- 
tional Bank Building, on the corner of 
Fifth Avenue and Thirty-second Street, 
New York City, will shortly undergo ex- 
tensive alterations. 


The Telephone State Bank of Tele 
phone, Texas, will soon begin the erec¢- 
tion of a brick building for a new home 
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MONEY MARKET IS 


“PANIC PROOF” 


Federal reserve system devised to make 
severe disturbances impossible and times of 
1893 or 1907 will not be witnessed again 


ONFIDENCE that the eurreney and 

banking system of the United 
States has made the eountry “panic- 
proof” under wise financial leadership 
is expressed by the National Bank ef 
Commerce in New York in an article 
bearing the title, “The Normal Business 
Cycle.” The Federal Reserve system, 
the bank says, has been devised to make 
panics impossible in the future, and 
there is abundant reason to expect that 
we shall not see again in this country 
such demoralization and chaos in the 
money market as the years 1893 or 1907 
witnessed. 

“No currency and banking system 
ean avoid the recurrence of crises in the 
sense of liquidation periods, or periods 
of readjustment, but we have strong 
grounds for confidence that, under wise 
financial leadership, our currency and 
banking system has made us_ panic- 
proof,” the bank states. 

Periods of reaction and liquidation, 
unless too violent and prolonged, are 
wholesome rather than harmful, the 
bank says. It explains that such crises 
are merely phases of the general rhyth- 
mic movement in business. It differ- 
entiates, however, between crises and 
panics, defining a crisis as “an affair of 
industry generally,” and a panie as “an 
affair of the money market.” It de- 
elares that sound bank policy can and 
does prevent crises from degenerating 
into panics. 

“As our understanding of crises has 
increased,” the bank states, “we have 
come to substitute for the notion of 
erisis the notion of ‘business cycle’ and 
to recognize that the crisis is merely a 
phase of the general rhythmic movement 
in business—crisis followed by depres- 
sion, depression by prosperity, prosper- 
ity by crisis again, and so on. There is 
good reason for believing, too, that with 
better understanding of the business 
eyele we are gaining better control of 
it, that the period of prosperity can be 
lengthened, that the crisis can be made 
less severe and that the period of de- 
pression can be shortened. If we can 
minimize the extravagance and mistakes 
of the prosperity period we can make 
the reaction from it less severe. This 
relates to the normal crisis. 

Great disasters, such as a world war, 
will bring derangement under any sys- 
tem imaginable. Natural disasters— 
earthquakes, fires, tidal waves, crop 
failures and the like—striking at great 
and rich centers of population, may 

ig unexpected business and financial 
Shocks, But the normal crisis which 
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brings every prosperity period to a close 
can ultimately be reduced to a relatively 
painless process of readjustment. 


“Crises come when active business 
men find that their creditors, whether 
banks or investors or other business 
men, begin to insist upon a contraction 
of credit and a liquidation of debts. A 
crisis means the end of a boom period, 
the inauguration of a period of slow 
business and depression, accompanied 
by a settling up of debts and a read- 
justment of prices.” 

“Periods of reaction and liquidation 
relieve maladjustment and strain. They 
prevent unsound policies from being 
carried too far. They give time for the 
maturing of new plans and for the 
careful introduction of new processes. 
They check wastes and restore efficiency. 
They allay financial fevers. They need 
mitigation and control—but progres- 
sively we are learning to mitigate and to 
control them.” 

“When the banking and currency 
system is sound and elastie it is almust 
always possible to prevent a crisis frora 
degenerating into a panic. It is no part 
of the duty of the banks in a erisis 
perio® to force, by artificial methods, a 
continuance of waning prosperity. 
Banks will rather seek to persuade their 
strongest customers to curtail borrow- 
ings in the interests of the general situa- 
tion, and may even seek to persuade 
their strongest customers to make loans 
to help relieve the situation. But banks 
will lend freely to enable solvent firms 





Due Diligence means using 
“the best means known for 
the purpose” — which is the 
effective cancellation of 
every Check, Draft and 
Certificate of Deposit. 
























































taining the bank’s 
number. 














headers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


4 MACHI 


Our Cummins System Special answers the demand of 
banks for a machine to do all the canceling and dating 
work effectively by perforations. Changes are instantly made 
» —nothing to break or get out of order. 
1 Full canceling die to be 2} 
used on all checks, drafts, customers’ papers. Shows 
certificates of deposit, etc., con- 


A thorough cancellation 
for notes that have been 
renewed, not “paid.” 


Cummins Perforator Co. 


Formerly The B. F. Cummins Co, 


Makers of Punch-Hole - a 
‘ ; Our Cummins System Special sent 
a on 30 days’ free trial; 3% discount 
M for full payment at time of accept- 
4748 Ravenswood Avenue § ance, or quarterly installments. 
Chicago, Ill. Price $82.50, f. o. b. Chicago. No 


to meet their quick liabilities. It is 
their business to protect solvent firms, 
but not to protect insolvent firms. It 
is their business to assist solvent firms 
to mobilize slow assets, but it is not their 
business to validate bad assets of in- 
solvent firms.” 


















Brothers 


INCORPORATED 





, AVE been making 
Farm Mortgages 
for over thirty years | 
and with no loss of 
interest or principal to 
investors. Many care- 
ful banks and invest- 
ment houses are offer- 
ing Barnes Brothers 
First Farm Mortgage 
Investments yielding | 
THE PREVALENT | 
RATE to their clients. | 


We invite correspondence 


Capital and Surplus 
$700,000.00 









Minnesota 


The name “Cummins” means 
the right machine at the right 


rice. Bwery machine backed 
y our 33 years’ experience. 


‘Minneapolis 





For use to advantage on 


complete cancellation but not 
actual payment to the 
itself. 


Perforates the date alone— 
on deposit slips, letters, 
receipts—everything. 


FREE TRIAL 


A. B. A. 













obligation on your part if machine is 
not srtisfactory. 


a 



























































































































































































































































































































































































































STIMULATING THE 


DORMANT ACCOUNT 


By sending personal letters to inactive de- 


positors, 


Canadian bank has been able to 


increase business in the savings department 


By D. 


M’EACHERN 


The Huron & Erie Mortgage Corporation, London, Ont. 


URING the period of fifty-six years 

of successful savings department 
operation in The Huron & Erie Mortgage 
Corporation and The Canada Trust 
Company of London, Canada, a large 
number of small inactive accounts ae- 
cumulated. In fact, they became so 
serious a menace to the efficiency of the 
department that from time to time the 
dormant accounts were transferred 
wholesale—by the hundred—into a “sun- 
dries account” which soon reached a sub- 
stantial total. 

Small accounts are unprofitable to 
carry unless the owners can be persuaded 
to increase them. We realized that if 
this class of account were allowed to 
accumulate, without attention being paid 
to the problem, the profit derived from 
our savings department would soon feel 
the burden. We, therefore, determined 
to stop the leakage and turn the accounts 
into revenue-producers. Incidentally, 
the methods we adopted also proved val- 
uable in gaining good-will for the bank. 

After a considerable amount of re- 
search work by the use of directories 
and correspondence, the addresses of 
these inactive depositors were brought 
up-to-date. Personal letters carrying a 
human interest appeal were then maile4. 
Each of the depositors was informed of 
the amount of his balance at the time 
the account was last used, whether six, 
eight, ten or twenty years ago. The in- 
terest additions during the intervening 


Addressing 
Machine 


duplicated as desired. 
STENCILS, Card Index Frame, 


this feature appeals to Banks. 


11 GOODELL STREET 





The Standard Bank 


This Machine has proved an ideal equipment for BANK use. _ ill de 
kinds of addressing, fine for heading up Bank Statements, prints in sight, 
Stencil can be read before going into printing position, printed, skipped or 


with Flexible 
that is so conveniently made on your own typewriter, not necessary to pur- 
chase any extra attachments or send your names out for Stencils to be made, 


Most every Bank would purchase one of these Machines if they realized what it 
will do for them, how inexpensive and practical a Device it is. 


Let us mai! you full description so you will understand what it will do for you. 


SMART ADDRESSING MACHINE CORP’N 


Readers will confer a favor by mentioning THE BANKER 


years were then pointed out. Many 
were told that if regular deposits of say 
$20 per month had been made, the bal- 
ance at their credit would now be $547.68 
instead of only $35.42 as the case might 
be. In many instances it was found that 
a depositor was now resident in another 
city where we maintain a branch office. 
He was promptly invited to allow us to 
transfer the account to that branch. 
Strange to say, many had completely 
forgotten they had a balance with us. 
Imagine the feeling of good-will upon 
being told of “round money” in days 
like these! 

This plan of reviving old accounts— 
while it sounds simple—takes careful 
planning, energy, and hard work to 
carry through. 

Does it pay? If time will permit, 
let me tell you three typical instances 
of results chosen from a long list. You 
can then judge for yourselves. 

Account No. C...... The last deposit 
was in January 1912, the balance at 
that time being $37.29. As a result of 
the correspondence four deposits of 
$25.00 and one of $2,817.62 were re- 
ceived. 

Account No. H...... The last entry 
was in January 1914, leaving a balane2 
of .18 cents which stood for over six 
years. The day after receiving our 
letter, this depositor increased the ac- 
count by the sum of $4,476.43. 






















It will do all 


Typewriter Stencil Insert 


BUFFALO, N. Y. 
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Account No. M...... The last entry 
was made in March 1913—7 years ago— 
the balance was then $4.84. $1,800 was 
deposited about two months ago. 

Our customers are our best friends, 
It pays to cultivate their friendship by 
keeping in close touch with them. 


ADVERTISING YOUR BANK 
(Continued from page 23) 


3. Continental & Commercial Na- 
tional Bank, Chicago. (Newspaper 
Campaign. ) 


Ill. For the Best Individual Piece: 
1. Irving National Bank, New 

York. “Matching the Growth of 

American Business.” (Adv.) 

2. National City Company, New 
York. “Men and Bonds.” (Book- 
let.) 

3. Old Colony Trust Company, 
Boston. “The Natural Power House 
of New England.” (Adv.) 


The beautiful silver eup offered by 
President Ellsworth was won by Allan 
Herrick of the Guaranty Trust & Say- 
ings Bank of Los Angeles. He de- 
scribed the employees’ contest plan 
which has already been referred to at 
length in the BANKERS MonTuHLy. 

H. M. Cottrell of Little Rock, Ark, 
presented a fine paper on the banker's 
influence with the farmer. He was 
chosen to represent the Financial Ad- 
vertisers’ division in the interdepart- 
mental sessions of the associated clubs. 


Oh, That’s Different 
“In my business I always call a spade 
a spade.” 
“Oh, how interesting! 
your business?” 
“T sell farm implements.” 


And what is 


Delivery By Air 

Airplane service for the delivery of 
important bank items was started re- 
cently when F. W. Hungate of Ponieroy, 
Wash., delivered a letter to the Spokane 
& Eastern Trust Company a little more 
than an hour after George H. Water- 
man, president of the Farmers National 
Bank, Pomeroy, handed it to him. 

Mr. Hungate, a former banker, now 
a farmer in the vicinity of Pomeroy, 
uses a plane for business trips. 








Long-Distance Call 

Mr. Tarzan Jones was sitting down to 
breakfast one morning when he was 
astounded to see in the paper an an- 
nouncement of his own death. 

He rang up friend Howard Smith at 
onee. “Halloa, Smith!” he said. “Have 
you seen the announcement of my death 
in the paper?” 

“Yes,” replied Smith. “Where are 
you speaking from?”—London Weekly 
Telegraph. 






66, 





: 
] 
r 
! 
{ 


fm © Kh © wm wo 


~~ eee 


BANKERS MONTHLY for JULY, 1920 


“The Monroe has made figuring as easy 


as turning a crank’ 


Simply set the numbers on the 
Monroe keyboard and turn the 
crank—forward for addition and 
multiplication, backward for sub- 
traction and division. 


IMPLICITY! That’s one of the chief 
S reasons why so many banks and trust 
companies are using Monroe Calcu- 
lating Machines and saving thousands of 


dollars yearly in time, labor and elimina- _ 


tion of errors. 


Not only is the Monroe doing their daily 
routine accounting work, but dll their 
figure-work. 


With a few simple turns of the crank, 
any clerk in the bank with 
ahalf hour’s instruction can 
accurately and quickly 
figure the average amount 
of exchange received, the 
exchange cost per day on 
items deposited, cost per 
day of handling out of town 


Says the National Bank of 
Commerce, New York: 


“We take pleasure in advising that the 
Monroe Machine, which we have used in our 
Foreign Department for almost a year is giv- 
ing entirely satisfactory service. 


“It has fully met our expectations and ‘has 
been the means of saving our employees 
many hours of labor.” 


J. E. ROVENSKY, Vice-President 


checks, individual checks and city 
checks, etc. 


What the Monroe has done for others it 
can do for you and the best way of proving 
itisina demonstration in your own office 
on your own work. 


Let a demonstrator show you how the 
Monroe does the brain work of analyzing 
customers’ accounts, pro-rating expenses 
to various departments, converting foreign 
money and all other work 
involving intricate figuring. 


Are you interested? Ifso 
send the coupon below — 
now while the thought is 
fresh in your mind—there’s 
no obligation involved. 


REG. U. S. PAT. OFF. 


Calculating 


B M-7-2 


Readers will confer a favor by mentioning THE, BANKERS MONTHLY when writing to owr advertisers. 
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WHY BANKERS USE 
OUTDOOR DISPLAY 


(Continued from page 28) 


vertising—for through reiteration, im- 
pression is made that becomes per- 
manent, an impression that leads to ac- 
tion, i. e., the purchase of the commodity 
advertised. 

After all is said and done, however, 
none of these features would b® of any 
value without circulation value, and this 
is secured because locations are selected 
so as to present an advertiser’s message 
to the greatest possible number of peopie 
in any given community. Outdoor ad- 
vertising is universal in its appeal. It 
knows no class, no creed—it reaches the 
masses direct. 

In buying advertising, the purchase 
price is based on the cost per thousand 
eirculation. Outdoor advertising is sold 
at the exceedingly low figure of from 
twenty-five to thirty-five cents per thou- 
sand, depending on the character of the 
display. 

In the preparation of copy every care 
is taken to present the advertiser’s mes- 
sage in a most effective way, and all 
sketches are approved before the actual 
execution of the work is undertaken, and 
finished displays convey in a masterful 
way the advertiser’s story so that all 
may understand. 

Contracts are entered into on a 
painted display covering a period of a 
year or more and cover a repaint at the 
end of each four month period, per- 
mitting of a change of copy at each re- 
paint period, if desired. 

The standard size bulletin is 12 feet 
by 50 feet, which gives adequate and 
splendid display and uniformity that is 
highly desirable for a manufacturer as 
he extends his outdoor advertising from 
city to city. 

Poster displays are sold on the basis 
of showings, a full showing giving an 
intensive display, which covers the en- 





tire population of the city. Showings 
can be furnished in either a full show- 
ing, three-quarter, half or quarter run, 
depending on the intensiveness with 
which the advertiser wishes to present 
his message to the public. 

A poster panel has a printing surface 
of 8 feet 10 inches by 19 feet 8 inches, 
and this, with the blank space around. 
the poster, sets in a frame approxi- 
mately 12 by 25 feet in size. 

In wall displays, the entire wall was 
formerly painted, and the price was 
based at so much per square foot. Now 
only that part of the wall is used which 
can be seen to the full circulation value, 
and the price is based at so much per 
unit. Wall displays are usually painted 
twice each year. 

Electric spectacular advertising is the 
highest form of advertising. It is dis- 
tinctive and individual. No other ad- 
vertiser can use exactly the same space 
nor speak to exactly the same circulatior - 
as another. 

Outdoor advertising is not a hit or 
miss proposition. It is definite and es- 
tablished, and occupies a sphere in the 
business world as necessary and as 
clearly defined as any other one force 
of business. 


Boston Bank Enlarges 

A recent increase in capital of $7,- 
500,000 is announced by the First Na- 
tional Bank of Boston. The doubling 
of capital is spoken of as evidence of 
preparedness for conditions of the next 
few years, permitting the grasping of 
new business and trade opportunities. 
Attention is drawn to the bank’s paid- 
in eapital of $15,000,000 which distin- 
guishes it as one of the strongest banks 
of America. The bank has surplus and 
undivided profits of $22,000,000, making 
a total fund invested in the business by 
its stockholders of $37,000,000. An ad- 
ditional safeguard for the protection of 
depositors is the liability of the stock- 
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Bankers’ Safety 
Express Envelopes 


made by Sewell-Clapp-Envelopes offer posi- 
tive mailing security for money orders,travelers’ 
checks, and valuable papers of all sorts. 
flaps are extra wide and carefully gummed. 
The opening at the top folds under the flap 
which prevents papers from being taken out. 
The flap has a broad, heavily gummed surface 
with marks for seals. 


Throat-Flap Safety Envelopes will be made of any 
desired stock. Strong, heavy papers are recommended. 


Let us send_you samples with price quotations. i 
methods and efficient organization insure economy of production. 


SEWELL-CLAPP-ENVELOPES 


ESTABLISHED 1875 


The Oldest and Largest Envelope Mill in America making exclusively 
usiness Envelopes for the consumer 
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holders for $15,000,000 more, thus giy. 
ing a total sum for the protection of de- 
positors of $52,000,000. 


Change in State’s Bank Laws 

Important changes in the law govern- 
ing the operation and regulation of state 
bank and trust companies will be made 
in Louisiana if bills recently introduced 
in the Senate go through. 

The first prohibits state banking as- 
sociations, trust companies and Savings 
banks from “buying, selling, bartering 
or trading for cotton, sugar or any kind 
of merchandise or stocks in industrial, 
mercantile and manufacturing corpora- 
tions except as a means of securing a 
debt previously contracted and for any 
infraction of this section the banking 
association, trust company or savings 
bank shall forfeit a sum not exceeding 
$1000 and any director assenting there- 
to shall be responsible for all damages 
or losses, and the attorney general shail 
enforce this penalty and be entitled to 
20 per cent on all collections made by 
him under this section.” 

In the case of corporation stock taken 
over by the bank to protect itself, the 
bill provides that in addition to being 
forced to dispose of it within two years, 
the bank shall not be allowed to vote it 
at any meeting of stockholders of the 
corporation. 

The same measure makes it unlawful 
for a state bank or trust company to 
lend over 20 per cent of its total capital 
surplus and undivided profits to any 
one borrower. 

It is made unlawful, too, for the bank 
to loan money to any of its officers or 
employes who are in active management 
without approval of the board of direc- 
tors, or for a bank to loan to any sub- 
sidiary corporation of which the bank 
has the management and control of 
amount which exceeds the capital stock 
of the subsidiary, and only then when 
the loan has the approval of the bank’s 
board of directors. 

The second bill would prohibit any 
state bank, savings bank or trust com- 
pany whose affairs are found by the 
state bank examiner to be in an “un- 
sound, unsafe or hazardous condition” 
from going into voluntary liquidation 
and designating the liquidator. Liquida- 
tion of such institutions must be under 
the supervision of the state bank ex- 
aminer. ; 

The third bill would amend and would 
re-enact section 17 of Act 179, providing 
for examination by the state bank ex- 
aminer with the assistance of two stock- 
holders selected by him of the books 
and affairs of any state banking associa- 
tion, trust company or savings bank 
whose capital he believes to be impaired. 
If he find the institution’s capital 18 
impaired to the amount of 20 per cent 
or more then he is authorized to call 
upon the institution to make good the 
impairment within sixty days. 
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which is becoming a menace to banks—or whether 

it be to make secure at night the contents of 

the vault—The Simplex System ef bank protection 
arises to the ‘occasion. In addition to the advertising 
value afforded thru the installation of a complete alarm 
system, there results to the banker a keen feeling of con- 
scientious accomplishment. 


W wiscnist it be protection against daylight robbery. 


Any bank electrically protected, invites failure to the 
robber or burglar. 


Any alarm system that secures a reduction on insur- 
ance policy premiums and one that protects the vault 
during the day and one that does not send in false 
alarms—is worthy of knowing. 


THE SIMPLEX SYSTEM 


WILL 


Rob The Robber 


cd 





MONTGOMERY BLDG. 


Manufactured, sold, installed a/ 


The SIMPLEX ALARM” 
MILWAUKEE, wisc/!N 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our & 






The Simplex System is a focl- 
proof, efficient electric alarm 
for the protectiqn of banks 
against hold-up and burglary, 
and for the asking, full particu- 
lars may be had. Tear off a 
corner and mail to 
SIMPLEX ALARM CO. 
Montgomery Bldg. 
Milwaukee, Wis. 
From 
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WHY BANKERS USE 
OUTDOOR DISPLAY 


(Continued from page 28) 


vertising—for through reiteration, im- 
pression is made that becomes per- 
manent, an impression that leads to ac- 
tion, i. e., the purchase of the commodity 
advertised. 

After all is said and done, however, 
none of these features would bt of any 
value without circulation value, and this 
is secured because locations are selected 
so as to present an advertiser’s message 
to the greatest possible number of people 
in any given community. Outdoor ad- 
vertising is universal in its appeal. It 
knows no class, no creed—it reaches the 
masses direct. 

In buying advertising, the purchase 
price is based on the cost per thousand 
eirculation. Outdoor advertising is sold 
at the exceedingly low figure of from 
twenty-five to thirty-five cents per thou- 
sand, depending on the character of the 
display. 

In the preparation of copy every care 
is taken to present the advertiser’s mes- 
sage in a most effective way, and all 
sketches are approved before the actual 
execution of the work is undertaken, and 
finished displays convey in a masterful 
way the advertiser’s story so that all 
may understand. 

Contracts are entered into on a 
painted display covering a period of a 
year or more and cover a repaint at the 
end of each four month period, per- 
mitting of a change of copy at each re- 
paint period, if desired. 

The standard size bulletin is 12 feet 
by 50 feet, which gives adequate and 
splendid display and uniformity that is 
highly desirable for a manufacturer as 
he extends his outdoor advertising from 
city to city. 

Poster displays are sold on the basis 
of showings, a full showing giving an 
intensive display, which covers the en- 





tire population of the city. Showings 
can be furnished in either a full show- 
ing, three-quarter, half or quarter run, 
depending on the intensiveness with 
which the advertiser wishes to present 
his message to the public. 

A poster panel has a printing surface 
of 8 feet 10 inches by 19 feet 8 inches, 
and this, with the blank space around. 
the poster, sets in a frame approxi- 
mately 12 by 25 feet in size. 

In wall displays, the entire wall was 
formerly painted, and the price was 
based at so much per square foot. Now 
only that part of the wall is used which 
can be seen to the full circulation value, 
and the price is based at so much per 
unit. Wall displays are usually painted 
twice each year. 

Electric spectacular advertising is the 
highest form of advertising. It is dis- 
tinctive and individual. No other ad- 
vertiser can use exactly the same space 
nor speak to exactly the same circulatior - 
as another. 

Outdoor advertising is not a hit or 
miss proposition. It is definite and es- 
tablished, and occupies a sphere in the 
business world as necessary and as 
clearly defined as any other one force 
of business. 


Boston Bank Enlarges 

A recent increase in capital of $7,- 
500,000 is announced by the First Na- 
tional Bank of Boston. The doubling 
of capital is spoken of as evidence of 
preparedness for conditions of the next 
few years, permitting the grasping of 
new business and trade opportunities. 
Attention is drawn to the bank’s paid- 
in eapital of $15,000,000 which distin- 
guishes it as one of the strongest banks 
of America. The bank has surplus and 
undivided profits of $22,000,000, making 
a total fund invested in the business by 
its, stockholders of $37,000,000. An ad- 
ditional safeguard for the protection of 
depositors is the liability of the stock- 
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Bankers’ Safety 
Express Envelopes 


made by Sewell-Clapp-Envelopes offer posi- 
tive mailing security for money orders,travelers’ 
checks, and valuable papers of all sorts. 
flaps are extra wide and carefully gummed. 
The opening at the top folds under the flap 
which prevents papers from being taken out. 
The flap has a broad, heavily gummed surface 
with marks for seals. 


Throat-Flap Safety Envelopes will be made of any 
desired stock. Strong, heavy papers are recommended. 


Let us send you samples with price quotations. i 
methods and efficient organization insure economy of production. 
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holders for $15,000,000 more, thus giv- 
ing a total sum for the protection of de. 
positors of $52,000,000. 


Change in State’s Bank Laws 

Important changes in the law govern- 
ing the operation and regulation of state 
bank and trust companies will be made 
in Louisiana if bills recently introduced 
in the Senate go through. 

The first prohibits state banking as- 
sociations, trust companies and savings 
banks from “buying, selling, bartering 
or trading for cotton, sugar or any kind 
of merchandise or stocks in industrial, 
mercantile and manufacturing corpora- 
tions except as a means of securing a 
debt previously contracted and for any 
infraction of this section the banking 
association, trust company or savings 
bank shall forfeit a sum not exceeding 
$1000 and any director assenting there- 
to shall be responsible for all damages 
or losses, and the attorney general shall 
enforce this penalty and be entitled to 
20 per cent on all collections made by 
him under this section.” 

In the ease of corporation stock taken 
over by the bank to protect itself, the 
bill provides that in addition to being 
forced to dispose of it within two years, 
the bank shall not be allowed to vote it 
at any meeting of stockholders of the 
corporation. 

The same measure makes it unlawful 
for a state bank or trust company to 
lend over 20 per cent of its total capital 
surplus and undivided profits to any 
one borrower. 

It is made unlawful, too, for the bank 
to loan money to any of its officers or 
employes who are in active management 
without approval of the board of diree- 
tors, or for a bank to loan to any sub- 
sidiary corporation of which the bank 
has the management and control of 
amount which exceeds the capital stock 
of the subsidiary, and only then when 
the loan has the approval of the bank's 
board of directors. 

The second bill would prohibit any 
state bank, savings bank or trust com- 
pany whose affairs are found by the 
state bank examiner to be in an “un- 
sound, unsafe or hazardous condition” 
from going into voluntary liquidation 
and designating the liquidator. Liquida- 
tion of such institutions must be under 
the supervision of the state bank ex- 
aminer. , 

The third bill would amend and would 
re-enact section 17 of Act 179, providing 
for examination by the state bank ex 
aminer with the assistance of two stock- 
holders selected by him of the books 
and affairs of any state banking associa- 
tion, trust company or savings bank 
whose capital he believes to be impaired. 

If he find the institution’s capital 
impaired to the amount of 20 per cent 
or more then he is authorized to call 
upon the institution to make good the 
impairment within sixty days. 
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which is becoming a menace to banks—or whether 

it be to make secure at night the contents of 

the vault—The Simplex System af bank protection 
arises to the ‘occasion. In addition to the advertising 
value afforded thru the installation of a complete alarm 
system, there results to the banker a keen feeling of con- 
scientious accomplishment. 


W wren it be protection against daylight robbery. 


Any bank electrically protected, invites failure to the 
robber or burglar. 


Any alarm system that secures a reduction on insur- 
ance policy premiums and one that protects the vault 
during the day and one that does not send in false 


alarms—is worthy of knowing. The Simplex System is a focl- 


proof, efficient electric alarm 


for the protection of banks 
THE SIMPLEX SYSTEM mepapye gpm 
lars may be had. Tear off a 


WILL corner and mail to 
SIMPLEX ALARM CO. 


Rob The Robber ek 


From 


Manufactured, sold, installed and 
guaranteed by 


The SIMPLEX ALARM CO. 
MONTGOMERY BLDG. MILWAUKEE, WISCONSIN 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Striking Newspaper Displays 

The Berkeley Bank of Savings & 
Trust Co., which is affiliated with the 
First National Bank of Berkeley, Calif,, 
has been running a series of attractive 
newspaper displays in which it has used 
a group appeal similar to that adopted 
by banks in many communities. In one 
ad, for example, the bank addressed its 
message to the employees of a big soap 
factory and invited them to “Come in 
next pay day and start a savings ae- 
ecount—a dollar will do it.” The copy 
of this advertising series has been em- 
bellished by an effective touch of art 
work. This is a simple and worth-while 
method that can be adopted by bankers 
everywhere in getting the attention of 
the industrial worker. 








L BONDS 
INTERIM CERTIFICATES 


We are specialists in financial printing and have 
one of the best plants in the Northwest for hand- 
ling this type of work. 
















Send us your next order for Bonds, 
Interim Certificates, Stock Certificates, etc. 
a We will turn out a good job in record 
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° 2° : > The People’s Savings Bank of Saera- 
Poucher Printing & Lithographing Company mento, California, is also employing 
316 to 324 Fourth Street South MINNEAPOLIS, MINNESOTA 







newspaper copy in an attractive way 
to emphasize the value of personal con- 
tact with banks and the significance of 
broad lines of service. This Sacramento 
bank uses an illustration of its building 
as a means of identifying the bank in 
the publie mind. 

The copy, art work and typography 
of these Western bank advertisements is 
produced by the Hamman Advertising 
Service. 


Successors to 


NORTHERN LITHOGRAPHING CO. and HAHN & HARMON COMPANY 



































Encouraging Trust Service 

The April number of “The Solicitor,” 
the attractive little house organ issued 
by the Wachovia Bank and Trust Com- 
pany, contains several practical sugges- 
tions about the making and safekeep- 
ing of a will. Its material is intended 
to show in a simple way the importance 
of different phases of making a will, and 
has an unusually strong appeal in be- 
half of trust company management. 

















































Dividend Over 20 Per Cent 

The Skandinaviska Kreditaktiebolaget 
of Goteborg and Stockholm, has cabled 
Brown Brothers & Co., their New York 
correspondent, to the effect that a divi- 
dend for 1919 at the rate of 21.12 per 
cent has been declared. Since 1914 the 
deposits current accounts of this institu- 
tion, the largest in Sweden, have risen 
from kroner 250,364,094 to kroner 961,- 
050,921. On December 31, 1919, the 
paid-up capital and reserves of the 
Skandinaviska Kreditaktiebolaget were 
kroner 182,000,000. « 


“A:B:A’ CHEQUES GO ROUND THE WORLD 











Hore: stores and transportation companies 


everywhere know and accept them. 










7 who use them are independent of banking hours, 

free from the annoyance of money exchange and protected 
from loss or theft. Your countersignature, written in the 
presence of the acceptor, automatically identifies you. 
Without it the cheques are valueless. 











A Counterfeit Reason 

“Yes, I still have the first pound note 
that I made,” said the gray-haired 
passenger. 

“Good gracious!” exclaimed his travel- 
ing acquaintance, “how did you keep it 
so long?” 

“Well, it was very imperfect, being 
my first, and I’d have had trouble in 
passing it.’—London Weekly Telegraph. 





N denominations of $10, $20, $50 and $100. Conveniently carried 


in a small, compact wallet. Issued by the American Bankers 
Association, composed of 20,000 leading American Banks and Trust 
Companies. 


66 « American 
AB . Suen Cheques 
For further particulars write 


BANKERS TRUST COMPANY The Petty, Texas, Citizens National 
New York City | Bank is planning a $15,000 building. 
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$5,000 PROFITS ON AUTO 
LOANS FROM A 
TRUST FUND 
(Continued from page 387) 


effectiveness of the plan already de- 
seribed rests chiefly in the fact that the 
company which provides the trust fund 
also provides an automobile expert who 
examines every risk before the loan is 
made. The bank, therefore, is able to 
use its own judgment on the character 
and responsibility of the applicants for 
a loan and this is backed up by the find- 
ings of the expert employed by the com- 
pany. 

“We have found that this plan has 
worked out satisfactorily all around,” 
says an officer of the bank. “It has 
been used by truck as well as automobile 
purchasers and in several cases the dis- 
tributors have availed themselves of the 
use of this trust fund. 

“We could have done a great more 
business if our trust fund was larger, 
and we are now planning to increase it. 
By using this trust fund, we do not im- 
pair our own cash position.” 

Part of the profits are turned over 
to the bank and the balance to the mort- 
gage and security company which fur- 
nishes the cash. 


A Benighted Heathen 
An American teacher undertook the 
task of convincing an indolent native 
son of the Philippines that it was his 
duty to get out and hustle. 
“But why should I work?” inquired 
the guileless Filipino. 





“In order to make money,” declared 
the thrifty teacher. 

“But what do I want with money?” 
persisted the brown brother. 

“Why, when you get plenty of money 
you will be independent and will not 
have to work any more,” replied the 
teacher. 

“T don’t have to work now,” said the 
native—and the teacher gave it up in 
disgust.— Jewell (Kan.) Republican. 





The new home of the Central State 
Bank at Poteau, Okla., is nearing com- 
pletion. 


The Anderson Bank Building of Car- 
linville, Ill., is nearly completed. 


W. F. Ramsey, chairman of the di- 
rectors of the llth reserve district, re- 
cently announced that the Houston 
branch of the Federal Reserve Bank 
will put up its own building within the 
next two years. 





Plans are being drawn for the con- 
struction of a bank and office building 
for the National Exchange Bank of 
Milwaukee, Wis. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 





World-Wide 


in 


Scope and Vision 


ROM New Zealand to British Columbia; 

North—East—South—West—lines of busi- 

ness push out from the First National into every 
important trade center in the World. 


Far-reaching facilities, offered by this Com- 
mercial Bank which stands as the leader among 
Northwest financial institutions — maintaining 
that position by directing, with keen intelli- 
gence, the banking affairs of its patrons, whether 
they require service at home or abroad. 


FIRST NATIONAL BANK 


MINNEAPOLIS 


Resources over 


$100,000,000 





VERY DOLLAR that is spent for advertis- 


ing in a publication that 
misrepresents its circulation and thus obtains money under 
false pretenses is a dollar lost to the publishers who give full value. 


In self-defense, therefore, the: ‘‘above board’’ 
publishers have an independent audit made of their circulation 
records by the Audit Bureau of Circulations and invite their 
compititors to do likewise. 





When excuses or evasions are given for declin-' 
ing the challenge, the advertiser can draw his own conclusions. 


There are many excuses for not belonging to 
the A. B.C. There is only one reason. 


THE BANKERS MONTHLY is a member of the 


Audit Bureau of Circulations. There are no hidden mysteries 
about its circulation records. 





































































































10% OF OUR PRODUCTS 
MUST GO ABROAD 
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American manufacturers should plan to enter foreign fields and to carry 


T has been 

stated that 
before the war, 
not over one 
hundred Amer- 
icans had an in- 
ternational vis- 
ion. Since the 
war that num- 
ber has greatly 
increased, but 
as a whole we 
are still in- 
clined to be concerned only with our 
home affairs. But the future success of 
our country depends absolutely upon the 
men who are thinking internationally. 
Those American manufacturers and 
merchants who are not planning to sell 
at least ten per cent of their products 
to foreign countries, and to carry on 
advertising campaigns that will keep 
American products before the eyes of 
the world are not doing their part as 
Americans. For otherwise we cannot 
realize the fullness of American pros- 
perity. 

Advertising today is a necessity and 
an asset. The time has arrived when 
the manufacturer and the merchant must 
carefully figure advertising cost and 
carry it in his budget as an expense just 
as essential as rent or labor, properly 
charging it against each product and 
article. Advertising has been hurt by 
emotional appropriations—by spasmodic 
flares. For instance some men still ad- 
vertise only when they have spare money 
and never put out a line when times are 
dull and they need business. The 
amount and nature of advertising is to 
be planned with the production scale. 





* EDWARD N. HURLEY 


on advertising campaigns that will win recognition for American products 


By EDWARD N. HURLEY 


Former Chairman, Federal Trade Commission 


Only then can we stabilize manufactur- 
ing, merchandising, and advertising. 
The name of the small merchant today 
who has foresight and judgment in the 
merchandising of his products may be 
as well-known as John Wanamaker in 
his particular locality, or even through- 
out the nation. His products are known 
by his advertising, and his success de- 
pends upon the merits of the products 
he furnishes to the customers that the 
advertising brings to him. And the 
manufacturer or merchant who is ad- 
vertising sanely today is not only lay- 
ing the foundation for greater business 
for himself, but is selling the public on 
his industry. His suecess will be the 
guide post for his competitors, and the 
post will always read, “Advertise.” 
Advertising of a thoroughly sound 
and scientific kind, must of necessity cut 
out waste in order to give the most for 
the money—which is business. I know 
of nothing that so cuts out the wastes 
of distribution as proper advertising, 
for it tends to reduce the heavy burden 
of sales expense by increasing the effi- 
ciency of the salesman. In my early 
days I sold goods that were not ad- 
vertised—hardly anyone advertised then. 
On each call I had to start my demon- 
stration from the ground up for no one 
ever knew in advance anything about 
what I had to sell. In later years I sold 











Mr. Hurley delivered this ad- 
dress before the Associated Adver- 
tising Clubs at the Indianapolis 
Convention. He touched on many 
points of vital interest to bankers. 






articles that were well advertised and I 
found my energies tripled, for the 
printed word had made unnecessary 
much of my preliminary talk. The 
wrong advertising is waste; the right 
advertising is money saving and is es- 
sential to volume business. 

And therefore I further take it that 
we all agree that advertising is not 
primarily the science of making a noise, 
but is rather the science of giving just 
the right amount of aid in the distribu- 
tion of the right amount of goods. 

Advertising is bigger than we have 
thought. Advertising men have con- 
centrated on the final step in the sales 
of products between manufacturer and 
consumer. What they can do is to an- 
alyze and direct the advertising that 
affects the whole chain of distribution. 

Advertising has a big and important 
function and opportunity in shortening 
the distance from industry to industry, 
in facilitating, improving and cutting 
the cost of inter-industrial operation. 

Manufacturers have gone a long way 
in the refinement and improvement of 
manufacturing processes, and not far 
enough in too many instances in speed- 
ing up distribution by the adoption of 
the modern labor-saving machinery of 
advertising. 

Advertising between industries can 
help production, too, by promoting in- 
stallation of improved machinery, better 
processes and better materials. A man 
has not done his full duty when he pro- 
duces a machine to eliminate human 
drudgery and cheapen production. He 
owes an obligation to society, as well as 
to himself, to use the educational in- 
fluence of advertising to put its dynami¢ 
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forces to work in the interest of the gen- 
eral welfare. 

As a national advertiser I should 
yalue more highly the services of an ad- 
yertising man familiar with the trade 
journals in my industry. I am fearful 
that our manufacturers, merchants, and 
advertising men do not appreciate the 
trade publications which are doing so 
much from a scientific as well as a prac- 
tical standpoint in stabilizing conditions 
and working out the many problems ex- 
isting in their respective fields. When 


~ I was Chairman of the Federal Trade 


Commission I made it a point to have 
the principal trade papers in the 
United States sent to me regularly. 
These were read not only by myself but 
by the entire staff so that we might have 
a finger on the pulse of the country’s 
industry. Advertising agencies placing 
national and international advertising 
could well insist on every man in their 
employ reading the trade journals of the 
industries of their clients so that they 
may keep themselves currently informed 
on the conditions in the businesses for 
which they are writing copy. I believe 
in the business journals. I have been 
closely associated with work of many 
and have made a study of them, and 
I am firmly convinced of the editorial 
strength and value of many of these 
publications. 

A decided improvement has been 
made by our manufacturers in arriving 
at true manufacturing costs of their 
products, and now where a manufac- 
turer sells direct to the consumer he is 
generally familiar with his selling costs, 
and this information is available. On 
the other hand, where the manufacturer 
sells to jobbers and dealers, both of 
whom are necessary factors in the dis- 
tribution of his wares, and through 
whom ninety per cent of all our prod- 
ucts, both manufactured and farm, reach 
the consumer, there is a feeling on the 
part of the public that the distributors 
are making excessive profits, and they 
feel that prices would be lower if only 
they were able to purchase direct from 
factory or farm. In the absence of any 
facts on this subject it would be folly 
to agree that such would be a better and 
more economical method of distribution. 

Engineers, scientists, and the govern- 
ment, through the census, have accu- 
mulated almost unlimited information 
on the volume and cost of production. 
Our government takes a complete census 
of the manufacturing industries of the 
country every five years, but we have 
never had a survey of our jobbers and 
retailers and their merchandising meth- 
ods. There are no corresponding sta- 
tisties on distribution, although it is twice 
as important from the standpoint of the 
consumer. Many statements have been 
made that our merchants are responsible 
for high prices. In justice to them we 
should determine the costs of distribu- 
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BUSINESS WITH GREAT BRITAIN FACILITATED 


tion by the various methods and the 
volume of business transacted through 
the various channels. Attempts to make 
distribution more scientific and econom- 
ical are blocked by lack of authentic 
data. We get only soap-box figures. It 
is high time that this important feature 
of merchandising should be carefully an- 
alyzed by our Government, and I earn- 
estly urge this great organization to ree- 
ommend to Congress that a bill be 
passed providing for a special survey 
to be made at the earliest possible date, 
so that the question of the cost of dis- 
tributing our principal products may be 
ascertained and settled. 

The bill should provide for an ad- 
visory board of, say, nine members to 
serve without pay and to be appointed 
by the Secretary of Commerce, consist- 
ing of representatives from such or- 
ganiZation as the Associated Advertising 
Clubs of the World, leading trade paper, 
magazine, and newspaper publishers’ 
associations, and jobbers’ and retailers’ 
associations. This board would co- 
operate with the Secretary of Commerce 
and the Director of Census in preparing 
questionnaires, suggesting data required, 
and in other matters on which they 
might desire advice. There are many 
problems involved in this great question, 
and with the compiling of such data by 
the Government the information could 
be quickly analyzed and given to the 
public at an early date. The cost for 
the survey would be small compared 
with the benefits the public would re- 
ceive. It should have a most important 
bearing on the solution of the present 
high cost of living, for it would show 
the facts. 

This census 


should endeavor to 


eollect and tabulate such information as 


the following: 


1. Volume of wholesale sales. 
a. By lines of merchandise. 











b. By cities and states. 
2. Volume of retail sales. 
a. By lines of merchandise. 
b. By cities, counties, and states. 

3. Costs of distribution charged to 
broker, to, wholesaler, to retailer, to 
transportation, to advertising, ete. 

a. By lines of merchandise. 
b. By states. 
4. Census of retail outlets. 
5. Consumption statistics. 
a. In money. 
b. In volume of goods. 
e. By lines of merchandise. 
d. By cities, counties, and states. 

6. Distribution from industry to in- 
dustry. 

a. Completely manufactured prod- 
uct. 

b. Semi-manufactured product. 

ce. Raw materials. 

The above is an ambitious program 
and a few years ago would doubtless 
have been considered an impossible one. 
I believe, however, that the income tax 
has forced business men to keep records 
which would enable the census depart- 
ment to secure most of this information. 
It would be of inestimable value not 
only to every person with goods to sell, 
but also to every consumer of merchan- 
dise, in that it would furnish informa- 
tion that would make distribution more 
scientific, efficient, and economical. 


Our Trade With the Orient 

The share of United States in the rap- 
idly growing trade of the Orient has 
increased from less than 10 per cent in 
the year before the war to over 20 per 
cent in 1919. The total trade of the 
Orient, including in this term Asia and 
the adjacent islands, aggregated, says a 
statement of The National City Bank of 
New York, about $5,200,000,000 in 1913 
of which about $475,000,000 was with 
the United States, but in 1919 had ad- 
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vanced to $8,750,000,000 of which $1,- 
830,000,000 was with the United States, 
While the general trade of the Orient 
nearly doubled during the war period, 
that with the United States quadrupled. 
Our exports to Asia and the Philippines, 
which in 1913 amounted to only $153,- 
000,000, were in 1919 $775,000,000, and 
in the fiscal year about to end will ex- 
ceed $300,000,000; our imports from the 
section in question, which amounted to 
only $300,000,000 in 1913, were $1,100,- 
000,000 in 1919 and will probably ag- 
gregate $1,300,000,000 in the fiseal year 
ending with next month. : 


A Handicap to Switzerland 


A peculiar situation was developed 
early in June when a Geneva dispateh 
brought to light unusual conditions of 
finances in Switzerland. ‘It pointed out 
that that country is buried under an 
avalanche of gold for which there is no 
outlet in Europe, which seems to be a 
fallacy, says the Wall Street Journal. If 
the Swiss National Bank decided it had 
too much gold, the yellow metal could 
be shipped to London at a handsome 
profit. Switzerland’s exchange rate is 
at about 8 per cent premium in London, 
while gold in the latter city is at a pre- 
mium of about 25 per cent. Zurich 
could ship gold and sell English ex- 


change against it, and at present rates 


of exchange would realize nearly 15 per 
cent profit. 

While it is true that her gold hold- 
ings have increased more than 300 per 
cent during the war, Switzerland’s out- 
standing notes have inereased to a 
greater extent, so that on April 20, last, 
that country maintained a lesser propor- 


.tion of gold to notes than on’ May 31, 


1914. Comparison is as follows, last 
three figures omitted: 

Per cent 

Notes of Gold 

Date Gold Hold’gs Outstand to Notes 


April 30, 1920 $106,175 $193,215 54.9 
May 31, 1914 34,235 55,185 62.0 


If to the notes outstanding at present 
is added the Swiss Federal Land Bank’s, 
“darlehens-kassenschein,” an emergency 
currency, amounting to about $5,500,000 
she maintains only slightly more than 
53 per cent gold against outstanding 
notes. 

Switzerland, with no little pride, can 
point to her strong rate of exchange, 
which has remained firmer than that of 
Holland and Spain, although the gold 
holdings and proportion of gold to notes 
of these countries has increased. This is 
undoubtedly due in part to her obtaining 
a loan of $25,000,000 some time ago 
from New York bankers to purchase 
materials in this market. 

However, maintaining a high rate of 
exchange has also had its ill effects. It 
has almost ruined her tourist industry, 
causing great distress amongst 40,000 
hotel workers and placing a great many 
hotels on the verge of. bankruptcy. 
Hotels that would normally be filled at 
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this time are now practically empty. 
Accommodations which cost 55 franes 9 
a day, would mean an expenditure of 
more than 500 kronen to the Austrian, 
more than 300 marks to the German, 
more than 500 marks to the Polander, 
about 125 franes to the Frenchman and 
nearly 3 pounds sterling to the English- 
man. Increased costs to other foreigners, 
due to adverse exchange rates, would 
vary between 3 per cent and more than 
100 per cent. 


Olympic Games a Trade Factor 

In discussing the coming Olympic 
games to be held at Antwerp from May 
15th to August 15th, Addison L. Win- 
ship, vice-president of the National 
Shawmut Bank of Boston, who is trea- 
surer of the New England section of the 
American Olympic Committee, called at- 
tention to the special significance of the 
games in connection with opportunities 
they represented for our manufacturers 
through the expositions of automobiles, 
sporting goods, motor trucks, ete. which 
are to be held in Antwerp about the 
same time. 

“A striking feature of the reconstruc- 
tion programs of almost every country 
in Europe,” he said, “is the organiza- 
tion of industrial expositions. The im- 
portance of the celebrated Leipsig Fair 
as a factor in the growth and develop- 
ment of many German industries was 
fully recognized in the years preceding 
the war. Already a number of rivals 
to the Leipsig Fair have been firmly 
established; the French industrial fair 
at Lyons being one of the most import- 
ant. In most instances such expositions 
have been open to all departments of in- 
dustry. Others are devoted to partic- 
ular industrial groups as in the case of 
the coming expositions at Antwerp. The 
International Automobile exposition, 
May 15th to June 15th, will embrace 
every branch of the automobile and 
accessory trade. This will be followed, 
June 25th to July 25th, by an exposi- 
tion devoted to motor trucks, tractors, 
industrial engines, agricultural machin- 
ery, ete. A sporting goods fair, extend- 
ing from August 7th to September 15th, 
represents every branch of sport em- 
braced by forest, field and stream.” 

“The holding of these fairs on dates 
when thousands of visitors will be in 
the country is in itself an example of 
practical foresight. That two of those 
expositions are associated with sport, re- 
creation and athletics gives to the Olym- 
pie meet an added importance. It is to 
be hoped that American manufacturers 
will take full advantage of the oppor- 
tunities which these fairs present for 
the expansion of their markets.” 





S. W. Straus & Co. have leased prop- 
erty at Fifth Avenue and Forty-Sixth 
Street and will erect thereon a nine- 
story bank and office building to cost 
$4,000,000. 
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Worth While Books 

The* Ronald Press Co. of New York 
has just issued four books of great value 
to the banker and to the business man. 
Two of these books cover business law 
and are the work of Thomas Conyngton 
of the New York bar. Mr. Conyngton is 
also the author of “Corporate Organiza- 
tion and Management,’ “The Modern 
Corporation,” and other similar works. 
His latest work, “Business Law” which 
comes in a two-volume set is an en- 
lightening and practical presentation of 
the law, usable in any state of the Union. 

One of the interesting features of 
this new work is the series of questions 
on commercial law taken from the Cer- 
tified Public Accountants’ examination. 
The questions are grouped at the end of 
each chapter, and illustrate in a simp!e 
and interesting way the significance and 
importance of approved accounting 
methods in business practice. This new 


work on business law constitutes a re- © 


vised and enlarged edition of the pre- 
vious work of the same name. The 
contents have been brought up-to-date 
and a great deal of new information has 
been added. 

In addition to these books by Mr. 
Conyngton The Ronald Press has also 
issued another two-volume set, “Lan- 
guage for Men of Affairs.” One of these 
books is devoted to business writing, 
and the other to talking business. James 
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Melvin Lee, director of the Department 
of Journalism of New York University, 
formerly president of the American As- 
sociation of Teachers of Journalism is 
the author of the volume on Business 
Writing. 

John Mantle Clapp, lecturer on the 
Language of Business, New York Uni- 
versity, formerly professor of English 
at Lake Forest College is the author of 
the volume on Talking Business. 

“Business Writing” tells the business 
man just the things he needs to know 
when he has some matter which he must 
express in writing. It discusses essen- 
tials and shows the points of technique 
of special types of writing such as busi- 
ness letters, business reports, advertis- 
ing copy, ete. 

“Talking Business” is intended for 
business men and bankers and deals 
with their special language problems. 
Without being a grammar or a manual 
of elocution, it presents the essentials of 
both with pertinent illustrations and 
really helpful exercises. 


Clifford R. Wright has been chosen 
a director of the Union Trust and Sav- 
ings Bank Company of Cincinnati, sue- 
ceeding his father. 


The contract has been awarded for 


* the construction of the City National 


Bank Building, Johnson City, Tenn. 
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Irish Finance 

“Biddy,” remarked the newly wed 
Irishman, go down and feed the pigs.” 

“Faith and I will not,’ replied the 
bride. 

“Don’t be after contradicting me, 
Biddy,” retorted the husband. “Haven’t 
I just endowed you with all my worldly 
goods, and if you can not feed your 
own property, then it’s ashamed of you 
I am.” 





This was a new point of view, so off 
Biddy went. 

Presently she returned. 

“Have you fed the pigs, Biddy?” de- 
manded her husband, sternly. 


“Faith, and I have not,” she answered. 
“T have done a great deal better. As 
they were my property I have sold them, 
and shall not be bothered with then 
again.”—London Tit-Bits. 
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Hibernia Securities Co. 


The Hibernia Bank & Trust Com- 
pany, New Orleans, announces that, 
effective June 1, 1920, all of the invest- 
ment business heretofore transacted by 
its bond department will be transferred 
to the Hibernia Securities Company, 
Ine., which was recently organized by 
the Hibernia Bank & Trust Company 
for that purpose. 


There will be no change in tne poliey 
or personnel of the bond department, 
which will continue the business of buy- 
ing and selling high-grade investment 
securities. 

P. H. Wilkinson, heretofore bond 
officer of the Hibernia Bank & Trust 
Company, has been elected a vice-presi- 
dent of the securities company, in charge 
of the bond department; Jos. J. Farrell, 
heretofore assistant bond officer becomes 
assistant secretary, and Geo. H. Nus- 
loch and J. Albert Baudean, respectively 
sales manager and assistant sales man- 
ager, will occupy similar positions in the 
securities company. 

The New York office of the company 
is located at 44 Pine Street in charge 
of Harold 8. Schultz. A direct private 
telegraph wire between the main office 
in New Orleans and the New York office 
has been installed. 
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A Youthful President 
The election recently of Herman E. 
Murray as president of the Olney State 
Bank, an institution half a country old, 
probably breaks the Illinois record for 
youthful bank presidents. 
" Mr. Murray is 26 years old. Before 
the war Mr. Murray was connected with 
the bank as assistant cashier, resigning 
to enter the aviation service. He became 
eashier of the bank last September. The 
energetic management of Mr. Murray 
and his assistant, Edw. Suess, also a 
young man, has nearly doubled the re- 
sources of the bank in the past ten 
months. 

During this time extensive alterations 
and improvements have been made in 
the interior of the bank building. 

The bank’s new officers are as follows: 


Herman E. Murray, president. 
J. C. Weber, vice-president. 
Edw. Suess, cashier. 

Esther Bosart, assistant cashier. 


Railroads’ Maturing Obligations 
Among other immediate financial 
problems of the railroads are the heavy 
maturing obligations which must be paid 
off or refunded in the near future. All 
of these obligations were incurred at far 
lower rates of interest than that which 
_ Iust be paid for new money. The 
following table shows the railway 
funded debt maturing each year from 
1919 to 1934, inclusive, and includes all 
Class I roads as well as their non-oper- 
ating subsidiaries : 


Year of Miscellaneous Total 
Maturity. Obligations. Maturities. 
1919.... $25,437,038 $137,890,038 
1920.... 25,006,335 143,624,835 
1921.... 19,385,426 334,054,511 
1922... 31,706,692 86,531,471 
1923... 4,482,000 106,934,000 
1924.... 918,620 13,532,620 
1925.... 52,867,655 220,449,960 
1926... 11,946,000 70,246,000 
1927... 33,708,225 118,274,667 
1928... . 6,421,000 179,478,500 
1929.... 105,396,346 262,926,987 
ay00.... 35,231,256 123,856,763 
a 15,000,000 168,557,520 
mee... 53,573,800 120,067,800 
a 80,621,000 194,578,535 
1934... . 91,568,273 346,018,553 

Total.. $594,269,666 $1,627,022,760 


Industrial Service Bureau 


The Franklin Trust Co. of New York, 
organized an Industrial Service 
mureau. In order to stimulate produc- 
tion the bank offers to its customers 
Plans, charts, and general lay-outs tend- 
ig to efficiency and economy of opera- 
tion, This Industrial Service Bureau 
Sin line with a tendency among many 
lige banks which are striving to give 
industrial customers a broader measure 
of technical service. 





No Superfluity 


“Dear, I must congratulate you upon 
your new dress.” 


“Oh, thanks, what do you particularly 
like about it?” 


“The elimination of non-essentials.” 
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Disgusted 

“Why did you lose interest in your 
garden?” 

“It wasn’t the garden I lost interest 
in, but I couldn’t bear to turn up so 
many fishing worms that would be of no 
use to anybody.” 
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Bigger Earnings 
for Your Bank 


HE Welfare Loan Societies 
organized and operated by this 
company in cities of more than 20,000 
“population are a demonstrated 


They justify the careful considera- 
tion of every banker who wants to 
give his community the maximum 
degree of enlightened service. 


We shall be glad to furnish any 
information on request. 


Hawkins Mortgage Co. 








WELFARE LOANS 

HAWKINS PORTLAND 

BUILDING INDIANA 
THRIFT SAVINGS 
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Capital sue Surplus $ 15,000,000.00 


Invest Your July Funds In 
Our First Farm Mortgages and Bonds 


They are safe as demonstrated by the fact that NO 
INVESTOR HAS EVER LOST MONEY THROUGH 
THEM! They net a return of 6 to 7%,—a liberal in- 
come for such safe securities. 


Our service relieves investors of all details. 


Write fora descriptive list of our current offerings and book- 
let entitled, ‘The Science of Safe and Profitable Investing.”’ 


PETTERS AND COMPANY 


Bonds and Farm Mortgages 


MINNEAPOLIS, MINNESOTA 


| NEVER A LOSS TO ANY CUSTOMER 


Business Experience 


THOS. H. WEST 
F. O. WATTS, President 


— JOHNSON, International Shoe 
ROBERT McK. JONES, Dry Goods Com- 
™) on 
















issi 
— B. KENNARD, J. Kennard & Sons 


rpet Co. 

H. H. LANGENBERG, Langenberg Bros- 
Grain Co. 

W. A. LAYMAN, Wagner Blectric Mfg. Co. 

J. Y. LOCKWOOD, Southern Coal, Coke & 
Mining Co. 

E. K. LUDINGTON, Chase Bag Co. 

EDW. MALLINCKRODT, Mallinckrodt 
Chemical Co. 

w Syatem NIMS, Southwestern Bell Telephone 
yste 








. i. PAR ER, Emerson Electric Mfg. Co. 
JOHN F. SHEPLEY. St. Louis Union Trust 


Co. | 
MOSES aS GRORNERRG. May Department 
a Sydney M M. Shoenberg Securities Co. 
- J. + EGEL. Huttig Sash & Door Co. 
G0. W - SIMMONS, Simmons Hardware 
WALLACE D. SIMMONS, Simmons Hard- 
ware Oo. 
M. E. SINGLETON, Missouri State Life 


nmsurance Co. 
JAMES E. SMITH 
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J. CLARK STREETT, J. D. Streett & Co. 
M. B. WALLACE, Cupples Company 
Union Bag & Paper Co. 


$170,000,000.00 








Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


Continental Capital Increased 


The directors of the Continental ang 
Commercial National Bank of Chicago 
have authorized an increase in the 
bank’s capital stock from $21,500,000 to 
$25,000,000 and called a meeting of the 
stockholders for July 1 to vote on the 
proposal. The $3,500,000 additional 
stock will be sold to stockholders of ree. 
ord July 1 at par, $100 a share, each 
stockholder having the right to subseribe 
for 16.279 per cent of his holdings, 
Payment for new stock is to be made on 
Aug. 1 

Only three other banks in the country 
have as large a capital stock as this— 
namely, the National City Bank, the 
National Bank of Commerce and Guar- 
anty Trust Company, all of New York, 
each with $25,000,000. 









The ‘‘Open Counter’’ Plan 


Directors of the Spokane & Eastern 
Trust company, of Spokane, Wash., are 
inaugurating the “open counter” plan 
for the savings department and remodel- 
ing the bank room for this purpose. 
There will be no wickets or iron gratings 
to chill the ardor of customers. E. Y, 
Klein will be in charge of the depart- 
ment. He is increasing the number of 
tellers to three, and is arranging to have 
six or seven, and possibly eight, tellers 
on hand in this department at the in- 
terest paying dates of January 1 and 
July 1. A special ladies’ room will be 
provided for this savings department. 
There are now 14,000 depositors and the 
list of school children depositors, since 
the children’s section was opened, has 


passed the 10,000 mark. 













A $10,000 Protective Policy 


The Safeguard Check Writer Co. of 
New York is issuing a $10,000 protective 
policy in the Fidelity Casualty Co. of 
New York to every original purchaser 
of its machine. Thus, the individual or 
the bank that uses the Safeguard Cheek 
Writer as an original purchaser is pro- 
tected in any losses that may be sus 
tained up to $10,000 as a result of the 
felonious alteration of the amount, date, 
number, or name of the payee on aly 
eheck or draft. 























Officers of the Kansas State Bankers’ 
Association are now: President, H. 
Grass of the Farmers & Merchants State 
Bank, La Crosse; Vice-president, F. J. 
Atwood, First National Bank, Com 
cordia; Treasurer, G. W. Kuhne, Mer- 
chants National Bank, Lawrence; Set- 
retary, W. W. Bowman, Topeka. 


The Citizens National Bank of Worth- 
ington, Minn., has purchased a lot upon 
which to cont a modern bank building: 
Plans for the structure have not beet 
made, as the new building will not be 
built until next year. 
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Discount Rates Up in Foreign Banks 


The Banks of England and France 
have advanced their official discount 
rates to curtail further inflation. Plans 
for substantial increases in taxation are 
under consideration in Great Britain, 
France and Italy. Unofficial reports 
persist regarding the resumption of 
trade relations between the Allied na- 
tions and Russia. Belgium is reported 
to be making excellent progress in the 
readjustment of her industries to a 
peace basis. An Allied Financial Con- 
ference will be held at Brussels this 
month and the United States will be 
represented. The German indemnity 
has received much attention, and it is 
thought that a lump sum will be decided 
upon, part of which will be paid at once 
and the balance in reparation bonds. 
German exporters, acting in accord with 
the Government, have established prices 
for export far above current prices in 
Germany. Moreover, the export price is 
graded according to the premium on 
the exchange of the country to which 
the sale is made. The formidable posi- 
tion of Germany in South American 
trade prior to the outbreak of the war 
lends much interest to the character of 
the first cargo to arrive in Buenos Aires 
since 1915. This comprised a large 
variety of articles, in rather small lots, 
practically all of which were manufac- 
tures requiring much labor and skill in 
preparation rather than large amounts 
of raw materials. Argentina has con- 
tinued to absorb large amounts of gold, 
“but the rate of exchange has fallen so 
that now it is barely above the gold 
importation point. The approximately 
$50,000,000 Argentine notes due here 
this month have been provided for. 
Great Britain, France and Italy are ne- 
gotiating for a new joint loan of $200,- 
000,000 from Argentina, to be wholly 
expended there. 


Imports of the United States in 
March set a new high record at $523,- 
00,000 and exports were $819,858,000, 
exceeded only once. The balance favor- 
able to the United States amounted to 
$296,858,000, that with Europe being 
shout $340,000,000. The adverse ex- 
thange conditions appear not to have 
sriously affected our export trade as 
yet.— First. National Bank, Boston, 
Mass. 


Yeggs, On Second Visit, Return Loot 


Yeggmen who robbed the Farmers’ 
Deposit Bank at Berry, Ky., in March, 
made a second visit-recently to return 
ton-transferable notes, stocks and secur- 
ities worth nearly $100,000. 


Whether the second visit of the 
landits was for the double purpose of 
Miurning the papers and making a sur- 
ey of another bank to rob or for the 
le purpose of preventing great fi- 


8a matter of conjecture. 








Mancial loss with no benefit to the robbers 


Readera will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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A BANK 
cannotrise higher 
than its ideals in its 
service any more than 
astream can rise higher 
than its source. The size 
and strength of this bank 
are a sure indication of a 
healthy, high ideal and a 


lofty standard of service. 


Such are the sources of our 
success, reaching back a century 
into the business history of this 
city and the financial history of 
our country. 


- Experience has broadened our service 
and made practical application of our 
ideal of equitable dealings to the ever- 

changing conditions of commerce and trade. 


THE 


PHILADELPHIA 
NATIONAL 


BANK 


PHILADELPHIA, PA. 


Bankers! Manufacturers! 


If you want to buy control in a large bank, or in a manufacturing corpora- 
tion; if you want to sell a controlling interest, I can be of Real Service. That's 
my business, buying and selling controls in corporations. I doa National Busi- 


ness. Write me, no matter where you are located. 


JACOB BACKER 


Est. 1916 


FINANCIAL BROKER 
EXCHANGE BANK BLDG. ST. PAUL, MINN. 





































WHAT THE INVESTMENT 


BANKER IS DOING 


People have rare opportunity now to benefit 
themselves and the investment bankers are striv- 
ing to show them how to make the most of it 


By CHAS. E. OTIS 
President, Otis & Co., Investment Bankers, Cleveland, Ohio 


T no time has there been such an 

opportunity for the investment 
banker as now. Money is widely dis- 
tributed and there are many thousands 
of people who are ignorant of the in- 
vestment and the care of their surplus 
funds. It is, of course, regrettable that 
there are not more such funds, which 
could be surplus and used for invest- 
ment, going into these channels. 


There is before us not only a great 
opportunity, but a great duty to point 
out to those who do save the proper 
course into which to direct their funds. 
One means of direction is through con- 
structive advertising and publicity and 
it is my belief that in this we have a 
great medium. 

The investment banker and the broker 


as well must now assume to a greater 
extent than ever the responsibility of a 
form of trusteeship. I am happy in the 
belief that the banker and broker—of 
course always referring to those of char- 
acter and integrity—is held now in much 
greater respect by the public generally 
than ever before. The public has to a 
very great extent changed its attitude of 
mind, on account of the great sacrifices 
made during the war by business men 
and by those engaged in financial pur- 
suits. This may not always seem plain, 
as of course the loud cries of demagogy 
and discontent rise above the stable 
thought of the greater majority. It is 
certain there are more of us who be- 
lieve in the fundamental, constitutional 
integrity of our country than the others 


“The Proof of the Pudding 
Lies in the Eating” 


SS who have tried our Memphis B/L collection 
service can tell you of the satisfaction it yields. 
“Quick and Efficient Service” in words and in fact is 
different, unless the bank is actually organized to make 
good its claim. The proof of the pudding lies in the 


eating, and you can by one experiment verify the claims 


of “ 


& P” quick an efficient service. 


UNION & PLANTERS BANK 
& TRUST COMPANY 


Resources Over $35,000,000 


MEMPHIS 


Organized 1869 


TENN. 
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who are making at the present time a 
greater outcry. 

This majority of real thinking people, 
and real Americans believe that business 
is honest and that our great financial 
institutions are really what they are, the 
backbone and main-stay of progress and 


development. While it may seem that 
the relations between capital and labor 
are now at a point of critical disagree- 
ment, I believe that fundamentally this 


relationship is really becoming better 


understood by everyone. 


It is so obvious to everyone that the 
development of industry is impossible 
without the assistance of financial chan- 
nels that the feeling of partnership in 
the minds of the public is growing 
stronger continuously. This is demon- 
strated by the continual investment by 
the public in the securities of these cor- 
porations. It is my belief that the 
more closely the investment houses co- 
operate, the more quickly will come the 
development of this confidence. All we 
ean do to stamp out the unsound, im- 
practical and really dishonest advertis- 
ing and promotion, the more we enhance 
our trust to the investing public. 

In addition to this, there is at this 
time an opportunity, especially for in- 
vestment bankers, and one that extends 
to members of the Advertising Club, to 
do really constructive work—of benefit 
both to the individual and the country, 
greater than ever before. I refer to 
present world wide business conditions 
which plainly show a shortage of work- 
ing capital and that the most important 
thing today is to induce people to save. 

It would take too long to go into these 
business conditions, and I believe that 
most of you are thoroughly familiar 
with them. The duty which presents 
itself to us today is to induce the indi- 
vidual to save. Each of us is always 
more or less selfish and prone to let the 
other fellow do the necessary thing. 
There is an element in this situation to- 
day which makes this the very best time 
in generations for the individual t 
actually save, and it is this phase that 
we should all emphasize. Wages have 
enormously increased. Let us take for 
instance the man who before the wat 
earned $5.00 per day. If at the end of 
each month he had saved $10, it meant 
that he was saving—putting away for 
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Investment Service for the Banker 


For many years this institution has been ‘Likewise, a statistical department has been 
one of the largest holders of investment established to report on any securities on 
securities in the West, and its own require- which our clients desire information. In 
ments have taught it the investment service our purchases of bonds for our clients, we 
needs of banks in general. In the bond aim always to have in mind the needs _ of 
department a trading department has been bankers as well as private investors, and in 
established which is designed to find markets many other ways we aim to make our 

, for those who wish to sell, as well as buy. service valuable to our banking clients. 






Bond Department 


ILLINOIS TRUST __~ 
& SAVINGS BANK 


La Salle a Jackson:--Chicago 
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Eugene M. Stevens Roger K. Ballard M. H. Bent 


Vice-President Manager Bond Department Asst Manager Bond Department | 





We have constantly on hand a carefully selected list of bonds in denomi- 
nations of 




















his : 

: $100 $500 $1,000 

2 which we offer for sale 

a All of these bond issues have been carefully investigated by us, and we believe they 
yns offer the investor a very high degree of security, both as to principal and interest. 
rk- 

. We shall also be pleased to suggest an assortment of stocks for investment which are 
ese 

bt TAX EXEMPT IN ILLINOIS 

iat 

. We invite your correspondence, and assure you that whether your requirements 
a are large or small, your orders will receive our best attention. 

th 

a Edward P. Russell Walter S. Brewster C. L. Peniston 
to- 

ns RUSSELL, BREWSTER & CO. 

hat STOCKS and BONDS 

re 116 W. Adams St CHICAGO 

war NEW YORK OFFICE Members New York Stock Exchange 
| of 111 Broadway * Chicago Stock Exchange 
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future use—two days’ labor. Today 
that man is probably earning $10 per 
day, and if he now saves two days’ labor 
he puts aside for future use $20. We 
all know that gradually, but surely, 
present abnormal prices of commodities 
and compensation for labor will work 
back to about the old normal—perhaps 
not exactly the same old level, but al- 
most approximating it. When that time 
comes, the man who has saved $20 re- 
presenting two days’ labor will find that 
it then represents four days’ work, and 
that he has an actual profit from these 
savings, exclusive of any interest that 
he may have earned. 

The same thing applies .to each and 
every one of us. The dollar saved will, 
exclusive of interest earned, in a few 
days be worth two dollars. 

Never before have the people of this 
generation had such an opportunity to 
benefit themselves by saving as this situ- 
ation presents today. I.know I have ex- 
pressed this crudely, but I wish I had 
some way by which this idea could be 
thoroughly impressed upon every man, 
woman and child in the United States. 
The investment banker is trying to do 
this. 


Railroad Needs 

The railroad executives say that the 
roads need at once 226,000 freight cars 
and 3,900 locomotives. The present 
shortage dates back ten years or more. 
During the rate hearings before the In- 
terstate Commerce Commission in 1911, 
Jas. J. Hill and other railway executives 
testified to the need of greatly increased 
funds for equipment, terminal facilities 
and renewal of tracks. The rate in- 
creases granted at that time, however, 
were not sufficient to carry out the plans 
of the railway heads to bring their prop- 
erties up to the standard which the in- 
creasing business demanded. The need 
of the railroads was not then and is not 
now merely a matter of more cars and 
locomotives. Better terminals and more 
tracks must be had to handle increased 
rolling stock. 

The following figures show how far 
behind the current volume of business 
railway rolling stock has fallen. The 
traffic carried in 1917 exceeded that for 
1907 by 36.5 per cent, but during the 
same period the number of locomotives 
increased only 13.4 per cent and the 
number of freight cars 19.7 per cent. 
Between 1914 and 1917 the total tonnage 
increased by 22.1 per cent and the ton- 
mileage 36.5 per cent, while the number 
of locomotives decreased by about 3,000 
and the number of freight cars remained 
about the same. The freight cars in ser- 
vice at the present time are estimated 
at 2,460,000 and the locomotives at 66,- 
200, an increase over 1917 of about 5 
per cent and 7 per cent, respectively. 
It is fair to say that the percentage in- 
crease in railroad traffic from 1917 to 
1920 is twice as great.—First Wisconsin 
National Bank. 
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Consult the Business Men 

It is apparent that with every form 
of our present taxation, even down to 
stamp taxes, the consumer pays in the 
last analysis. In the case of persons 
having fixed incomes from investments 
or from salary the practical operation 
of taxation through the medium of 
higher prices amounts almost to con- 
fiscation. The irony of the situation is 
that while the public is being constantly 
implored by Administration officials to 
economize and to save money, its money, 
taken in taxes, is being poured out in 
the maintenance of wasteful and unnec- 
essary Government departments and 
commissions at a rate nearly nine times 
as great as seven years ago. Having 
failed utterly to take advantage of our 
opportunity during the past eighteen 
months, the present period of liquida- 
tion should be made the oceasion to 
bring about a revision of all our tax 
laws, not from the standpoint of po- 
litieal expediency, but by and with the 
advice of our business men whose ser- 
vices were eagerly sought and cheerfully 
given during the dark days of the war, 
and who have since demonstrated their 
ability to guide the country safely 
through its period of reconstruction. 
These same men should be consulted 
with a view to organizing a permanent 
advisory board, not only for the revi- 
sion and subsequent supervision of the 
entire system of Federal taxation, but 
for the development of our international 
trade which is rapidly slipping away 
from us and which is second only to tax- 
ation as a vital question of the moment. 
—WNational Bank of the Republic. 


No Loss on Auto Paper 


Declaring that Spokane automobile 
dealers should play less golf and spend 
more time on the sales floor and urging 
that credit be pruned to normal condi- 
tions, that motor car sales contracts he 
revised and that prospective customers 
be selected through approved credit 
channels, Vice-president E. E. Flood of 
the Exchange National Bank appealed 
to members of the Spokane Automobile 
Chamber of Commerce for co-operation. 

Mr. Flood reviewed the trend of fi- 
nancial conditions, the activities of the 
Federal Reserve board, the effort to li- 
quidate a percentage of loans and steps 
being taken to solidify the foundation 
of business in general. He suggested 
that no new contracts be made until 
crop conditions for 1920 are positivel 
known. 

“During the four years prior to the 
last six months, the Exchange National 
Bank handled approximately $6,000,000 
in automobile paper with a loss of but 
$43 on a protested check—practically a 
100 per cent record,” said Mr. Flood. 


Work on the building of the Trades- 
men’s National Bank, Oklahoma City, 
Okla., will be completed soon. 





How to Forecast Business 

The Bankers’ Statistics Corporation 
has issued a folder which contains g 
technical discussion of “Business Fore. 
casting.” This was prepared by Pryo- 
fessor Willford I. King, of the Corpora- 
tion’s staff of analysts, and sets forth 
the principles underlying the art of busi- 
ness forecasting. It is believed that it 
will prove of distinct advantage to many 
bankers and business men to under. 
stand the existing position of business 
fundamentals and their probable course 
in the future. It is the intention, there- 
fore, of the Bankers’ Statistics Corpora- 
tion to furnish from -time to time analy- 
tical curves representing such variables 
as monetary conditions, foreign trade, 
railway business, metal production and 
prices, ete. The relationships of these 
fundamentals to financial indicators such 
as escurity prices, interest rates, for- 
as security prices, interest rates, for- 
illustrated whenever possible. 

The president of the Bankers Sta- 
tistics Corporation is Col. Farnsworth, 
former secretary of the American Bank- 
ers’ Association. 


State Bank Cuts Melon 

Stockholders of the State Bank of 
Chicago at a special meeting have ap- 
proved the decision of the directors to 
declare a.$1,000,000 stock dividend. To 
this end it was voted to inerease the 
capital stock from $1,500,000 to $2, 
500,000 and to distribute the increase 
to stockholders of record June 15. The 
stock dividend will be declared out of 
the bank’s surplus, which now is $4,500, 
000 and will hereby be reduced to $3, 
500,000. 








Eldred McKinnon, vice-president of 
the Citizens State Bank, Austin, was 
elected president of the Texas Bankers 
Association to sueceed F. M. Law of 
Houston. San Antonio was selected as 
the next meeting place. 


Theory and Practice 

“One of the difficulties about this 
farm,” remarked Farmer Corntossel, with 
a shade of asperity, “is too much in- 
tellect. There are too many guidin’ minds 
and not enough plain, ploddin’ persons.” 

“Ts that what you were talking about 
with your boy Josh and the three hired 
men?” ‘ 

“No. I just thought of it. Every day 
we’ve put in about four good workin’ 
hours discussin’ the problems of these 
critical times, leavin’ the hosses standin’ 
in the furrows with the lines over their 
necks. And the funny part is that we 
invariably reach the profound conclusion 
that what this country needs is to 
up production.”—Washington Star. 


The building, being constructed for 
the Bank of South Norfolk, Va., will be 
ready for occupancy within three 
months. 
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Making Women Investors 

Several of the larger investment 
houses have installed women’s depart- 
ments. In some of these the department 
has ceased to be an experiment and be- 
eome a fixed feature of the business. In 
all of them the department justifies itself 
in its novelty and advertising possibil- 
ities, but not all of them show a direct 
profit. 

Mrs. Irving L. Stern, director of the 
women’s department of the Federal Se- 
eurities Corporation of Chicago, has a 
rather enviable record in that the opera- 
tions of her department have been 
profitable from the beginning and have 
shown constant growth. 

Mrs. Stern has succeeded in inducing 
the co-operation of a large number of 
the leading society women of Chicago 
who believe that women should be en- 
couraged to study financial topics, to 
save and to invest, and to establish busi- 
ness connections with a reputable bank- | 
ing house as a protection against the | 
operations of fakers. | 

Although this organization is not en- | 
tirely altruistic, problems of education i 
and civic betterment are considered be- 
fore profit. Mrs. Stern has been so 
suecessful in keeping this atmosphere 


about her work that she has had the eo- Indu strial 
































































operation of many powerful civie in- “ A 
0 fluences and only recently has joined Financing 
ie with the movement of the Chicago : 
* School System in extending this educa- . I 
se tional work to teachers. Mrs. Stern nvestme nt 
1e and her assistants are saleswomen as 
if well as teachers. When the Federal Se- Service 
- eurities Corporation announces an offer- " ° 
- ing they approach women investors in a 
exactly the same manner that other Safe Bonds ~~ 
salesmen present the offering to men. for Savings 
of They know the language, the technique m 
~ and the philosophy of investments and * 
a are rapidly building up a clientele of in- m e 
of vestors among whom there is a minimum in e 0a an 
- of the speculative element and a max- 
imum of the permanent investment buy- Investment Bankers 
ing. ° 
’ 14-16 South La Salle Street, Chicago 
ada ss g' 
his The Citizens Bank of Giddings, Texas, FRANKLIN 220 
ith will erect a $20,000 building. - 
in- 
\ds 
5.” 
yut o 
' Paul H. Davis & Gompany 
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cin’ Members Chicago Stock Exchange 
ese 
in High Grade Investment Securities 
eir : 
= Let us assist in your selection of desirable Stocks and Bonds 
eed | We have active markets for all securities and will gladly furnish quotations for trading or collateral purposes on request 
Bank Stocks Industrials - Public Utilities 
i. Motor Stocks Rubber Stocks Sugar Stocks 
sree | TELEPHONE STATE 6860 CHICAGO | 39 SO. LA SALLE STREET 
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MAKE US YOUR 
BANK IN THIS 


ESTABLISHED 1853 


We not only are prepared and 
equipped to care for your 
Western Michigan banking 
needs, but we also 


WANT TO DO IT 


in a way which will meet with 
your unqualified approval 


CLAY H. HOLLISTER 
PRESIDENT 


CARROLL F. SWEET 
VICE-PRESIDENT 


GEORGE F. MACKENZIE 
V.-PRES. AND CASHIER 
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Liberty Bonds 
Short Term Notes 
-Municipal Bonds 

Corporation Bonds 


Preferred Stocks 


Comprehensive Service 
to Banks and Bankers 


Fast Wires to All 
Important Markets 


Mark C. 
Steinberg 
& Co. 


Mezzanine 
Boatmen’s Bank 
ding 
St. Louie 


Members New York Stock Exchange 
Members St. Louis Stock Exchange 
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Titus Heads New Banking Association 

Arthur H. Titus, vice-president of the 
National City Bank of New York, has 
been selected to be president of the First 
Federal Foreign Banking Association. 
The association is the institution now 
forming under the co-operative auspices 
of a strong group of banks and manu- 
facturers in this country for the pur- 
pose of getting the organized facilities 
ready for extending much needed new 
forms of credit in conducting American 
business abroad. This institution is the 
first of the Edge law banks having a 
federal charter, and conducted under 
special supervisory regulations of the 
federal government. 


Boys’ Pony Contest 

In order to stimulate interest among 
the boys of the community in its Boys’ 
Savings Department, recently estab- 
lished, the First Trust and Savings 
Bank of Canton, Ohio, has inaugurated 
a pony contest. 

The contest will be terminated on Au- 
gust 20. It has already excited a lot of 
interest and enthusiasm among the boys. 

Conditions of the contest are briefly 
as follows: 


Each depositor, whether now a 
depositor or becoming a depositor 
prior to August 20, shall be en- 
titled to one hundred votes. Each 
boy introducing a new depositor 
shall receive ten additional votes. No 
boy over 18 years of age, no em- 
ployee of the bank and no child of 
a bank official shall participate in 
the contest. Votes cannot be trans- 
ferred or disposed of, and no ac- 
count will be opened for less than $1. 


The two Shetland ponies to be 
awarded the two boys having the largest 
number of votes are to be seen in the 
bank lobby two days each week. 


Mr. Staley Honored 
To John W. Staley, president of the 
Peoples State Bank of Detroit, is one 
of two bankers who have been elected 
members of the board of directors of the 
Chamber of Commerce of the United 
States of America to represent finance. 
The other director elected to represent 
finance is P. W. Goebel, president of 
the Commercial National Bank of Kan- 
sas City, Mo., a former president of the 

American Bankers’ association. 


The Farmers’ National Bank of Col- 
fax, Wash., will spend from $85,000 to 
$100,000 in improvements and altera- 
tions. 





OTEELANNAE LAAN NUNNTTA ANNAN ANNAN 


Every banker should read THE BANKERS’ MONTHLY, the only 
national business of banking publication in America. 

Send us name for a trial subscription. Send no money. We will bill you 
later, when you are satisfied that you want to become a regular subscriber. 


Address THE BANKERS’ MONTHLY, 536 So. Clark St., Chicago. 


UUUELEELTUUNANTA NEUEN GEENA ETNA TU TENET EEN EET ETE ENON EAE ELUATE TA ATU ETNA EMRE UOOUENUADNUN CEMA LU NUN eUNONOURNNEONED 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
















BANKERS MONTHLY for JULY, 199) 





The oldest house in America 
specializing exclusively in 
Government Bonds 


We offer large and small investors 
a Specialized Service for the 


Purchase or Sale 


of all issues of 


NITED STATE 
U GOVERNMENT 
BONDS 


C. F. CHILDS & Co, 


Capital One Half Million Dollars 


208 So. La Salle St. 


120 Broadway 
Chicago 


New York 


The oldest house in America 
specializing exclusively in 
Government Bonds 





One of the Longest 
Dividend Records 
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We recommend this Company's 
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December 1, 1922. 
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Chicago Unlisted Securities 


By Paul H. Davis & Company 
Members Chicago Stock Exchange 


BANK STOCKS 


Book 
Asked Value 
ae 135 


State Ban! 
Ge inental & Com 
Corn Exchange National, New....% 


Depositors State Bank. ... 


Fort 
Franklin Trus 
Garteltakes Trust, Cc 
Greenebaum Sons Bk. & Tr. Co. 
Guarantee Trust & Sav..... 

Trust & Savings 

Park State Bank 

& Savi 


MOTORS AND RUBSERS 


d 
Briscoe Motor Car, com 


pfd 
Motor Car, com. (New).... oe 
Motor Car, pfd. 
Palge-Detroit Motor...............ee00-- 3 
Reo Motor Car Co 


ST. LOUIS QUOTATIONS 
Quotations furnished by Mark C. Steinberg & Co. 


Investment Bankers, 300 No. Bdwy., St. Louis 
bers New York Stock Exchg. and St. Louis Stock Exchg. 


STOCKS Bid Asked 
American Credit Indemnity Co. 265 


0 Railwa) r..upment Co. 
ited Coal Co 
Fulton Iron Works, Com.. 
Fulton Iron Works, Pfd.... 


BONDS 
Of St. Louis 4’2, 1928-29-31 
Of St. Louis 4's, 1935 
8t. Louis Suburban 5’s, 1932 
ne Co. 6's, 1936 
City Home Tel. Co. 5’s, 1923. 
Gas Ref. & Ext. 5’s; 1934... . ‘e 
Gas Ref. & Ext. 7’s, 1929 8. 
Heme & Sarerten noe: Ooty, 85,1083... 4 
an +» Lat 5’s, és eese 
Louis Transit Co. 5s, 1924..... 
Railways Co. 4's, 1934... 
ns Hardware 7's, 1925... 


Electric 7's, 1923 95% 96% 


Claude B. Carter has been appointed rep- 


ee in Arkansas and Oklahoma for the 


Pi Valley Trust Company of St. Louis. 
arter took up his duties with the Trust 
y on May ist, giving up an independent 
ent banking business in Fort Smith, 
‘ He was formerly connected with the 
Port s Valley Bank as Cashier, and with the 
‘ort Smith Bank & Trust Company. : 


Mr. © 
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Offices in 115 Principal Cities of the United States 
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Made in Milwaukee 


RESIDES being an important distributing point for 

the fertile agricultural regions of the west and 
north, Milwaukee is one of the big producing centers 
of the country. Its manufactured products are ex- 


ceedingly diversified and total nearly $1,000,000,000. 






















An ever-increasing stream of manufactured prod- 
ucts flows from its busy factories to the markets 
of the world. 




















Bankers, manufacturers and business men requir- 
ing a Milwaukee connection will appreciate the service 
we are able to offer because of our knowledge of 


this field. 
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HOW A CENTRAL FILE 
HELPS TO PAY 
DIVIDENDS 


(Continued from page 28) 
be searched for and obtained with 
painstaking care and perhaps hours of 
investigation. 

To begin with, there should be in 
the file a ecard for every customer in the 
banking department of the bank. The 
names of the customers of other depart- 
ments should also be given cards if they 
are not already in the banking depart- 
ment list. This is purely installation 
work and may be entrusted to careful 
clerks. 

It then becomes imperative that the 
heads of each department shall notify 
the central file daily of new and closed 
out customers. This information should 
be supplied on simple forms specially 
prepared for the purpose. 

As soon as new customers’ lists are 
received from the various departments, 
the names should be checked against 
those in the file. If the name already 
appears in the file, the date of the new 
transaction should be noted on the ecard 
against the name of the department 
which has been active in the matter. 
For example, let us assume that a cus- 
tomer has for several months been main- 
taining a main office banking account. 
We discover that he has started to do 
business with the trust department. This 
fact should be recorded on the card 
which is already made for him. Of 
course, if the name does not appear 
among the cards in the file, a new card 
is made out. It is not intended that the 
central file shall keep detailed records 
of transactions, inasmuch as the indi- 
vidual department will do that, but it 
should show at a glance the customer's 
whole relation with the company. 

Once a new name is in the file it be- 
comes necessary to obtain complete data 
concerning it, and here is where the in- 
vestigator comes in. After a new card 
has been placed in the file, the investiga- 
tor, who knows what kind of data is 
most fertile in suggesting opportunities 
for service, completes the card, giving 
salient facts in regard to the customer's 
business interests, his relations with 
other customers of the bank, or with 
officers and members of the staff, ete. 
This information is so classified and 
tabulated that it is possible to tell by 
merely glancing at a card not only what 
connection a customer already has with 
the company, but what the opportunities 
are for further connections. 

There are so many uses to which 
the central file may be put, that I hardly 
know where to commence in deseribing 
them. Let us first consider the apparent 
uses. 

A central file card with complete data 
should bristle with possibilities for ne¥ 
business. Remember, I am assuming 
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namely in your vault department. If he 
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that the banks are not merely “institu- 
tions of deposit,” but that they are try- 
ing to render as much financial service 
as possible. The opportunity of a one- 
department bank is obviously very 
limited. The bank with a commercial, 
savings, vault, and trust or investment 
departments, or both, has limitless uses 
for the central file. 

Let us take, for example, the card of 
John Doe, who opens a new banking ac- 
eount. If John Doe’s balance is a large 
one, he is a prospect for your trust and 
investment department. He presumably 
has securities. He should be persuaded 
that the convenient and logical place to 
keep his securities is where he banks— 
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goes away in the summer, he should be 
told that he can store his silverware in 
your storage vaults at a low-seasonal cost 
—that is, if vou have such a vault. If 
you know that he purchases securities— 
although not from you—and you ean tell 
this if you have occasion to help him 
each year on his Income tax returns, he 
is a prospect for your custodian depart- 
ment or safekeeping department, and 
the practical thing to do is to eall his 
attention to your agency or custodian 
service, which will relieve him of the de- 
tail and care of his securities. 

Let us assume that John Doe’s first 
connection with your institution is that 
of buying a block of bonds from your 
investment department. He should, of 
course, become eventually a client of 
your banking department; and if you 
have arrangements between your bond 
and banking departments, as manv 
banks do, whereby accounts may be 
automatically charged or credited as the 
ease may be, the advantages of a bank- 
ing account will appeal to him as a 
security buyer. 
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Income Tax Ox you carry your stocks and 


bonds at cost or market 


|| price in your returns? It makes 
Matters a difference. Write for reason. 
JOHN E. TAYLOR 


ATTORNEY AT LAW Experience of nearly two years 
231 Woodward Bldg., Washington, D. C. in the U. S. Income Tax Unit. 



























If John Doe originally opens a say- 
ings account, he is ultimately a prospect 
for a commercial account, and vice 
versa. 

In other words, the most obvious use 
of the central file is to provide the ma- 
chinery for the “intensive cultivation” 
of present customers. To carry out the 
analogy, the central file is like a garden. 
If the soil is rich, carefully-watered 
and weeded, the garden will surely pro- 
duee from a given amount of seed, a 
larger crop than the one which is not 
watched or cared for at all. 

Let us now view the possibilities of 
the file in developing new business from 
the “outside public.” 

Go back with ine a minute to John 
Doe again. If he is an officer of a cor- 
poration, or a director or trustee of a 


Marion ~~, 
Institute 


ted “‘Honer Scheol’’ 
1920 by War 


Department 
The ARMY and NAVY COLLEGE 


One of the most distinc- 
tive schools in America 


Superb equipment. 80-acre 
campus. atronage from 
every state and territory of 
the Union and from foreign 
countries. Ideally located 
in the Appalachian foothills in the isothermal! 
belt which the Government found most sat- 
isfactory for training soldiers. Complete 
preparatory and college courses. Unlimited 
private eens without extra charge. Jun- 
ior and Senior R.O. T. C. Complete equip- 
ment for military training. Tactical staff 
from the Army and U. S. Naval Academy. 


Army and Navy Department 
Coaching courses for entrance examinations 
to Annapolis and West Point; College Courses 
covering the most difficult parts of the first 
year's work in the Academy to émsure suc- 







HIGH YIELD BOND 
VALUES TABLES 
Showing yields 6 to 15% 
Covering coupon rates 4, 434, 5,54, 6, 634,7,8% 
Maturities 6 months to 30 years 
Price $6.00 


QUARTER RATES BOND 
VALUES TABLES 
Showing yields 4 to 6% 
Covering coupon tates 434, 494, 8%, 8% % 
Maturities 6 months to 50 years 


This book also has special Tables for the “Victory” 
Liberty Loan 334 % and 434 % notes 
Price $5.00 


BLUE SKY LAWS 


A publication giving in a concise form the Laws 
of the forty states which*have passed 
the Blue Sky Legislation 


Price $4.00 


LIBERTY LOAN BOND 
VALUES TABLES 
In card form showing the yields of all Liberty 
Loans including the Victory notes, at a range 
of prices, adequate for present 
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have in him a point of contact with that 
corporation or institution. It means 
cultivating” Mr. Doe. It means giving 

good service, and at the right time. 
It also means that if he gets good ser- 
vice, the fact that he is an exeeutive 
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who himself gives and who appreciates 
good service, he will ultimately re- 
member it in connection with his friends 
and corporate relations. 

I recall not many years ago that a 
young man whom I had met in a social 
way, entered my office and asked me to 
accept his account. It seemed that he 
was the assistant treasurer of a cor- 
poration in an industrial city near Bos- 
ton whose account my company had 
long desired to obtain. The young man 
in question explained to me that he 
wanted to borrow from time to time— 
small sums for investment purposes— 
and that he was opening a special Bos- 
ton account because he did not care to 
have the officials in his local bank know 
what he was doing with this particular 


money. I assured the young man that 
we would take care of him, and the as- 
surance was actually followed by service 
whenever he required it. Two years 
after the opening of the account he was 
made treasurer of the corporation, and 
as such, promptly arranged to have the 
corporation’s account opened with us, 
and it is needless to say that this account 
has proven mutually satisfactory. 

On the other hand, let us assume that 
the new customer is the A.B.A. Com- 
pany and that its first connection with 
your bank is the opening of a new ac- 
count. This corporation surely has 
officers and directors whose accounts it 
would be desirable for you to have. The 
investigator in preparing the card for 
the central file will uncover the fact 
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S. P. JOHNSON, Asst. Cash. 


Inquiries 


Our location and facilities 
enable us to keep in close 
touch with the credit stand- 
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F. A. CRANDALL, V-Pres. HENRY MEYER, Asst. Cash. 


We 


invite 
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that its officers and directors are ¢op- 
nected with other companies, which, in 
their turn, are new business leads. 

Of course, the corporation of which 
we are speaking will ultimately want 
special accounts for dividends, sinking 
funds, ete. It may want to issue new 
preferred stock. If you are prepared 
to handle such business, it should be 
logical to assume that you should act as 
transfer agent or register for the issue, 
Let us suppose that the company wants 
to issue bonds instead. What is to hinder 
your offering the services of your trust 
department as trustee of the issue, and 
if you have an investment department— 
knowing the company as well as you do 
—why not sell all or part of the issue to 
local investors? 

Many banks now have foreign trade 
departments. All export corporations 
who have accounts with you are possible 
clients of such a department. I surely 
do not need to discuss this use of the 
central file further. 

The central file can repay in service— 
within the bank—for the co-operation 
which has made its records complete. 
Anyone from the president Cown to the 
clerk who handles the smallest detail 
work, can be served by the central file. 

Is an address needed? It can be 
supplied in a few seconds over the tele- 
phone. 

What is the name of a certain officer 
of a corporation customer? 

Does Mr. So and So do business with 
the loan department, or the foreign de- 
partment? 

Does Mrs. Mary Doe have an account 
at your branch office, and is she the wife 
of John Doe, whose export busiress is 
handled by the foreign department. 

What is our relation with a certain 
bank? 

What is the average balance of John 
Doe, and has he funds in eertificates of 
deposit, and so on? 

Another use of the central file is that 
of checking average balances. If a de- 
positor’s average balance shows up 00 
the card persistently low, he should re- 
ceive a letter or personal eall. This 
letter may be signed by an officer of the 
bank, but the chances are it is a form 
letter provided for such cases. Over- 
drawn accounts, or those where balances 
are continually below the set minimum 
requirement, should be treated in the 
same way. A bank should not be im- 
posed upon by customers who are 
willing to take advantage of its good 
nature by making their accounts not 
only absolutely worthless, but even @ 
detriment. 

In this connection, the central file will 
show the closing out of balances of 
desirable customers for some unknown 
reason. This should immediately attract 
the attention of the officer or investig®- 
tor in charge of the file, and steps 
should be taken to ascertain the reasons 
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for the situation which has arisen. In 
my company, all large checks going 
through are examined by special super- 
yisors who report to me by telephone 
immediately if a check is going through 
which apparently wipes out a good ac- 
count. Only the other day the account 
of a.corporation which had maintained 
with us a balance in five figures for many 
years was suddenly drawn upon to the 
yanishing point by two checks made 
payable to a competing bank. As soon 
as the check had been posted on the 
pooks, this information was in my hands. 
An investigation of the card of the cus- 
tomer showed that this account had been 
on our books for many years, and that 
the treasurer was a personal friend of 
an officer of one of our’ branch 
offices. Immediately, the information was 
handed to the branch officer, who in turn 
invited the treasurer to luncheon with 
him that noon, and after luncheon I re- 
ceived a telephone call stating that the 
account was only temporarily lowered, 
and that a check restoring the balance 
would be in our hands within twenty- 
four hours. 

Besides being an instrument for effi- 
ciency within a bank, the central file can 
be made of very practical assistance to 
customers. I recall the case of a certain 
shoe firm with which my company had 
done a comparatively small amount of 
business for a number of years. We dis- 
eovered that a large amount of the grade 
of shoes which this concern made was 
wanted in a South American port, and 
we could see that it was highly desirable 
that this firm should be in a position to 
ship its product to the maximum of its 
capacity, and with a minimum delay, to 
that point. We immediately got in 
touch with the foreign department, who, 
after due examination of the facts, 
wrote the shoe firm concerning our fa- 
cilities, and offered our service. The pub- 
licity department thereupon sent cer- 
tain literature which we felt would be 
helpful, and later a personal representa- 
tive was sent to talk with the firm, all 
of which resulted in an arrangement 
Whereby the goods were ultimately 
shipped, and at a handsome profit to 
our client. This is only one instance of 
What the central file is doing for our 
customers. It merely illustrates what 
any central file can do, and by so doing, 
serve the best interests of the bank. 

I feel that you may be saying “this 
central file idea is all right for a big 
bank like yours, which has banking, for- 
eign, trust, vault, corporation and in- 
vestment departments, but how will it 
fit the country bank—the small bank I 
Tepresent—with only a few departments 
and a widely scattered clientele?” 

_I don’t care how small the bank,— 
if it has more than one department,—if 
it offers more than one service, it can 
Use a central file. This central file should 
be made, however, to fit the local condi- 





tions. It need not be so complex as the 
one I have tried to describe, but in the- 
ory and practice it should and will work. 

A little Western bank has a small but 
efficient central file system which is kept 
on the desk of the cashier. On these 
cards are noted the name and rural mail 
route of each customer, the facts con- 
cerning the sizé of his farm (presum- 
ably taken from tax reports), such as 
number of acres, farm buildings, live 
stock, mortgages, ete. It also relates 
the number and sex of his family; it 
records his religion, his politics and his 
hobbies. By visits, conversations, read- 
ing local news items and in other ways 
the information is kept up-to-date. 
When the farmer drops in for a busi- 
ness chat, the banker slyly fingers 
through his file until he picks out the 
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right card, and with it lying before him 
on the desk out of the visitor’s range 
of vision, the banker astonishes the 
ealler by asking if son John is going 
back to the state agricultural college 
in the fall, or how his tractor is work- 
ing. 

Take for another example a story 
which recently appeared in one of our 
well-known banking journals, which 
doubtless some of you have read. It 
describes a meeting of a board of direc- 
tors of:a country bank not far from 
Indianapolis. The board desired to get 
at least one thousand néw savings ac- 
counts, and the plan under consideration 
was to invite a number of people to 
make an initial deposit of $1.00. The 
law of averages was depended upon to 
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HOW THE FARM SUPPORTS 


MODERN ADVERTISING 


Agricultural products, raw or manufactured, make a larger contribution 


to advertising space 


HEN I tell you that I am ad- 

vertising a service department of 
the United States Government which 
deals with an $90,000,000,000 enterprise, 
with a yearly business of $25,000,000,- 
000, I believe I will get your attention. 

When I tell you that this tremendous 
enterprise, by all of its output, is creat- 
ing business for you, if you are dis- 
posed to avail yourselves of the oppor- 
tunity, I believe you will feel compelled 
to take an active interest in it and sup- 
port it in every way. 

The purpose of this advertisement is 
to sell you the United States Depart- 
ment of Agriculture. 

I do not believe it would be an over- 
statement of the fact to say that the 
products of the farm, raw: or manufac- 
tured, make a larger contribution to 
advertising space than all other in- 
dustries and institutions. I am perfectly 
well aware that this is far from the 
popular conception of farm advertising. 
When most people think of what the 
farm contributes to advertising, they 
make a mental picture of a man with a 
few bushels of apples to sell, or a load 
of hay, or a cow and calf, and they see, 
as the result of it, a five-line local in 
some little weekly paper. 

Take the one item of cereals—break- 
fast foods and the like. Rolled oats, 
puffed wheat, corn flakes, puffed rice, 
macaroni, and 50 others I can not re- 
member just now, but which furnish 
“eopy for advertising men every day in 
the year. If it were not for agricul- 
ture, there would be no wheat to puff, 
no corn to flake, no oats to roll. 


You carry a great deal of copy and 
lots of pretty pictures of streaked bacon 
—superior breakfast bacons from al- 
most as many plants as are engaged in 
the meat-packing business. And there 
are sugar-cured hams, chipped beef, sau- 
sages, and all sorts of meat products. 
There are pickles and preserves, jellies 
and jams and baked beans, catsups and 
sauces, oranges, cotton and wool cloth- 
ing, even automobile tires, shoes, leather, 
sugar, candies. What’s the use—to go 
further would leave you with the im- 
pression that there is nothing advertised 
except the products which come from 
the farm, and the vigilance committee 
would be down upon me if I put that 
in my copy. 

What has the United States Depart- 
ment of Agriculture to do with these 
things? Well, pick out one item in the 
list. Say we take macaroni. You are 








than all other industries 


By EDWIN T. MEREDITH 
U. S. Secretary of Agriculture 
advertising that in your publications, in 
the street cars, on the bill boards, every- 
where. I will tell you why it was pos- 

sible for you to sell that space. 

There used to be a great many thou- 
sands of acres of semi-arid land in the 
Northwest too dry to grow any grain 
crop then known to the United States. 
The Department of Agriculture searched 
the world for a hardy, drought-enduring 
wheat. Such a wheat was found. It 
was brought to the United States, bred 
up, and developed. We eall it Durum 
wheat, and it is extensively used in mak- 
ing macaroni. We spent about $250,000 
introducing the wheat, establishing it, 
popularizing it with the farmers and 
getting it grown. The Durum wheat 
crop now is about 40,000,000 bushels a 
year. Year after year, that crop yields 
the farmer $50,000,000 or more. There 
is not one of you who does not feel the 
influence directly of that extra produc- 
tion. It affects not only your news- 


papers but your railroads, your ship- 


ping, your banks and your retail stores. 

It might have been rice. Do you 
know that during the past 11 years the 
United States Department of Agricul- 
ture has created in California a rice- 
growing industry, the product of which 
last year was worth $21,000,000? It is 
in a region where no rice had ever been 
grown before and where rice production 
was thought to be impossible. The first 
commercial field of rice was planted in 
the Sacramento Valley in 1912, three 
years after the Department of Agricul- 
ture specialists began their experimenta- 
tion. Last year 142,000 acres of land 
in that Valley were planted to rice. The 
product was worth last year, as I have 
said, $21,000,000. Already there are a 
dozen rice mills in operation, and 30 


. canal companies, large and small, are 


supplying the rice growers with water. 
The acreage is larger this year than it 
was last, and the indications are that it 
will continue to increase from year to 
year. Do you know what the rice grow- 
ers in the Sacramento Valley are say- 
ing? “Boston,” they say, “taught Amer- 
ica to know beans. We are going to 
teach the American people to know rice. 
It is one of the finest foods in the world 
and we are going to demonstrate the fact 
to the American people.” Do you see 
how that connects directly and vitally 
with your business? 


We might have used, as an illustra- 
tion, neither macaroni nor rice, but any 
one of a great number of other achieve- 


and institutions 


ments of the cereal experts of the De- 
partment. They have accomplished more 
for this country than I could tell you 
if I devoted my entire time to discussing 
our cereal work. There is a great deal 
more still to be accomplished. The lines 
of work begun but not yet brought to 
completion probably bulk larger than 
those that have been completed. In this 
connection, it will interest you to know 
that Congress, apparently on the ground 
of “economy,” has reduced by $80,000 
the money available for this tremen- 
dously important work. 

There was a time when 144 hogs out 
of every thousand died of cholera every 
year. During the past several years. 
annual losses have not exceeded 66 and 
have been as low as 42 per thousand. 
That reduction is due principally to the 
fact that three doctors, scientists in the 
Department of Agriculture, discovered 
the cause of hog cholera and found an 
effective method of preventing it. That 
was in 1913. Our specialists estimate 
that the application of the anti-hog 
cholera serum thus discovered is saving 
the farmers of the United States $40- 
000,000 a year in hogs that otherwise 
would die of cholera. When those hogs 
—$40,000,000 worth on the hoof—are 
reduced to hams and bacon and sausage, 
you have an idea of what it is worth 
to you in the advertising that puts the 
products before the people who eat 
them. 


Take automobile tires. The Depart- 
ment of Agriculture is doing a great 
deal of work toward developing ade- 
quate supplies of long-staple cotton, 
used in their manufacture. 1t brought 
from Egypt a cotton called Egyptian 
cotton, but no Egyptian would recognize 
it to-day. By careful breeding and se 
lection, the specialists have developed 
a long-staple cotton, probably the best 
cotton in the world, and one that adds 
greatly to the strength and life of every 
fabric made from it. It is becoming in- 
dispensable in the manufacture of good 
automobile tires. Twenty million dol- 
lars worth of it was produced last year 
in the desert country of the Southwest 
where practically nothing grew before; 
and the production will probably im- 
crease greatly this year. 


As the American Egyptian cotton in- 
dustry grows, more and more of it will 
go into articles other than automobile 
tires. In no great while, considerable 
quantities of clothing will be mant- 


factured from Egyptian cotton. Do you 
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see any possibilities of an advertising 
campaign in that? Airplane wings 
wed to be made exclusively of linen. 
Nobody believed that any other material 
could be used. But during the war 
Germany managed to get control of 
practically the entire world output of 
fax, from which linen is made. The 
War Department appealed to our cot- 
ton standards specialists for a sub- 
stitute. Those specialists succeeded in 
making a satisfactory substitute from 
long-staple cotton. Before the war 
ended, it was on the airplanes not only 
of the American army but of most of 
the Allies. It continues in use on the 
peace planes. When the airplane comes 
into general use, do you see any ad- 
vertising possibilities along that line? 

How many of you are interested in 
advertising California oranges? Among 
you, you advertised the 13,000,000 boxes 
of California grown navel oranges that 
were distributed among the people of 
this country last year. Do you know 
how there came to be any navel oranges 
grown in California? The Department 
of Agriculture obtained the navel orange 
from Brazil. One of the parent trees 
of the California industry is still grow- 
ing in the greenhouse on the grounds 
of the department at Washington. Our 
specialists introduced it into California, 
supervised the establishment of the in- 
dustry, and gave you a business that is 
nw furnishing advertising “copy” to 
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2| NO. LA SALLE STREET 
THREE BANKS SAVED IN 6 DAY PERIOD 


i FARMERS SAVINGS BANK, CALAMUS, IOWA JUNE 20 
CHERRY VALLEY STATE BANK, CHERRY VALLEY, ILL. JUNE 22 


NICHOLS SAVINGS BANK, NICHOLS, IOWA JUNE 17 


On May roth we sent a letter of w 


Bank of Lanyon, Lanyon, Iowa. Arrowsmith Bank, Arrowsmith, III. 
First National Bank, W. anet, Ill. McClure & Jacobs Bank, Arrowsmith, Il. 
Farmers & Merchants State Bank, Leland, Il. Buffalo , Buffalo, Il. 


in Grove Bank, Franklin Grove, Ill. 


market 13,000,000 boxes of navel or- 
anges, 

That is just one thing out of some 
hundreds that the Department of Agri- 
culture does for the fruits you advertise. 
Here, briefly, is another. Losses caused 
by improper packing and loading of 
fruits used to run as high as 40 or 50 
per cent on the carload. Our specialists 
discovered radical defects in methods of 
picking oranges, then found a remedy 
for it and got it applied. They devel- 
oped proper methods of packing or- 
anges in the case and loading cases into 
railroad cars. The total result is a re- 
markable reduction in losses, and gener- 
ally, a much more attractive quality of 
fruit when it reaches the consumer. 

I could tell you of a great deal of 
other fruit advertising ‘that the Depart- 
ment of Agriculture has developed for 
you. It introduced, for instance, the 
Smyrna fig. At first the trees would 
not bear fruit. The specialists found, 
after long observation, that certain 
small wasps were the fertilizing agents. 
The wasps were brought to this country, 
and still the fig trees were barren. Then 
the specialists discovered that beside the 
Smyrna fig the wasps required the Ca- 
pri fig to breed in. The Capri fig was 
brought and planted alongside the 
Smyrna fig. With the wasp and the 
Capri fig and the Smyrna fig together, 
it is all settled and soon America will 


be producing its own supply of high 


AN OPEN LETTER 


MANUFACTURERS OF 


The Anakin Burglar Proof Lock 


for Safes and Vaults 





arning and caution concerning the activities of the Dillon Lock Works of Fort Dodge, Iowa, and 

their agents, advising you at that time that they were selling and offering for sale a relocking device which was an infringement on the Anakin 

We have now brought suit against Dillon in the Federal Court at Fort Dodge, Iowa. ree: : 

This advertisement is a second notice of warning. We wish to say that any relocking device on the market which is connected up with a 

flexible connection over or in connection with your combination box is a clear infringement on our 

Our success in saving twelve banks very recently, and being the first in the field with a relocking device, has prompted several other firms 

without any financial standing whatever, we believe, to bring out relocking devicés, all of which infringe on 
not a single device on the market that our attention has been directed to that is not a clear case of infringement. 
ive the bankers this timely letter so that you may not become a party to what we believe to be an infri: 

believe the untrue stories that may be told you by persons trying to discredit the Anakin Lock, the only one,as we 


‘ou must not suppose that this infringement suit against Dillon is merely a fight between two concerns in which you have no interest. On 
the contrary you are vitally interested, for — user of a Dillon Lock is liable for infringement independently of Dillon, and we wish to give 
you full notice of our a ts and the enforcible le 


Lock disqualifies the yeggs if they attempt to blow, burn, or punch out your combination, which releases all bolts 


gal obligation on you to respect them. 


banks that purchased our first and single lock and giving them full credit for it and installing our burn 
We were the first on the market with a burn-proof lock, and we have the best on the market. 
Dillon’s former partner and associate, Thomas W. Parks, who was put out of business while he operated under the name of the Yale 
Lock Works, has now changed the firm name to the Federal Lock Works. 
this man, Parks. The relocking device that he now is offering for sale, we are advised, infringes on our patents. 
Wire or write us for demonstration. Will send our salesman to you. Banks recently saved by Anakin Locks as follows: 
Mahomet Bank, Mahomet, Ill. 
First National Bank, Woodhull, Ill. 
Woodhull State Bank, Woodhull, Ill. 
Buck Creek State Bank, Buck Creek, Ind. 
ANAKIN LOCK WORKS. John H. Taft, Pres. 


Smithland Bank, Smithland, Iowa. 


Readers wili confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 


of WARNING and CAUTION to the 
BANKERS of America, from John 
H. Taft, Pres. Anakin Lock Works 


Anakin Lock Works 


CHICAGO, ILL. 


tents, for which we demand respect. 


We have a restraining order and a temporary injunction against 
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quality figs. You know the part ad- 
vertising will have to do in introducing 
that new, delicious, high-quality product 
to the American people. 

You will have also an American- 
grown date to introduce to the people 
of the United States. It is going to be 
a better date than can be found any- 
where else in the world. That industry, 
too, has been established in California 
as a result of work by the Department 
of Agriculture. 

Department specialists are engaged 
now upon the work of helping to estab- 
lish currant grape vineyards in the wine 
grape regions of California. We have 
been importing our currants from 
Greece. When we grow them at home, 


“it will be the task of the advertising 


man to.make the home people ac- 
quainted with the home-grown product. 

Let me tell you of another promising 
piece of work. During the past few 
months, chemists in the Department of 
Agriculture have discovered that the en- 
tire content of corn cobs ean be con- 
verted into highly useful products. Up 
to this time, the corn cob has been an 
absolute waste—and every field of corn 
produces as many bushels of cobs as ‘it 
does. of grain. Commercial plants are 
now being equipped to manufacture half 
a dozen products from them. 

One of these products is an adhesive 
of exceptionally high quality—said to be 
better for a number of important uses 


REFERENCES: 
R. G. DUN & CO. 
CENTRAL TRUST CO. 
CHICAGO, ILL. 
SEATTLE NAT'L BANK 
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than any adhesive previously known, 
Another is cellulose, suitable for use jy 
the manufacture of dynamite and ya. 
rious other things. Another product that 
the plants will turn out from cobs jg 
acetate of lime, from which acetic acid 
is made. And, after all these things haq 
been demonstrated, our chemists dis. 
covered a very valuable by-product— 
furfural. Up to this time, furfural has 
been so rare that it has sold as high 
as $20 a pound. Every ton of com 
cobs will yield about 30 pounds of fur. 
fural as a by-product, and our special. 
ists estimate that it can be manufactured 
in this way for less than 20 cents 4 
pound. Furfural is what the chemists 
call a basic intermediary in dyes. That 
means that you may make about as 
many kinds of dye out of furfural as, 
good cook can make kinds of things to 
eat of flour. They have shown me at 
Jeast a dozen different shades of cloth 
dyed with furfural. It is highly useful, 
too, in the manufacture of many paints 
and lacquers and in the making of bako- 
lite, the substance used in pipe stems 
and other articles. In addition to all 
that, furfural is such an excellent in- 
secticide that it has been used to a con- 
siderable extent for that purpose, even 
though the price was $20 a pound. 

I wish I could tell you all the things 
the Department has done toward in- 
creasing production, establishing new 
lines of industry, utilizing products that 
formerly went to waste and developing 
better markets for those that could not 
be consumed where they were grown. 
Here is an illustration of what may re- 
sult from developing uses for waste 
products. A few years ago in California, 
cull lemons and oranges—the kind that 
were not quite attractive enough to he 
sold as fresh fruit—were going to waste 
in tremendous quantities. The Depart- 
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' CHARLES H. WACKER ment established a citrus by-products 
laboratory out there. Today more than 
20 manufacturing concerns are engaged 
in producing orange by-products. Their 
output last year consisted of approxi- 
mately 6,000,000 pounds of marmalade, 
jellies and candied peel. In additior to 
that, a large number of lemon by-prod- 
ucts plants produced 1,500,000 pounds 
of citric acid, more than 500,000 pounds 
of citrate of lime and over 50,000 pounds 
of lemon oil. 
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CENTRAL TRUST COMPANY 


OF ILLINOIS - - CHICAGO 


Banking CHICAGO 
Trusts 


Savings E offer our facilities to out-of-town banks 
Bonds and bankers desiring a complete Chicago 
Mortgages correspondent service in domestic and foreign 
ForeignTrade banking. 


a Our booklet, ‘Through Bills of Lading,” with 
special World map, shows the advantages of a 


Chicago banking connection in handling foreign 
business. 


Not only has‘the Department created 
new crops for many thousands of farm- 
ers, but it has found the means, in many 
instances, for substituting something 
just as good or better when adverse con- 
ditions drove an old crop out of & 
istence. You remember that Sea Island 
cotton was, for a great many years, the 
most sought-after long staple in the 
United States. Many farmers along the 
South Atlantie Coast, and a number of 
manufacturing plants elsewhere through 
the country, were dependent on Sea Is- 
land cotton for their prosperity. When 
the boll weevil reached the South At 
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lantic Coast, it promptly made impos- 
sible the production of Sea Island cot- 
ton. The old staple has practically 
passed out of existence. But the De- 
partment of Agriculture had foreseen 
that calamity and had prepared for it. 
A young man, one of our scientific 
plant breeders, had discovered several 
years before in a cotton field in Texas, 
some plants that promised a product 
comparable to Sea Island. He under- 
took to produce a new variety. He died 
before the work was finished, but when 
the boll weevil destroyed Sea Island 
etton the Department of Agriculture 
was ready for this new variety—named 
Meade cotton in honor of the young man 
who made the discovery—to take the 


. place of the old variety. It is certainly 


as good and, many are inclined to be- 
lieve, better than Sea Island was. 

There are more than 10,000 natural- 
ized plant citizens of the United States 
brought from every quarter of the world 
by the plant explorers of the Depart- 
ment of Agriculture. Among them are 
the grain sorghums, now the principal 
crop in the arid Southwest where In- 
dian corn could not be grown satisfac- 
torily. They produced 125,000,000 bush- 
es of grain last year. Durum wheat, 
of which I have spoken, is also in that 
list. Other important introduced crops 
are soy beans, velvet beans, hardy alfal- 
fas, purple vetch, several important hay 
and pasture grasses, Japanese sugar 
eane and a list of fruits too long to 
enumerate. 

The cattle tick, an insect that causes 
splenetic fever of cattle, formerly in- 
fested all the country from Texas to the 
Atlantic Coast and from Virginia to 
the Gulf. It seriously reduced the pro- 
duction, both of beef and of dairy prod- 
ucts. It inflicted serious injury to the 
hides of cattle and impaired the quality 
of the leather produced. The Depart- 
ment, in co-operation with the States, 
has eradicated the tick from 70 per cent 
of the country formerly oceupied, and if 
the program is carried out, complete 
eradication will be attained at the end 
of 1923. 

Black stem rust of wheat has been a 
terrible menace to wheat farmers. It 
Would appear—nobody knew how or 
why—and frequently would render a 
Promising field of wheat, practically 
Worthless. It has caused losses as high 
as 200,000,000 bushels of wheat in a 
single year. Then the discovery was 
made that black stem rust cannot exist 
independently of the common barberry 
bush. The Department of Agriculture, 
i ¢o-operation with the wheat States, 

carried on a campaign of barberry 
fradication, as the result of which 
millions of dollars’ worth of wheat will 
be saved every year. 

All these things relate primarily ¢o 
agriculture, but they benefit every other 
Kind of business. In the first place, they 

(Continued on page 92) 
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SPECIALIZATION 


N the Metropolitan Trust Company 
there are always men who have long 
specialized in their particular line. 


A> a consequence of this, their quick 
grasp and ready understanding of the 
specific requirements of clients tend to 
foster helpful and constructive relations 
between the company and those it serves. 


Depositinc Money 


OUR money is the result of 

successful effort—the effort per- 
haps of years. You do an important 
thing when you deposit your money 
in a bank, and you express high 
confidence in the bank. 


Leading bankers, merchants and 
manufacturers for over half a cen- 


tury have been showing high confi- © 


dence in The National Park Bank 
by depositing their money with us. 


Our growth is the result of this 
confidence of the business world in 
our bank—a bank that has culti- 
vated an appreciation of merchan- 
dising problems and has tried to be 
helptul in upbuilding the business 
interests of our country. 
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The Bank of California, at Tacoma, 
Wash., recently held a housewarming 
when more than 1000 friends and well- 
wishers inspected the remodelled quar- 
ters. 


The Citizens Peoples Trust Co., of 
Wheeling, W. Va., will move into its 
new quarters early in July. 


Construction has been started on a 
$125,000 building for the Casper, Wyo., 
National Bank. 


Ninety wells, eight feet in diameter 
and extending 150 feet below street level, 
will be dug and then filled with con- 
crete to form foundations for the 24- 
story First and Old National Bank 
Building that is soon to replace Hotel 
Pontchartrain, Detroit, now in process 
of being wrecked. 


Work will commence immediately on 
the construction of a one-story brick 
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BANK INTERIORS 


building for the Citizens State Bank at 
Sawtelle, Calif. The structure will cost 
approximately $25,000. 


Remodeling of the building wherein a 
branch of the Security Trust and Sav- 
ings Bank will be located, at the corner 
or Seventh and Grand Streets, Los An- 
geles, is nearing completion. 


Plans for the new building for the 
First National Bank of Hawley, N. Dak., 
have been drawn. The building will be 
built of fireproof brick and concrete, 
with marble fixtures. 


M. T. Fletcher, President of the 
McPherson and Citizens State Bank of 
McPherson, Kans., says that the bank 
has purchased the building formerly oc- 
cupied by the McPherson Bank and will 
rebuild the lower floor, making it a 
modern and up-to-date banking room. 
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KANSAS CITY, MISSOURI 
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Tentative plans for the new bank to 
be built by the Minneapolis Federal Re 
serve bank has been submitted to off. 
cers of the bank by the architect. This 
building will be erected at Fifth Street 
and Marquette Avenue and will cost 
about $2,000,000. 


The Lufkin, Texas, National Bank, is 
proceeding with the construction of its 
$50,000 home. 


The Central Trust Co. of New York 
has bought the ten-story structure with 
banking quarters and apartments at the 
south corner of 5th avenue and 60th 
street, New York. The new owners oe- 
eupy the grade floor of the premises for 
their Plaza branch. The property is 
assessed by the city for taxation pw- 
poses at $1,250,000 and the present 
figure is said to have been about $1,150, 
000. The structure stands on a plot 80x 
125. 
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Ground has been broken and gravel South Fork Union Deposit Bank of 

hauled for the erection of the new Tv- Erie, Pa. 

ledo State Bank building at Toledo, 


The Baltimore Commercial Bank of 
Baltimore, Md., is taking bids for the 
erection of a one-story building. 















Ohio. The new structure will 80 by Plans are being made for an addition oo 
120 feet, one-story high, and built of re- and alterations by the West Jersey Trust The Streator National Bank of Stregt. 
inforced concrete. Co. of Camden, N. J. or, Ill., will erect an addition and re. 
—— model its present buliding. 
An addition and alterations amount- A building to cost $35,000, is being ~— 





ing to $75,000, will soon be started for built by the Miners & Merchants Bank The Madison & Kedzie State Bank of 
the Waterbury Trust Co. of Waterbury, of Nanty Glo, Pa. Chicago, Ill., will begin the erection of 
Conn. ——_—— a $250,000 building. 
oi Work will be started soon on a $150,- 
A bank and office building, with 000, bank for the Woodlawn Trust Co. The Northwestern Trust & Savings 
twenty-five apartments, costing $200,000 of Woodlawn, Pa. 
will soon be built for the Sunbury Trust 
















Bank of Chicago, is planning an addi- 
tion and alterations amounting to $200, 











& Dept. Co., of Sunbury, Pa. The foundations are in for the eree- 000. 
—— = tion of a $287,000 bank building by the arenes 
Plans are being finished for the eree- Industrial Savings Loan Association of A $100,000 building is being erected 
tion of a two-story bank building by the Wilmington, Delaware. by the First National Bank of Grand 


Rapids, Michigan. 


The Keokuk Savings Bank of Keo- 
kuk, Ia., will erect a one-story building 
worth $40,000. 






















Plans are being drawn for the eree- 
tion of a $175,000 bank by the Home 
Savings Bank, Brooklyn, N. Y. 


SAVE 
10 PER CENT 


E’ can save you at least ten per cent 
through our unique methods of plan- 


ning, designing and construction of Bank 
Buildings. 








A $25,000 addition is being built by 
the Hudson River Trust Co. of Hudson, 
De, Fe 








The Menotony Trust Co. of Arlington, 
Mass., is making some alterations on i 
bank building. 



















The National Shawmut Bank of Bos- 
ton, Mass., is planning the erection of a 
ten-story building. 











Our One Contract Price Plan guarantees the cost 
to you and protects you against any additional charges. 









We make an accurate estimate of the total cost 
to you. This original estimate of cost is the total 
cost of your building absolutely complete. 







Work will commence soon on a $100, 
000 building for the Central National 
Bank of Boston, Mass. 


















Investigate our One Contract Price Plan. neta 

The Brown Savings & Banking Co, 
Norfolk, Va., is planning a two-story 
building. 




















_ The Bank-buildings we de- ‘ Bankers who realize the 
sign and construct are dtstinctively value and importance of bank- 


different—they stand out promi- 143 : 
senthy Whete eter they ene tacnted, buildings that are Architecturally 











whether in large or small commun- supreme and distinctive, will find in we 
ities —they advertise permanently pon a me an on A new building will be erected by the 
the power and progressiveness of uality of style and construction that a are % 
the banking institutions housed is obtainable nowhere else. People s National Bank of Brookneal, 





within them. 






Virginia. 






















Buildings planned and pooner a or small, — 
erected by us are exclusive and in- we wil Duild within your appropri- r 0. is Te 
dividual in style and construction, ation and guarantee the cost, The Boy le Bank & Trust C rs 
combining beauty and dignity with assuming responsibility for the en- modeling its building at Danville, Ky. 
utmost convenience for both bank- 


tire transaction, including design, 


workers and patrons. They cost construction, decoration and fur- 


than. Seale without yn nishings. Full particulars sent or Some alterations will be made on the 
tural significance that our build- one of our representative engineers Title Guarantee & Trust Co. Building 
ings possess. wil! call on you without obligation. 








at Baltimore, Md. 


















The Glyndon Bank, Glyndon, Md., will 
build a $15,000 building. 


BANKERS ARCHITECTURAL & 
ENGINEERING CO. 


ADDRESS MAIN OFFICE 
1359 Peoples Gas Bldg., Chicago 














The Cass Avenue Bank of St. Louis, 
Mo., will alter and erect an addition to 
its building. 















CRIST & AUDITORIUM BUILDING - PURCELL & A $50,000 building is to be erected by 






ANDERSON MINNEAPOLIS, MINN. ELMSLIE , 
ENGINEERS SPALDING — BUILDING ARCHITECTS the Bank of Mount Airy, N. C. 
PORTLAND, OREGON Seta aeees 


The Franklin Trust Company of 
Philadelphia is having plans prepared 
for an eleven-story addition to its bank 
building. 





| ee’ 
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The American National Bank of Enid, The Standard Savings Bank, Wash- The Baltimore Commercial Bank of 

















sy Okla., will build an eight-story building. ington, D. C., is planning the erection of Baltimore, Md., purehased the site at 
— a building at 9th St. and New York Monument St. and Collington Ave., and 
A bank and office building will be Ave. will erect a $40,000 building. 
at- erected for the American Security & i ee — 
re. Trust Co. of Washington, D. C., at an The National Bank of Commerce of The Central Bank & Trust Co. of 
early date. Baltimore, Maryland, purchased an ad- Mount Holly, N. C., is planning to erect 
i =— joining lot, where it will erect an addi- a building. 
of A two-story bank and office building _ tion. ° > ——_——_ 
of esting $30,000, is being built by the — There will be an expenditure of $62,- 
Bank of South Norfolk, Va. The Eastern Shore Trust Co., Cam- 500, to remodel the building of the 
3 bridge, Md., plans a $15,000 bank build- American State Bank of Okmulgee, 
1gs The Chureh Hill Bank, Richmond, ing at Upper Marlboro, Md. Okla. 
di- Va., will make an addition and altera- oe — 
0, tions amounting to $60,000. A two-story building will be erected A new $48,000 building is planned by 
— by the Thornton National Bank of Ne- the Planters’ Savings Bank of Greer, 








The Bankers Trust Co. of Indian- vada, Mo. S.C. 
spolis, Ind., will spend $25,000 to ree ——_W——____________ 
model its building. 










Bids are being made on the erection 



























































































e0- of a two-story bank and office build- 
ing ing worth $25,000, for the First National 
Bank of Evansville, Ind. 
eC The Bank of Detroit, Michigan is 
me building a two-story bank and office 
building. 
by The First National Bank of Memphis, 
ou, Texas, will erect a building. 
| The State Bank of Madison is con- 
a sidering the erection of a $15,000 build- 
its ing. 
” A bank and office building will be 
f erected by the Glenwood Bank of Char- 
f a : pee os 
leston, West Virginia. 
00,- A $60,000 bank, office and apartment 
nal building is planned by the Shenandoah 
Valley Bank & Trust Co. of Martins- 
pe West Virginia. ROGERS PARK NATIONAL BANK 
00., Chicago, Illinois, 
ory The Raleigh County Bank of Beckley, 
W. Va., will erect a six-story fireproof 
building. 
r —— FREDERICK J. TEICH 
eal, The Mercer Co. Bank of Aledo, IIL, " 
is taking bids on an $80,000 one-story 
po ARCHITECT AND 
I. The Albany Park National Bank of 
Chieago, Ill., will erect an $80,000 build- BANK ENGINEER 
the ing. 
ing ae . ‘ Suite 205-206 Traders Building 
; y uilding is to be erecte 
<a | 2 Kingman, Indiana, by the Citizens 305 South La Salle Street 
State Bank of Kingman. P CHICAGO 
ait, The National Bank of Mattoon, Illi- Booklet on Request 
te tos, is planning an-addition and altera- 
tion on its building. 
1 by The Liberty National Bank of South 
Carolina, Columbia, S. C., will remodel 
the three adjoining buildings. 
of oe 
ared The Southwest National Bank of Can- 
yank tdian, Texas, will soon erect a building 


Worth $37,000. 
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Control 


This device enables you to have the 
temperature lowered at ‘“‘quitting time”’ 
and raised again in the morning before 
working hours. The adjust- 
ments are easily made and 
the operations are automatic- 

-_— perfectly performed 
wit 


TA fINMEAPOLI$” 
HEAT REGULATOR 


_ From the standpoint of conven- 
ience, comfort and economy you 
cannot invest in any bank equip- 
ment so completely satisfactory. 


Write us for Booklet 
Minneapolis Heat Regulator Co. 


Fourth Avenue South 
MINNEAPOLIS 
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National Bank 
Omaha, Nebraska 


Established 1866 


Capital - - $ 1,000,000 
Surplus-Earned 1,000,000 
Total Resources 30,000,000 


J. H. MILLARD, President 


ALTER W. HEAD . Vice-President 
- Vice-President 

Vice-President 

- Vice-President 

Cashier 


O. T. ALVISON de 
on A. CHANGSTROM 
. DALE CLARK - 


EDWARD NEALE Asst. Cashier 
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The Bank of Marianna, Ark., will 
erect a $30,000 annex. 


The American Bank & Trust Co, of 
Tampa, Fla., will remodel adjoining 
space for bank. 

The Bank of Pearce, Ky., will expend 
$15,000, to remodel its building. 

The Mason County Bank of Ney 
Haven, W. Va., plans to erect a new 
building. 

The South Grand Rapids Savings 
Bank of Grand Rapids, Michigan, will 
erect a two-story building, costing $75, 
000. 


The Security National Bank of Mil 
waukee has plans for the erection of a 
seven-story office and bank building. 

Plans are being drawn for an addition 
to the Home Savings Bank of Mil- 
waukee, Wisconsin. 


The Park Bank Building Company is 
erecting a bank and thirty apartment 
building, costing $200,000, at Milwaukee, 
Wisconsin. 


The Bank of Colfax, Wis., will build 
an addition and remodel their building 
to the extent of $15,000. 


A $100,000 bank is being erected by 
the First National Bank of Grand 
Rapids, Wis. 


Work will commence soon on an $80, 
000, bank and office building for the 
First National Bank of Rock Falls, Il. 


The Farmers’ Trust & Savings Bank 
of Pocahontas, Ia., is planning the eree- 
tion of a $45,000, two-story bank build- 
ing. 


The Commercial National Bank of 
Kansas City, Kansas, is spending $2; 
500, to remodel its building. 


The Fidelity Trust Company of Phila- 
delphia, has decided to postpone the 
construction of its new building. 


The Greenville Savings Bank & Trust 
Company of Greenville, Miss., has cot 
tracted for enlarging and remodeling its 
building. 


Work will soon be started on a bank 
building at West Point, Ind. 


The Fremont County National Bank 
of Canon City, Colo., is planning 
costly new home. 


The Rusk County Mortgage & Loam 
Company of Ladysmith, Wis., affiliated 
with the Rusk County Bank, has a& 
quired a building site on which large 
quarters will be erected. 


Beadere will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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THE PEOPLES BANKING & TRUST COMPANY 
Marietta, Ohio 


One of forty bank building operations being carried out 
by Weary and Alford Company—A modern idea of locat- 
ing the bank on the main floor, one story above the 
street, the entire first floor being used for rental purposes. 


WEARY AND ALFORD COMPANY 


Bank and Office Buildings 
CHICAGO 
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0 Build Your New Bank ne 
f So The Women fl 
Will Build Your Deposits 


No use settling back in | 
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wu 
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your chair with a determined 
firmness to your mouth, 
and declaring that fussing 
things all up for the con- 
venience of women, is all 
poppycock. 


CS 


Pa Women have money these 
OG days. Furthermore, they will 
re have more and more. The 
Re bank that caters to their 


o 
ft 


business, will get it. Just as 
surely as will the depart- 
ment store, or millinery. 
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INCORPORATE IN 
ARIZON Special advantages to 


financial institutions 
are; Least cost, which is not affected by amount 
ofcapital. Business may be transacted and books 
kept anywhere. Stock made full-paid and non- 
assessable. Stockholders exempt from corporate 
liability. Incorporating can be completed in one 
day. aw blanks and directions free. 
STODDARD INCORPORATING CO. 

Box 8-0 Phoenix, Arizona 
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There are certain recog- 
nized vital requirements in 
making a special appeal to 
women depositors, with 
which, as_ specialists in 
bank designing, planning 
and building, we are fully 
acquainted. 


You will be interested in 
the Underwood “Pay-as 
you-go” form of contract. 
It works for satisfaction 
and economy. Send for 
figure facts. 
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PATENTS 


Business from non-resident attorneys and 
banks especially solicited. Highest refer- 
ences; best services. Attorneys and bank 
ers having clients who wish to patent 
inventions are invited to write for full 
particulars and terms. 


WATSON E. COLENAN, Patent ~awyer 
624 F Street, N. W., WASHINGTON, D. C. 














“WRAPPING witHout KNOCKING” 


IS A BUSINESS BOOKLET 


BANK TELLERS AND FOLK WHO HANDLE 








COINS 





THAT DESCRIBES IN PLEASANT VEIN 


EASY WAYS TO 





“HOLD THE COIN 





MAILED FREE ON REQUEST 


DOWNEY CO 


118 EAST EIGHTH ST 






CINCINNATI. OH!10 
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The Dime Savings Bank of Canton, 
Ohio, celebrated its twenty-fifth anniver. 
sary recently by opening formally to the 
public the new bank building. With 
baskets of roses everywhere through the 
bank, tokens of the good will of Cantog 
citizens and friends of the bank in New 
York and other cities, the interior of 
the place looked like a setting for q 
birthday party. Many Cleveland bank. 
ing concerns and friends of the bank 
sent large baskets of roses and other 
flowers. 

In honor of the twenty-fifth anniver- 
sary of Jacob I. Piper as active head of 
the bank, the employees of the institu. 
tion presented him with a birthday cake 
with 25 candles. 

When the doors were opened there 
stood at the top step S. F. Talbot, the 
first depositor the Dime Savings Bank 
ever had. He presented to the bank the 
first deposit ever issued by the bank a 
quarter of a century ago. J. J. Vogel- 
gesang, who made the second deposit, 
also brought his first deposit book. The 
bank is planning to have both these 
books framed and hung in one of the 
bank’s offices. 

It has been decided by the Champaign 
National Bank of Urbana, Ohio, to build 
a new home on the site of the bank- 
owned property there. 

The proposed building will be modern 
in every respect. It will have a front- 
age of 45 feet with 93 feet depth. The 
interior will be all one room with a 
double-height ceiling, such as the mod- 
ern banking institutions employ in build- 
ing construction. The style will be 
Grecian with large massive pillars mark- 
ing the entrance and the material will 
be largely stone and brick. The build- 
ing will be mode~n in every detail with 
conveniences hitherto only seen in large 
city banking institutions. According to 
the plans drawn and accepted, the build- 
ing will be one of the show places of 
Urbana. 

The First National Bank of Forest 
Lake, Minn., has let the contract for a 
new bank building to cost about $25,000. 


The New National Bank of Kansas 
City, has begun work on the front of 
its building. The redecorating of the 
interior will soon be completed. 


The Garfield Building at Cleveland 
is being reconstructed and will be 0¢ 
pied by the National City Bank. 





The real estate, mortgage loan and 
building departments of the Ohio Sav- 
ings Bank & Trust Co. of Toledo, are 
now in their new quarters. Work oD 
the remodeling of rooms for the credit, 
advertising and foreign departments of 
the bank will be commenced at an early 
date. A conference room for bank 
officials is also planned. 
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NO. 3. A SERIES OF 


Modern bank and office buildings, distinctive in character, 
systematic in planning of equipment, and complete in every detail 


FIRST NATIONAL BANK, CICERO, ILL. 


CHILDS AND SMITH, ARCHITECTS 


HOW A CENTRAL FILE 
HELPS TO PAY 


DIVIDENDS 
(Continued from page 79) 


build up a certain percentage of these to 
the point where they would pay the 
bank a profit in a reasonable time. 
Every director but one expressed his ap- 
proval of the plan. The objector felt 
that a better plan could be found, and 
he asked that a week be given him in 
which to consider the problem. This 
request, of course, was granted. 

At the next directors’ meeting, the 
dissenting director stated that he had 
made a careful study of the savings de- 
partment and had found that of the 
four thousand savings accounts which 
the bank at that time had, only two 
thousand were alive, and that nearly all 
of the dead accounts weve so small as to 
hardly pay the cost of keeping them on 
the books. “But,” said the director, 
“the two thousand owners of these dead 
aecounts are all friends of our bank. 
The fact that they ever started accounts 
with us proves this. We get them in- 
terested to the point of starting and have 
now let them forget all about us. Let 
Us cultivate our present ground before 
trying to, increase our acreage. We 
Spend a great deal of money telling the 


64 EAST VAN BUREN STREET, CHICAGO 


farmer how to get two ears of corn 
where he used to get one. Here we are 
allowing our own fields to go unculti- 
vated while we plan for more fields to 
work. There are dozens of our savings 
depositors passing our banks every day 
with money in their pockets that could 
be easily saved. I propose that we 
educate them on this point of system- 
atic saving, and I am very sure that 
three out of every four of the patrons 
of our bank could get a great deal more 
benefit from our service if we would 
only tell them more about the helpful 
things could do for them.” 

This error is being made by a great 
many banks, from the largest city banks, 
down to the smallest country banks. It 
is often thought that the work of the 
advertising department is done when a 
name is added to the list of patrons. 
The fact is, that the best part of the 
work has just begun. How many cus- 
tomers have you in your bank that are 
being left to shift for themselves? Do 
they have to ask for service or are you 
really making an effort to explain to 
them what you could do for them, and 
would be pleased to do for them if the 
occasion should arise that they needed 
your service? When you think of new 
business do you have only in mind new 
customers? Have you forgotten that 
you can very often obtain more and 


better business from old patrons? 


I have said at the outset that the 
progressive banks of today have come 
to realize that the systematic analyzing 
of the needs of their customers, and the 
adjusting of their services to meet these 
needs, will mean more and better busi- 
ness for the bank with increasing profits, 
and I hold that this proposition ob- 
tains whether the bank be large or small, 
and whether it be located in an agricul- 
tural or manufacturing district. The 
logically directed effort to give your cus- 
tomers a more helpful service through 
intelligent use of a central file will pay 
handsomely, and will certainly cause 
them to utilize more freely the services 
which you are prepared to offer them. 

The banks in their conscientious at- 
tempt to render adequate financial ser- 
vice have become in a way like depart- 
ment stores, where in place of many 
kinds of goods on counters, they offer 
instead many kinds of service in each 
department. The efficiency in this busi- 
ness includes letting the customer know 
exactly what facilities are at his com- 
mand, and at the time when he most 
needs them. 


Given two competing banks in any 
community, whether in a small town or 
in a business section of a large city, 
the bank having a central file and using 
it will get most satisfactory results. 


Readers will confer @ favor by mentioning THE ‘BANKERS MONTHLY when writing to our advertisers. 
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HOW THE FARM SUPPORTs 
MODERN ADVERTISING 


(Continued from page 83) 


increase the buying power of the people, 
The raw products bring into existence 
manufacturing plants for making they 


into finished articles. The railroads 
4 & ENGINEERING ARS ) increased business, both by hanting 4 
i Ny Ste emg nt at PAS) ; raw materials to the factories and by 
Qo) G @)) :. distributing the manufactured products 
i ¥ (et LAVER & DINKELBERG Xt x to dealers. Mercantile business, whole. 
we 75\ RAILWAY EXCHANGE om sale and retail, is inereased. Every. 
CHICAGO Hy body concerned, from the farmer who 
JoacumG Gaver. F P.DINKELBERG grows the product to the merchant who 


STRVCT. ENGINEER ¥* * “ARCHITECT sells it to the consumer, becomes g 
MEMBER. MEMBER. 


better patron of the bank—a | 

AVAERICAN SOCIETY CE. ARCHITECTVRAL LEAGVE ‘ - shar + or de. 
WESTERN SOCIETY.CE. OF NEW YORK® @ © positor or a better and safer borrower 
CHICAGO ENGRS CLVB ILLINOIS CRAPTER ALA of money for use in his business. And 
STRVCT ENGINEERS AMERICAN INSTITVIE é . i ies 
Cees eeniedaa os | newspapers and advertising men, sery- 


ing all these lines of business and in. 
AN EXPERIENCE or 30 YEARS: dustry, receive their share of the in. 
IN THE PLANNING, DESIGNINGS citi Cuniteanais 

CONSTRVCTION oF BANK 4x0 OF 
FICE BVILDINGS HOTELS HOSP! Do you not think, therefore, that 
TALS INDVSTRIAL BVILDINGS arc these achievements of the Department 
Bocce veseeBeccerv es e® of Agriculture mean something to you! 
GIAVER. DINKELBERG € ELLINGTON I have indicated a few things that 
the Department of Agriculture is doing 
DETROIT-MICH. fox cdvedtininn, What icadbentidaan 
BOOK BVILDING WASHINGTON BLD a ee a 2 ree 
@ CORAESPONSENCE muITED ing for the Department of Agriculture! 
The department is getting a good deal 
of publicity; much of it is of the right 
kind; some of it is of the wrong kind. 
Tie Department gets the wrong kind 
of publicity from those with whom it 
interferes. They rush into print or 
eee re. | ae: Paraimaly to: Sersits, Cee 
CATA A | and distrust. Those benefited in 
many cases do not know or do not re 
B ANK alize whence the help comes and in 
other cases take it for granted and do 
not tell of it. If the great mass of 
SPECIALISTS people who are benefited by the work of 
the Department thoroughly understood 
what they are receiving from it, the 
ENGINEERS complaints of the few whose schemes 
ARCHITECT are thwarted by the Department would 
not carry very far. The man who wants 
DESIGNERS to mix red pepper with cedar sawdust 
or something worse and sell it as red 
BANK BUILDINGS pepper is prevented from doing so by 
INTERIORS the Department. He does not like it— 
his profits have been interfered with. 
COMPLETE Adulterators and misbranders generally 
EQUIPMENT have no use for the Department. The 
canner who bought long cranberry beats 
VAULTS for $7 a hundredweight and put them 
out as red kidney beans which were 
Chee far dee Rennie selling for $14 a hundredweight—he has 
Illustrated Portfolio on a reason for criticizing the Department. 
Bank Art Showing our Work The reason is $7 lost profit on every 
hundred pounds of his product. The 


short-weight artist, the man who tries 
VITZTHUM to use a bottle with a big outside and 
SCHEITLER very small hollow—all those who try # 


take advantage of lack of knowledge 

BURNS the part of the consumer, are sworm 

enemies of the Department and its work 

21 East Van Buren St. And they are able to make a noise out of 

lst OLD STATE BANK, Elkhart, Ind. Chicago, Illinois all proportion to their numbers. There 

Now under Course of Construction are not many of them, either actually of 
KK—<—ctwwNwiiinOnni CO | Comparatively. 





USERS T-OLD © STATE BANK: | 
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To Bankers: 


(aF\HE Moline Plow Company’s 
S® Dealers’ Contract is an expres- 

sion of our earnest conviction 
that our own success depends on our 
constructive development of the two 
chief elements of community service 
—Retailer and Bank. 


We seek, therefore, to attract the 
most progressive merchant and the 
best bank in each community, by a 
contract with one, and a. policy 
toward the other, which offer to both 
an unprecedented opportunity and a 
mutuality of interest and profit. 


We shall be glad to answer the 
inquiries of any bank or merchant. 


MOLINE PLOW COMPANY 
Moline, Illinois 





Readers will confer a favor by mentionmg THE BANEERS MONTHLY when writing to our adwertisers. 














BANKERS MONTHLY for JULY, 19% 


SELECTING THE DRESS 
FOR YOUR PRINTED 
MESSAGE 


(Continued from page 26) 





formity is sought, they take the attitude 
that the particular concatenation of 
words in question is quite as sacred ag 
if it were the Lord’s Prayer itself. For 
my part I do not place the art of the 
copy writer on quite so high a pedestal, 

Let me assure you that it is teamwork, 
hand-in-hand co-operation with the lay. 
out man or typographer, that counts, | 
have had the pleasure of doing such 
teamwork with many able writers, and 
I find that the best ones have least of 
this pride-of-authorship. They ar 
willing to listen to the voice of reason 
when it whispers that the copy will have 
to go in 8-point, unless blue-pencilled 
about one-third, or that certain awkward 
paragraph-breaks can be cured only by 
cutting a word here and there. The 
copy man of experience knows that 
types are not made of rubber. And he 
knows, also, that the more he co-operate 
with the typographer, the more inviting 
and readable his own work will be. 

It must be a fifty-fifty proposition. 
We all know that people are fully as 
much affected by what they see as by 
























Everett Trust Company, Everett, Mass. 
List of Bank Work of the year 1919 done by 


THOMAS M. JAMES 


Architects and Engineers 


3 Park Street, BOSTON, MASS. 
501 American Trust Bldg., CLEVELAND, O. 








































Willimantic, Conn. 

Turner Falls, Mass. 
- Waterville, Me. 

Gloucester, Mass. 


FOURTH-ATLANTIC NATIONAL BANK = Boston, Mase. what a read—that the appeal is quite 
WEBSTER & ATLAS NATIONAL BANK - Boston, Mass. as much g a P y 
NATIONAL. BANK = Lowell, Mase. a matter of the way the page 
IRST NATIONAL BANK . . - Clinton, Mass. looks as of how it reads. 
N 


Just run your mind’s eye over a list 
of familiar outstanding advertising 


TICONIC NATIONAL B zs 
GLOUCESTER NATIONAL. BANK 2 


LIBERTY TRUST COMPANY Sedans tilted pages and see if this is not true. I do 

’ BROOKLINE, TRUST COMPANY Se Neergolline, Mase. not mean to say that there are not ad- 
North End Branch, TEXTILE TRUST <0." New Bedford. Mass. vertisements in which masterful copy is 
SAV 


INGS INVESTMENT & TRUST CG East Orange, N. }: 
SAVINGS INVESTMENT & TRUST Co. South Orange, N. J. 
PARK TRUST COMPANY .- . .- orcester, Mass. 
NEWTON TRUST CO. . .. =. Newtonville, Mass. 
LEWISTON TRUST CO... . . - Lewiston, Me. 
EVERETT TRUST CO. . . . . 


- Everett, Mass. 
CLINTON SAVINGS BANK - Clinton, Mass. 


the dominant feature. Of course, there 
are many such, but take Ivory Svap, 
Cream of Wheat, Old Colony Trust, Es 
tey Organ, Fatima, Tiffany, Locomo- 



















NATICK FIVE, CENTS SAVINGS BANK _ Natick, Mase bile, and any number of others, and see 
| er eR res age 5a pore ee if itis not usually a matter of ide, 
NORTH END SAVINGS BANK - - Boston, Mass. the right “slant,” expressed primarily 

WARREN INSTITUTION FOR SAVINGS Boston, Mase. iy & canetully studied sage deciet. 

BROOKLINE CO-OPERATIVE BANK ~~ Brookline, Mass. The propertions of the page, telus 

A. BLEACH & COMPANY” - 2 2 7) (Bpeseame Mose and quality of illustration, the char- 


acter and arrangement of type, borders, 
headings, trademark, ete.—all these 
must share with the words themselves 
some of the glory of conquest of the 
reader’s favor. 

One thing that strikes me about bank 
advertising is the great similarity i 
the sound and appearance of the institu- 
tions’ names. Have you ever noticed 
this? Applying the test to myself, I 
have been living in Chicago for seven 
months and have seen the advertisements 
of a dozen banks every day, but I know 
I cannot give correctly the names of 
more than two—and these only because 
I happen to have dealings with them. 


A portfolio of beautiful interiors and exteriors of bank 
buildings designed by us will be sent upon request 





Kindergarten Training | *** Bancroft School 


Pestalozzi - Froebel Teachers College A Home Sehesl fer 


A KINDERGARTEN NORMAL COLLEGE os U KB N O R M A I 
College and Dormitory overlooking Lake Michigan. 


24th yr. begins Sept.21. Diploma 2 yrs. 3 Depts. 
i indergarten. II Primary. III Playground. 
University courses. Accredited. Write Registrar 
Box 6, 616-22 So. Michigan Blvd., Chicago. 


a One of the oldest and best schools 
Pasadena Military Academy of its kind in existence, with a winter 


Healthfully and beautifully located in Sunny home near Philadelphia and a summer 


The case is quite different with the stores. 
Southern California. Outdoor sports the entire | home on the Maine Coast. The | So you see, bank names do not reg- 
year. Every modern comfort and convenience. 


Truly Military and athletic, but special emphasis | €QUIpMent is unsurpassed. For cir- | ister easily. 


on scholarship and character training. Begins st j hing you 
Sia Tike aahe nak aaeten wad eae teams cular address And yet the most important thing y 






school courses. Small classes, constant personal Box 158, Haddonfield, N. J. have to sell is your institution—its pel 
supervision. Address the Superintendent, R. F. . mee l, it l ti it vice—not 
D. 2, Box 12, Pasadena, Calif. 73ti | €. A. FARRINGTON, M. D. JENZIA COULSON COOLEY | SONnel, Its location, its ser 
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gmething put up in packages that can 
je asked for by name at the nearest 
sore. 

Identity is the quality most needed in 
ay bank advertisement and it should 
never be difficult of achievement. Here 
again comes in the importance of physi- 


el appearance—of something to be rec- Complete Co-operation 


ognized by the eye, as we do a familiar 


face, even when we cannot think of the | to Correspondents 
name. - 

There are many ways of accomplishing 
this, not so much by selecting a peculiar 


type face, or by some trick of arrange- | The fact that the First and : 


ment, as by a distinctive illustration or | 


yorder—or especially, by a symbol. Old Detroit National Bank, 


In planning your advertising, one of 


the first things to be decided is whether | tthe First National Company 


or not to employ illustration, so I think | 


we might discuss for a moment your and the Central Savin gs 
opportunities and limitations with -this 

tees Bank are under one owner- 
Words have a way of wearing out, : c 

and one originally so full of suggestion ship makes our service to 
as the word illustration has degenerated : 

into a mere technical term, without correspondent clients par- 
power to suggest or inspire. We should se 

remember, however, that to il-lustrate ticularly valuable. 

means to add lustre—to light up, to 

illuminate. 


Now, there are many ways of lighting : 
up an advertisement. It can be done ST? TROT 
with pictures; it can be done with or- 


nament; it can be done with interesting 
play of black against white, of group- ONAL 
ing and balancing of words. But we will 


stick to the conventional understanding 


of illustration as the art of using pic- Member Federal Rescrec Bank 
tures to reinforce words. 


There are countless ways for you to 
utilize the art of the picture maker to DETROIT MICHIGAN 
your great advantage. I hardly expect 
to be able to enumerate them all, but 
here are some suggestions, which I men- 
tion not because they are in the least 
degree novel, of course, but by way of 
reminder : 


Exterior views of your building; in- 
terior view showing departments in 
operation; portraits of prominent men 
and historical figures; personifications 


of thrift, prosperity, ete; scenes of com- | & Bank of Detroit 
merece and industry; sentimental pic- 

tures indicating contentment, happiness, z Detroit, Mic higan 

ete, = TRANSIT DEPARTMENT 


I should like, if there were time, to With our direct connections and satisfactory arrangements 
go into the purely decorative side of with banks in Michigan, we are in a position to 
art as a means of illuminating your offer quick service at a minimum of cost 
pages. The designing of special bor- : OFFICERS 


ders, initials, cartouches and other em- JAMES COUZENS, _Precident ala R. B. GRIPMAN, Assistant Cashier 
bellishments, certainly is a field rich | | ee aD D. * Viee- Presiden BE ae ee 


; MUND D. FISHER, Vice-President A. KINNEY, Assistant Cashier 
with possibilities for you. G. B. JUDSON, Vice-Pres. and Cashier A. E. LARK, Assistant Cashier 


i i ed DIRECTORS 

atever you can accomplish in the | |B) p, GEORGE R. ANDREWS, Vice-President GEO. W. HERGENROETHER, Dodge 
way of brevity of copy and simplicity Highland Park State Bank Brothers, Inc. 

of design will be clear gain. As some- JAMES COUZENS, President ARTHUR J. LACY, Attorney 


one has said, much boiling clarifies the —T. ye ees ene een ae eee ee ree 
pot. Remember that we, as readers, EDMUND D. FISHER, Vice-President ANDREW J. PEOPLES, Treas. Detroit Cop- 
ha HENRY FORD, President, Henry Ford & per S Ohne Heng Pe 

ve much more offered us than we can | | ee Te east H. H. RACKHAM, Director Detroit Trust Co. 
Possibly take in—not of essential C.H. HABERKORN, Jr., Pres. C.H. Haber- J. T. WHITEHEAD, Pres. Whitehead & 
thought, but of complication of idea | | korn Co., Inc. and Haberkorn Investment Co. . Kales Lron Works. 


and multiplication of words. 


MLL 
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A. B. A. October Convention 
From the standpoint of importance, 
attendance and program, the annual 
convention of the American Bankers 
Association at Washington, October 18 
to 22, is expected to be the largest 
gathering of bankers ever held. 

The program committee, composed of 
President Richard S. Hawes, Guy E. 
Bowerman and Thomas B. McAdams, 
has just suggested the tentative program 
as follows: 

Monday, October 18: Forenoon: Exeec- 
utive council meeting, which will be 
devoted to consideration of the proposed 
constitutional changes. All section com- 
mittee meetings. Afternoon: Clearing 
House section; State Bank section; All 
general committee meetings, with prob- 
ably some of them being held Monday 
night. 

Tuesday, October 19: Forenoon: Gen- 
eral session of the eonvention. After- 
noon: Savings bank section; Trust com- 
pany section. Evening: Executive 
Council. 

Wednesday, October 20: Forenoon: 
General convention. Afternoon: Na- 
tional bank section; Trust company see- 
tion; State bank section. 

Thursday, October 21: Forenoon: 
General section of the convention. After- 
noon: National bank section; Savings 
bank: section; Clearing house section. 

Friday, October 22, Forenoon: Gen- 
eral convention session. 

Secretary of the Treasury David F. 


Houston, Secretary of Agriculture FE. T. 
Meredith, Homer L. Ferguson, F. W. 
Ellsworth and Fred I. Kent will be 
among the speakers. 

A straight business convention, in 
which not only the problems of the 
banking fraternity, but the questions of 
greatest importance to the entire na- 
tion, is the aim of the program com- 
mittee. 

“We want to be of service to the na- 
tion, as well as to bankers,” said Guy E. 
Bowerman, general secretary, “at such 
a time when changing conditions are 
demanding constant attention the bank- 
ers of the country can serve in no 
greater capacity than tackling these 
problems at their annual convention.” 


Florence is Vice-President 

The directors of the Guaranty Bank 
and Trust Company of Dallas, Tex., 
have elected F. F. Florence, banker and 
business man of Alto, Texas, first vice- 
president. W. O. Connor is president. 
Mr. Florence is president of the Alto 
State Bank and chairman of the board 
of directors. 





Bank Founder Retires 

James Pingree, president and founder 
of the Pingree National Bank of Ogden, 
Utah, has resigned from the position he 
has held with the bank since its organiza- 
tion on July 1, 1904. 

E. P. Ellison of Layton will succeed 
Mr. Pingree as president of the institu- 
tion. 


1920 EDITION 


Pratt’s Digest of 
Federal Banking Laws 


Containing the full text of the National Bank Act, 


the Federal Reserve Act and other laws of interest 
to banks, and all amendments to April 1, 1920, 
with valuable annotations, cases, forms, Treasury 
Rulings and Regulations and Opinions of Counsel. 


Compiled and Published by 


A. S. PRATT & SONS, Inc. 


National Bank Agents and Attorneys 


WILKINS BUILDING 


WASHINGTON, D. C. 


PRICE $5.00 
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BANKERS MONTHLY for JULY, 19» 





J. H. Grut, Cashier 


J. H. Grut has been chosen cashier 
of the Continental National Bank of 
Salt Lake City. Other new offices 
elected include F. A. Brimmer, assistant 
cashier, and W. W. Trimmer, second 
vice-president. J. E. Cosgriff was re. 
tained as president and T. W. Boyer as 
first vice-president. 

Mr. Grut entered the employ of the 
bank twelve years ago as a messenger 
boy and has steadily advanced to the 
position of cashier. 








Farm Mortgage Bankers Convention 


The Farm Mortgage Bankers’ Asso- 
ciation will have its next annual conven- 
tion at the Hotel Muehlebach, Kansas 
City, September 14, 15 and 16. 


Increases Capital 





Five million dollars have been added 
to the surplus account of the Chase Na- 
tional Bank, making that item $15,000, 
000, which is also the amount of the 
bank’s capital. 


Heads Tennessee Bankers 


Vanee J. Alexander, cashier of the 
Cumberland Valley National Bank, 
Nashville, was elected president of the 
Tennessee Bankers’ Association. 


Employees’ Contest 


At the National Bank of Commerce, 
eash prizes totaling $1230 were awarded 
to the winners in an employees’ new 
business contest, which has just closed. 
Employees of the bank, for the purpose 
of the contest, were divided into four 
classes. Thirteen hundred fifteen new 
accounts were procured with total de 
posits of $253,934.68. 

This was, in reality, just the first 
lap in the full contest. There will be 
two other laps, each with its own prizes, 
and, at the end, there will be distributed 
additional prizes based upon the total 
results accomplished. The fund for the 
prizes was provided by a cash donation 
of $5,000 from Charles Rebstock, @ 
director of the bank. 


Misquoted 


Irate Banker.—“Confound you stupid 
editors! Here at the wedding yester 
day, instead of making me say I fel 
sure the bridegroom had ‘many years of 
uninterrupted bliss’ before him, you fe 
port it ‘many years of uninterrup 
bills’ !”—Passing Show. 





















ger 
the 


ded 
Na- 
)00,- 

the 


the 
ank, 
the 


erce, 
rded 

new 
osed, 
pose 
four 

new 
1 de- 


first 
Il be 
rizes, 
buted 
total 
vr the 
ation 
*k, & 


tupid 
ester- 
I felt 
ars of 
yu re 
upted 












BANKERS MONTHLY for JULY, 1920 


A Waiting List Here 


At the eighth annual convention of 
the association of Reserve City Bankers 
held in Cleveland recently, Fred W. 
Ellsworth, vice-president of the Hiber- 
nia Bank and Trust Company, New Or- 
leans, was elected president. Charles H. 
Marfield, cashier of the Seaboard Na- 
tional Bank of New York was elected 
vice-president, and George H. Rodgers, 
vice-president of the Manufacturers and 
Traders National Bank of Buffalo, was 
elected secretary-treasurer. 

The following were elected to the 
Board of Directors: 

Charles W. Depuis, president, Citizens 
National Bank of Cincinnati, Harry J. 
Haas, vice-president, First National 
Bank, Philadelphia; John R. Wash- 
burn, vice-president, Continental and 
Commercial National Bank, Chicago, 
and C. E. Farnsworth, Cashier, First 
National Bank, Cleveland. 

The association voted to hold its ninth 


annual convention in 1921 in Buffalo. 


The Board of Directors at a meeting 
following the adjournment of the con- 
vention unanimously voted to hold the 
midwinter meeting of the Board in 
Memphis as the guest of Robert S. Polk, 
vice-president of the Union and Planters 
Bank and Trust Company, who is a 
member of the Board. At this meeting 
plans will be perfected covering the pro- 
gram and other details in connection 
with the annual convention. 


East Orange Bank Changes 


At a meeting of the Board of Directors 
of the Savings Investment & Trust Com- 
pany, of East Orange, N. J., the follow- 
ing changes were made in the official 
staff : 


David A. Inglis, now secretary, was 
elected vice-president and secretary. 

George G. Milne, Jr., now treasurer, 
was elected vice-president and trust 
officer. 

George L. McCloud, now cashier of 
the First National Bank of West Orange, 
N. J. was appointed treasurer. 

James W. Watson was appointed as- 
sistant treasurer, and Horace J. Murray 
was appointed assistant secretary. 


One More Sign of the Times 


Little symptoms betray general condi- 
tions more tellingly than elaborate argu- 
ments. A patron of a downtown restaur- 
ant at lunch the other day heard some- 
thing fall to the floor. No one else paid 
any attention to it except this man, who 
hunted around under foot until he found 
a silver quarter. He picked it up and 
attempted to find the owner but no one 
paid any attention to him. Finally and 
reluctantly, a waitress conceded that it 
might have been left on the table for her 
and pocketed it with the air of having 
to get it out of the way. Quarters seem 
to have depreciated even more than 
dollars in the last few years.—Wall 
Street Journal. 
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CHICAGO 


RANSACTING the largest commercial ‘business 
and having the greatest volume of bank deposits 
of any State Bank or Trust Company in the West, ' 

The ‘Merchants Loan and Trust Company Bank of 
Chicago employs the most approved, modern methods 
to insure the expeditious handling of the accounts of 
its city and out-of-town depositors. 

Through its Commercial, Savings, Trust, Bond, 
Farm Loan and Foreign Exchange Departments, this 
Bank offers liberal accommodations and unexcelled facil- 
ities in all branches of banking. 


BOARD OF DIRECTORS 























Cas A. BURLEY, Attorney and 
api 
R. 7 CRANE, Jr., Eredent Crane Co. 
ERNEST A.’ HAM Chairman Corn 
Excha: econ te 
HALE fy , President, Chicago, Bur- 
Hagten & uiney R. R, Company. 
MA att all. HUG ud Chairman Chicago & 
mpan 
EDMUND D. TT TOLBE a. Presi ent. 
CHAUN' _— KEEP, Trustee Marshall Field 


JOHN J. MITOHELL, Ohairman of Board. 
oo MORRIS, Trustee L. Z. Leiter 
state 
JOHN 8. RUNNELLS, President Pullman Co. 
EDWARD L. RYERSON, Chairman Joseph 
T. Ryerson & Son 
JOHN G. SHEDD, Pres. Marshall Field & Co. 


ORSON SMITH, Chairman of Advisory 
Committee. 


The PEOPLES savincs BANK 
| EARLE H. REYNOLDS, President of CHICAGO Michigan Boulevard at Adams St. 


Readers will confer a favor by mentioning THE’ BANKERS MONTHLY when writing to our advertisers. 


JAMES P. SOPER, Pres. Soper Lumber Co. 
ALBERT A. SPRAGUE, Chairman Sprague, 
Warner & Co. 


WE INVITE INQUIRIES IN REGARD TO ANY 
FEATURE OF OUR SERVICE 








Esta 
CYRUS. ‘i. MeCORMICK, Chairman Inter- © 
national Harvester Company. 
































JOHN J. MITOHELL, Chairman of Board JOHNJ.GEDDES - - Assistant Cashier 
EDMUND D. HULBERT- - - President F.E.LOOMIS - - < eae t Cashier 
FRANE G. NEISON - - - Vice Bresident 4. F. PITHER - - -_- Assistant Cashier . 
- ice-Presiden 4 Ss 
ES. ’.'- -  Vine-President LEON L. LOEHR  - Sec'y and Trust Officer 








C. E. EST: . , 
FE. W. THOMPSON - - «+ « Vice-President A- LEONARD JOHNSON - Assistant Seo’y 


H.G.P. DEANS -<- - - - Vice-President G. F. HARDIE - Manager Bond Department 
y.G PETERSON - - + + Cashier C.C.ADAMS - - Asst. Mgr. Bond Dept, 


MEMBER BANK OF FEDERAL RESERVE SYSTEM 


Capital and Surplus Fifteen Million Dollars 















































The Occupational Appeai for Savings 









































































Our occupational advertisements for savings, appearing in 
the street cars and newspapers Of Chicago, continue to at- 
tract attention. We have prepared an enlarged portfolio 
of proofs, which will be sent to bank cashiers on request. 








Enjoying a distinctive position on Chicago's Lake Front, we 
endeavor to give a distinctive service to correspondent banks 





Resources $14,000,000 




















Where Home Comforts fer Gentle Folk 
and 


Good Wholesome Table at Reasonable Prices Prevail 


AMERICAN PLAN 


Room, Private Bath and Meals included 
Under KNOTT Management 


1 Person $5.00, 2 Persons $8.00 Per Day 


Special Rates to Permanent Guests 


IN NEW YORK CITY 


THE HOLLEY - - - - - Washington Sq. West 
HOTEL LE MARQUIS - - - - 12 East 31st Street 
THE VAN RENSSELAER - - 11th Street and 5th Avenue 
THE BERKELEY - - - - 9th Street and 5th Avenue 
THE EARLE - - - - ~ - Washington Sq. North 
THE IRVING - - - - - - 26 Gramercy Park 
THE JUDSON - - - - - Washington Sq. South 
THE ALBERT - - - 11th Street and University Place 
THE WELLINGTON - - - 55th Street and 7th Avenue 


OUTSIDE NEW YORK CITY 


KEW GARDENS INN" - - 
CROCKER HOUSE - - 


Kew Gardens, Long Island 
New London, Conn. 


Write for Reservations 


Obey’ that impluse to-day. _You want just such a magazine as 
THE BANKERS’ MONTHLY. Sit down to-day and send us a postal 


and tell us so. We will send it to you on trial. Send no money now. Seea 
copy and then become a regular, old-fashioned, paid-in-advance subscriber. 


Write to-day to THE BANKERS’ MONTHLY, 536 So. Clark St.. Chicago. 


MILI UALLLTHLLLLL 


AEE TTT TTT 


TAMMERER 


Our course of private lessons will correct your im- 
pediments. Write for booklet describing course. 


BOSTON STAMMERERS’ INSTITUTE 
Established 1867. Samuel B. Robbins, Principal 
246 Huntington Avenue BOSTON 17, MASS. 
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STANDING at the corner of 

Clark and Monroe Streets, 
in the very heart of the loop, 
the Fort Dearborn National 
Bank has been identified with 
Chicago’s growth for 32 years. 


Deposits Grow From 
10 Millions to 60 
Millions in 10 Years 


This remarkable growth has 
come about without any con 
solidation or merger in the 
entire history of the bank. 

Itis duechiefly toonething,satisfied 
customers. Customers who enjoy 
the spirit of hearty co-operation, the 
good will, the friendly atmosphere 
which exists inthis bank, bring 
other customers and thus the nun 
ber of depositors and deposits grow. 


Fort Dearborn 
National Bank 


Clark and Monroe Sireets 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Hibernia 
Bank ¢& Trust Co. 
New Orleans 
Announces the opening 
of the 


Hibernia 


Securities Company, Inc. 
Authorized Capital $1,000,000.00 










To engage in the business of 
General Corporate Financing 









OFFICERS 


4 R. S. Hecht, President 
4} C.F. Herb, Vice-President and Gen’l Mgr. 
Adolph Katz, Vice-President 
F. W. Ellsworth, Vice-President 
A. P. Howard, Treasurer 
P. H. Wilkinson, Secretary 


’ * Offices: 
WSuite 302 Hibernia Bank Building 









THE PEOPLES 
STATE BANK 


MEMBER FEDERAL RESERVE BANK 


Resources $195 000.000 


BECAUSE of the magnitude of 


this institution, and its close 
affliation with the business ac- 
tivities of Detroit and contiguous 
territory, we are in an excep- 
tionally good position to give the 
most efficient and intelligent co- 
operation to business and 
financial institutions to whom a 
Detroit connection is desirable. 





































Press Clippings 


An intensive service in 
THE PACIFIC NORTHWEST 
WASHINGTON, OREGON 
IDAHO, ALASKA AND 
BRITISH COLUMBIA 


CLIPPINGS ON ANY SUBJECT 
; Business — Personal — Political 
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PACIFIC NORTHWEST 


PRESS CLIPPING BUREAU 


Hinckley Bldg.,; Seattle, Wash. 
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We Give Exclusive Rights. 
Will You be That Bank? 


Saviiige Bank Manufacturing ( Co. (Dept. A) 


301 W. Grand Avenue, CHICA 
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Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


BANKERS MONTHLY for JULY, j 


Attracting Business 
To Your Bank 


Among the people you seek as patrons—those whose accounts 
are desirable and profitable—are many who regard a banking 
connection as one of the every-day necessities. The question 1s 
not whether to open an account, but in which bank to open it. 


The problem lies in transforming these desirable prospects into 
customers, convincing them that the banking connection they 
need awaits them at your particular bank. 


The Collins Service attracts this profitable business and pro- 
vides for retaining and developing it. 


When this Service works for your bank, it works for no other 
in your community. 


SERVICE 


Our five departments render thorough 
* and efficient service on all transactions. 
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We have many phases of service but only one purpose; to develop a rela- 3 
tionship that is broadly helpful. ; 


We shall be glad to give details by letter or send our representative. 
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On inactive reserve accounts, subject to with- 4 
drawal in whole or in part on ten days’ . 
notice, a favorable rate of interest is allowed. : 
The regular clearing house rate of : ' ADVERTISING 3 
interest paid on active accounts. 
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